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BALTIMORE. — Opportunity for 

thousands of franchised dealers 
in the mushrooming vehicle lease 
business was opened last week 
when Commercial Credit actively 
entered the field. 

Commercial Credit announced 
that a had taken over 
the Auto Fleet leasing plan and 
would finance existing lease 
| arrangements and begin to solicit 
new business under the name, 
Auto Fleet Leasing Corp. 
Peterson, Howell & Heather will 


New Body Is Longer, Lower, Wider— 
Chevrolet's 1958 offerings, which went on display last week, have a new body and frame and are longer, lower and wider 
than their predecessors. The line consists of 16 models including this Bel Air four-door hardtop. Two Impala models—o hord- 
coupe and a convertible—have been added, and a separate station wagon series has been set up. Air suspension and a 
mew 348-cubic-inch V-8 engine are optional at extra cost, (Story and more pictures are on Page 17.) 


Ford Introduces Its $185 Million 1958 Models— 


Ford division says it spent $185 million to bring out its restyled 1958 line. Among the more apparent changes are duol 
headlights, a new grille and twin oval tail lights which are bisected by the rear deck lid. Ford has a new Cruise-O-Matic 
fronsmission and two new V-8 engines which displace 332 and 352 cubic inches and are rated from 240 to 300 horsepower. 
Dealers will display the cors Thursday (Nov. 7). (Story and more pictures are on Page 59.) 


The Newspaper of the Industry 





Published Weekly at 
2666 Penobscot Bldg. 


Three Big Ones Bow 


~ 


‘Year of the Big Change’ for Pontiac— 


Pontiac dealers will offer a new body, a new chassis and a new engine when they put their new models on display Saturday 
(Nov. 9). Center pillars of sedans have been slimmed, giving them a hardtop look when the windows are rolled up. A two-model 
Bonneville series has been added at the top of the line, and a convertible is available in the lowest-priced Chieftain series. The 
mew engine is the “Tempest 395" which has a displacement of 370 cubic inches. (Story and more photos: are on Page 16.) 


continue to manage Auto Fleet- 
leased cars and trucks for Com- 
mercial Credit. Auto Fleet to date 
has accounted for nearly $6 million 
in vehicle investment of the more 
than $90 million in rolling stock 
handled by PH & H. 
Commercial Credit executives 
it expects “within a reasonable 
length of time” to be financing 
from $200 million to $300 million in 
leased vehicles. 


yu innieen is nonsthie it was 
said, because CCC looks upon 
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New Leasing Opportunity Due for Dealers 


its entry into the lease finance field 
as a move many dealers have 
sought through the tight-money 
era, Lease deals of varying sizes 
have been unavailable to all but a 
few hundred dealers because of 
credit restraints, it was explained. 

PH & H has handled only na- 
tional lease deals to date, but CCC’s 
expansion will spur local dealers to 
begin leases. 

Eventually, it is understood, 
Commercial Credit may provide 
(Continued on Page 4, Col. 5) 
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°58 Car Prices Rise 
Average of 3.3 Pet., 


Half of ’57 Increase 


os 1958 autom@bile prigy 


General Motors, Ch 
Lincoln placed 
models. They joine 
tors and Studebaker, 
announced earlier. 
Models priced to date bear an 
average increase of 3.37 percent 
over their 1957 counterparts. 
This is less than half of the aver- 
age boost of 7.17 percent which 





Top Cars 


New-car registrations for eight 











smelt 
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ked on at intro- 


f ls which are com- 
. ve 
Buick Specials to 


ast year. 
tts anjaverage of 3.55 per- 
es 
t year’s offerings. 
hikes ranged from 
ldsmobile 88s and 
$241.04 on the Cadillac Sedan de 
Ville four-door hardtop. 
> >= 7 






ss figures were not 
available for Chrysler Corp. and 
Lincoln at press time Thursday. 
Chrysler's factory-suggested retail 
prices showed a corporate increase 
of 3.27 percent on 73 models which 
appeared in last year’s line, and 


| Lincoln hiked the suggested retail 


figure by 4 percent. 

Contributing to the Lincoln in- 
crease was promotion of dual 
headlights padded instrument 
panel and visors to the standard- 
equipment class. All were extra- 
cost eptions last year. 

DeSoto’s factory list prices rose 
2.36 percent, the smallest percent- 
age increase of the corporation's 
five lines. Other boosts were: 
Chrysler division, 2.66 percent; Im- 


| perial, 3.21 percent; Dodge, 3.75 per- 


cent, and Plymouth, 4.47 percent. 
> > > 
OME extra-cost options were 
made standard on each of the 


| five lines, and this was responsible 


|for a portion of the price rise on 


months plus 25 states for 

September: 

1957 . Pos. Make 1956 Pos. 
1—1,062774 Ford 951,725— 2 
2—1,015,724 Chev. 1,130,855— 1 
3— 445,740 Plym. 356,042— 4 
4— 288,940 Buick 403,942— 3 
5— 266,443 Olds. 328,675— 5 
6— 232,572 Pontiac 265,683— 6 
7— 198,051 Mercury 204,370— 7 
8— 190,510 Dodge 160,206— 8 
9— 99,628 Cadillac 102,293— 9 
10— 77,025 Chrysler %1,064—10 

ll— 75,850 DeSoto 74,151—11 

12— 62,983 Rambler 51,610—13 
13— 45,193 Stude. 59,207—12 
14— 25,262 Lincoln 31,315—14 
15— 24,400 Imperial 6,989—18 
16— 8,143 Met. 4,537—19 
17— 7,725 Nash 19,233—16 | 
18— 4,285 Packard 24,250—15 
19— 3,959 Hudson 9,135—17 

20— 2,309 Edsel 

21— 580 Cont’ 1,200—20 

123,448 Misc. 60,830 


Total All Makes 
4,262,544 4,327,362 
Further details on Page 52. 
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every model. 


The new standard items include 
exterior side trim on the Plym- 
outh Plaza and Chrysler Windsor, 
four-barrel carburetion and spe- 
cial carpets on the Dodge Royal 
and dual headlights on DeSoto, 
Chrysler and Imperial. 

A complete listing of Chrysler 

Corp. and Lincoln prices, including 


|} __ (Continued on Page 66, Col. 1) 


GM Ends 2 Year Freeze 
On Adding New Dealers 


J pReROst — General Motors is ter- 
minating the moratorium on ap- 
pointment of new car and truck 
dealerships, President Harlow H. 
Curtice announced Thursday. 
The moratorium, which re- 
stricted franchising of dealers to 
replacements only, was an- 

nounced by Curtice March 2, 1956. 

It later was extended through the 

1957 model year. 

Curtice said in a statement that 
replacement dealers “in many in- 
stances” would henceforth be 
assigned to different locations from 
their predecessors. 

7 . . 
URTICE said GM's decision to 
end the moratorium recognized 
“important market changes, such as 
the expansion of cities into sub- 
urban areas, shifts from farming 
areas to villages and from villages 
to cities and, finally, the great 
population increases that have 
taken place in some regional areas, 
such as the Pacific Coast.” 
Relocations of dealer points 
will reflect “the changing eco- 
nomic complexion of cities,” Cur- 
tice said. 

He said GM would continue un- 
changed its “long-standing policy 
of protecting the equities of the 





dealer organization and continually 
appraising all markets to determine 
the needs of current owners of GM 
cars, as well as potential customers, 
from a sales and service stand- 
point.” 

“Through this -~- policy,” he con- 
tinued, “we have maintained a 
stabilized and successful dealer or- 
ganization down through the years.” 


Inside 
Auto News 


More ’58 cars bow. Pontiac, 
Page 16. Chevrolet, Page 
17. Ford, Page 59. 
Distribution changes for 
truck equipment? Page 29. 
More support for territory- 
security court test. Page 2. 
Practical Problems of Sell- 
ing. Page 25. 

NIADA fights territory se- 
curity. Page 4. 

Used-car auctions, Page 49 
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Court Test Gains Favor... 


Car Debuts Postpone 
Territory Decision 


By Maynard M. Gordon 
News Editor 


arr 1958-model introductions 
postponed action on new 
territory-security proposals last 
week, support was increasing for a 


friendly court test sponsored by 
NADA. 


No meeting of NADA’s special 
consulting committee on service 
responsibility was scheduled, in- 
asmuch as committee members 
were tied up by the arrival of 
1958-model showing dates for Big 
Three lines. 

It was expected, however, that 
the committee would meet later in 
November to facilitate a report in 
time for the regular December 
meeting of the NADA executive 
committee. 

> > - 


HE number of state franchised 

dealer associations supporting 
a@ court test rose to three last week. 
Missouri, which had sought an 
NADA membership poll on the 
ADSA bonus plan, swung over to 
a legality test idea. 

In adopting a resolution favoring 
legal action, the board of directors 
of the Missouri Automobile Dealers 
Assn. declared that “a strong sus- 
picion has arisen that the automo- 


Rising Car Output 


But October Total 


Trails Year-Ago Pace 


By Martin L. Whitmyer 
Staff Writer 
S. CAR output climbed to a 
© 20-week high of 128,227 units 
last week as industrywide assembly 
operations returned to pre-change- 
over levels. 

Last week marked the first 
time since the week ended June 
29 that car output has passed 
Automotive News’ three-year 
index and the first time since the 
week ended Sept. 28 that indus- 
trywide operations have exceeded 
the corresponding week of a year 
ago. 

The 128,227 cars turned out last 
week amounted to 103.9 percent of 
Automotive News’ index, compared 
with the 85.2 percent of the index 
compiled on the previous week's 
105,103 assemblies. The week ended 
Nov. 3 a year ago saw makers as- 
semble 117,583 cars. 

> . . 


7 upsurge in output over the 
past two weeks also helped 
jump car assemblies for the month 
to an estimated 332,906 units, or a 
17.1 percent increase over the 284,- 
265 cars rolled from the lines dur- 
ing September. 

Last month, however, did mark 
the first time this year that car 
output has not exceeded the cor- 
responding month of 1956. The 
332,906 cars produced in October 
represented a 144 percent drop 
from the 389,065 units turned out 
during the same month a year 
ago. 

Truck output, however, showed 
(Continued on Page 69, Col. 3) 


Shea Is Elected 
To AMC Board 


DETROIT.—William A, Shea has 
been elected to the board of direc- 
tors of American Motors Corp. to 
fill the vacancy caused by the death 
of George G. Brown. 

Shea is a partner in the New 
York law firm of Manning, Hol- 
linger & Shea. 


Among the companies for which 


bile dealers and the public have 
been victimized.” 

Despite the opinions of the 
Justice Department to the effect 
that proposed area bonus plans are 
illegal, territory-security clauses 
prevail without restraint in “doz- 
ens” of other industries, the resolu- 
tion said. 

The Wisconsin and Illinois as- 
sociations also have plumped for a 
court test, which first was proposed 
in July by the Automotive Trade 
Assn. Managers. 

* * * 

- Wisconsin group reaffirmed 

its position last week by allud- 
ing to the “difference in viewpoint 
between the U. S. Supreme Court 
and the Antitrust Division at- 
torneys on the questions of pro- 
tected territory and closed 
territory.” 

“WATA (Wisconsin Automotive 
Trades Assn.) recognized this 
situation a long time ago,” the 
statement added, “and repeatedly 
urged NADA and industry leaders 
to start legal action so that deal- 
ers once and for all would know 
if there was any hope in pursu- 
ing this avenue of relief for the 
aggravating problems of cross- 
selling, bootlegging and dealer 
standards.” 

The Wisconsin association said 
the Supreme Court departed from 
the Justice Department’s thinking 
last month when it ruled, in effect, 
that factories could limit the num- 
ber of dealers in any particular 
area. This ruling came in appeals 
of the Webster and Schwing anti- 
trust damage suits against Packard 
and Hudson, respectively. 

> * > 


A STATEMENT of praise for the 
concilatory action taken by 
NADA towards the Authorized 
Dealer Survival Assn. was adopted 
by directors of the Automobile 
Dealers Assn. of Indiana. 

The Indiana statement evidently 
referred to the appointment of H. 
Mead Norton, ADSA chairman, to 
NADA’'s “blue ribbon” committee 
exploring new avenues of approach 
to territory security. 

Conciliatory moves by NADA 
President Frederick M. Sutter 
and other NADA officers and 

(Continued Page 4, Col. 3) 


Business 
Barometer 


Auto Production—149,909 cars, 
trécks in week, vs. 136,376 the yeor 
before. 

Business Failures—281 
vs. 267 the year before. 

Department Store Sales — Un- 
changed from the year before. 

Freight Loadings — 726,812 cars 
in week, a decline of 101,929 from 
the year before. 

Gasoline S$ to c k s—179,263,000 
barrels, an increase of 1,315,000 bar- 
bels in week. 

New Jobless Claims—246,000 in 
week, vs. 172,500 the year before. 

New-Car Registrations—4,262,- 
544 in 1957 to date vs. 4,327,362 the 
year before. 

New-Truck Registrations—622,- 
613 in 1957 to date vs. 653,971 the 
yeor before. 

Oil Stocks — 284,878,000 barrels, 
an increase of 1,564,000 barrels in 
week. 

Steel Output —79.1 percent of 
estimated capacity vs. 80.2 percent the 
week before. 

Used-Car Prices—$795 in Octo- 
ber vs. $842 in September. 

Wholesale Prices.—117.7 percent 
of the 1947-49 index, unchanged from 
the week before. 

a a, 


Common Stocks 
Nov. Oct. 


23 
6% 6% 


69% 


in week 


1957 
Low 


New Officers of AIADA— 


Officers elected at the annual convention of the Alabama Independent Avtomobile 
Dealers Assn. include, left to right, Rayburn Hall and John Penney, vice-presidents; 
Cecil Shirley, president; Lloyd Plunkett, board chairman; Roger West, vice-president, 


and Joe Scott, secretory-treasurer. 


Atebania Used-Car Dealers 


Join National 


TUSCALOOSA, Ala. — A resolu- 
tion to combine the memberships 
of the National Independent Auto- 
mobile Dealers Assn. and the Ala- 
bama Independent Automobile 
Dealers Assn. was adopted at the 
sixth annual AIADA convention 
here. 

Cecil Shirley, Dothan, new 
president, said the move was 

taken to gain more protection 
and representation for the mem- 
bers. He said one payment of 
dues to the state organization 
would cover membership in both 
groups. 

The convention also voted to in- 
sure car buyers against loss due to 


°*58 Ford Makes 
Premature Bow 


On 2 U.C. Lots 


DETROIT.— The 1958 Ford re- 
ceived a premature preview on two 
used-car lots in the Southwest, one 
in Joplin, Mo., and the other in 
Muskogee, Okla. 

In Muskogee, Bill Bull was 
charged in City Court with failing 
to display registration of a new 
Ford he placed on his used-car lot 
two weeks prior to the public intro- 
duction date. He pleaded innocent. 


The charge was filed after a com- 
plaint against Bull was made to the 
Oklahoma Tax Commission. 

Burtrum Bros. Motor Co. adver- 
tised display of the new Ford in the 
Joplin Globe. 


In a protest to R. S. McNamara, 
Ford Motor Co. vice-president, Dan 
L. Stanley, president of Dan Stan- 
ley Motors, Inc., Joplin, said: 

“Our position as authorized Ford 
dealer with tremendous investment 
is becoming untenable, and both 
Ford Motor Co. and we are becom- 
ing a laughing stock in public eyes. 
In addition to damaged prestige, 
the monetary loss is tremendous as 
our new-car showing now is anti- 
climactic. 

“Now is the time for Ford Motor 
Co. to take the necessary action to 
encourage and support your dealers 
who have been subjected to this 
type of competition for many 
years.” 


Timken Charge 


Is Dismissed 


WASHINGTON. — A hearing ex- 
aminer for the Federal Trade Com- 
mission last week issued an order 
which would dismiss charges that 
Timken Roller Bearing Co. requires 
that its distributors and jobbers do 
not handle competing products in 
the replacement market. 

The examiner dismissed the FTC 
complaint, issued Feb. 13, 1956, on 


in Body 


bad vehicle titles. Shirley said this 
auto-title insurance would be pro- 
vided by Auction Insurance 
Agency, Birmingham. 


Shirley said the title-insurance 
program was adopted because 
AIADA had been unsuccessful in 
getting the Legislature to approve 
a uniform title law. 

The convention also approved a 
tieup with Registered-Tested Car, 
Inc., which provides a one-year 
guarantee for late-model used 
cars, 

New officers beside Shirley in- 
clude John Penny, Huntsville; Paul 
Smith, Albertville; Rayburn Hall, 
Northport, and Roger West, Bir- 
mingham, vice-presidents, and 
Lloyd Plunkett, Anniston retiring 
president, was named board chair- 
man. Joe Scott, Montgomery, was 
reelected secretary-treasurer. 


Wrong Concern 


Called Defendant 


LOS ANGELES. — Beverly 
Finance Co. was incorrectly identi- 
fied by Automotive News in the 
Aug. 12 issue as a defendant in a 
$305,000 damage suit filed against 
auto dealer H. J. Caruso. 

The co-defendant is Beverly 
Credit Service, according to Nor- 
man Berris, attorney for the plain- 
tiffs. Another co-defendant is Com- 
mercial Credit Co. 

In the suit, Harriet I Sill, her 
son Charles, 16, and his friend, 
Danny A. Ewing, 17, charged they 
were beaten by Caruso agents who 
tried to repossess a car belonging 
to a friend last Feb. 27. 


Milwaukee Auto Show Committee— 





Import Discounts 


Abound in N.Y. 


But Economy Units 
Bring Full Price 


(Eprror’s Note: This is another 
in a series of reports from the 
nation’s major marketing areas 
on the merchandising, distribu- 
tion and servicing of imported 
cars.) 

By Ed Brown 

. Staff Correspondent 
Nev YORK.—A customer placing 

an exact order for a specific 
foreign car may have to wait two 
months for delivery. However, in 
every line, except Volkswagen, a 
customer willing to make conces- 
sions on color, and possibly up- 
holstery and accessories, can gen- 
erally get delivery of his import 
model immediately. 

Certainly the waiting time is 
no longer than two weeks. VW, 
the outstanding exception, is still 
asking customers to wait from 
six to eight months. 

Competitors of VW are glad to 
see the waiting list remaining so 
long. They find that as the market 
expands and new people enter the 
import market, they are less willing 
to wait for delivery and are be- 
coming lookers and shoppers. 

The aficionados still insist upon 
waiting for their VWs, but many 
competitive makes are taking ad- 
vantage of the long wait and are 
selling cars to the less-dedicated. 

= > * 

EALERS here do a minimum 

of advertising of their imported 
cars. Usually the pattern is some- 
thing like this: 

When the dealer first gets his 
imported-car franchise, he adver- 
tises in some of his local papers to 
advise readers that he now handles 
a foreign line. As he begins to build 
a following, the advertising slacks 
off, but a promotion-minded dealer 
always will carry some kind of 
continuous advertising campaign. 

Almost without exception the 
copy follows the line of price 
advertising. And generally, where 
possible, the lowest price in the 
line available. Dealers appear to 
feel that price is the factor which 
jolts the average American into 
consideration of an import pur- 
chase. 

Even sports-car advertising 
stresses price, as in the instance 
of Triumph TR-3, where the whole 
campaign is built around the price 
of $2,625. 

More advertising is done by the 
factories and distributors than by 
dealers. The big problem is selec- 
tion of media to cover the areas 
in which distribution is complete. 

> * > 

EVERAL of the European com- 

panies now have budgets of 
half a million dollars to be spent 
promoting their products in the 
next year. Some with smaller bud- 

(Continued on Page 67, Col. 1) 
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Preliminary plans for the 1958 Milwaukee Auto Show, Feb. 8-16, were formed 
by the newly named executive committee. They are, seated, from left, Murel 
Humphrey, general chairman, and Lester P. Hartung, president, Milwaukee County 
Automobile Dealers Assn. Standing: L. E. Siegel, association treasurer; Al Shallock; 
Harold Duckler, association secretary, and Edward C, Wehe, show vice-chairman. 
The show will run nine days this year instead of eight. 


he is legal counsel] and/or a director 
is Merritt-Chapman & Scott Corp., 
and its subsidiary companies. Louis 
Wolfson, AMC’s biggest stock- 
holder, is head of Merritt-Chapman 
& Scott. 


the ground that evidence failed to 
prove Timken has an exclusive 
dealing policy. 

The order is not a final decision 
of the FTC, and it may be appealed, 
stayed or docketed for review. 
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Dealer Forum 


by Robert M. Finlay 


iv auto shopper comes in for 
a good deal of discussion these 
days. General inclination is to 
squeeze all shoppers into a single 
mold, and to say he will react this 
way or that. Perhaps auto sales- 
men would be further ahead if they 
ignored the “quick makes” of the 
shopper and treated everyone who 
comes into the showroom as an 
individual who might do something 
else besides “this or that.” 

We went along for the ride with 
a shopper the other day, and will 
give you his reactions in just a 
moment. First we want to com- 
ment on a couple of other shop- 
ping pieces. For one thing, the 
November Reader’s Digest has an 
article billed as “The Art of Buying 
a New Car.” This article, which 
might be called “the education of 
a shopper,” tells readers that auto 
dealers are like horse traders who 
shoot for the largest profit on 
every sale but will take less, “often 
a lot less.” 

Like many articles of this type, 
the author compiles the sins of 
the trade and attributes them to 
dealers in general, 

Just for the record, all dealers 
do not play it that way, In fact, 
statistics of the trade prove that 
rather than “shoot for the largest 
possible profit on every sale,” most 
dealers give away their profit mar- 
gin too freely. 

a2 


A Dealer’s View 
SWITCH to another view- 
point on shopping, the Texas 
Automotive Dealers Assn. recently 
printed an address by E, A. Mohr, 
Houston Buick dealer, on “Modern 
Trends in the Automobile Busi- 
ness.” 

Mohr concludes that there is only 
one type of customer these days— 
the shopper, bent on a deal, not a 
sale. Under the old method of 
qualifying the buyer, this guy 
shouldn’t even be buying a new 
car. 

But, says Mohr, since that is all 
the dealer has to work with, he 
developed a system for selling the 
shopper. Some of Mohr’s state- 
ments with reference to the de- 
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Dealer Conclave 


To Span Border — 


VANCOUVER, B. C.—A joint 
convention of the Washington State 
Automobile Dealers Assn. and the 
Motor Dealers Assn. of British 
Columbia will be held May 5-7, 
1958, at the Empress Hotel, Vic- 
toria. 

This is believed to be the first 
time that an association from Can- 
ada and one from the U. S. have 
joined in an annual convention. 

Victoria is the capital of British 
Columbia, which will be celebrating 
its centennial in 1958. 
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velopment are thought-provoking: 

“One of the hardest parts of 
educating a sales force is con- 
vincing the salesman that to sell 
a customer a car at a legitimate 
profit is not cheating the buyer.” 

ie . the answer is not volume 
number of cars out the door, but 
volume number of orders going 
across the sales manager’s desk.” 

“We need faith in the automobile 
business itself .. . as long as we've 
invested our time and money in it, 
we might as well enjoy it and give 
it our trust, our faith and our 


very best.” 
+ * = 


Mohr Tips 


A= here are some tips from 
Mohr: 

A salesmanager can’t police 15 
or 20 men, so divide the sales force 
into teams of five with an assistant 
sales manager for each team. 

Don’t try to close the customer 
until he thinks he owns a new 
car, 

Promote men from within your 
own organization. 

Mohr says of the shopper: “We 
make the customer match wits 
with our entire organization. This 
barely gives us an even break with 
him.” 

od 7 = 

Shopper’s View 
O== again, we think that the 

view of the shopper is too nar- 
row. In contrast, we give you our 
shopper who set out one Saturday 
morning to buy a new car, He was 
undecided between two makes 
which I thought were fairly com- 
parable. 

At both dealerships he asked 
salesmen to give him a new car 
to test himself. In both cases, the 
salesmen agreed, which, it seemed 
to me, was a mistake, for he was 
left to draw his own conclusion 
about the cars. And he did make 
up his mind about which to buy 
while driving around. 

The salesmen, it seems to me, 
could have exercised more control 
of the situation, had they said 
something like this: 

“Be glad to let you take the 
car alone, but first let me take a 
spin with you to demonstrate 
the controls and gadgets.” 

It turned out that the engine of 
one of the cars was warm and 
had a “quality” sound to it. The 
other was cold and ran a bit fast 
and noisy at first. 

“Listen to that engine,” the shop- 
per said. “Doesn’t sound as good 
as the other.” 

A salesman alert to customer re- 
action could have explained and 
then sold the engine after it had 
been warmed up. 

a > = 
Price Assumption 

OTH salesmen assumed that 

this shopper knew prices. For 
instance, one of them figured the 
price at some $500 under recom- 
mended price and just presented 
it to the shopper as THE PRICE. 

The shopper had nothing to re- 
late it to, as he had not shopped 
dealers of that make. He was 
shopping one dealer each of two 
makes. It was only as he was driv- 
ing off in his own car that the 
shopper mentioned that he thought 
dealers were giving discounts. 
Then the salesman told him he had 
figured a $500 discount into his 
price. 

“If you’re going to give a dis- 
count,” the shopper grumbled, 
“why not tell the customer what 
he’s getting.” 

Only one of the salesmen asked 
if the shopper was planning to 
buy a car right away. The shopper 
truthfully said he was. 

The conclusion? 

The shopper made up his own 
mind without help from the sales- 
men on which car he liked best. 
But he concluded that the dealer 
he had visited did not have a large 
enough selection. So he visited one 
more dealership and bought his 
new car. 

Don’t overestimate the orbit of 
the shopper. 


58 Debuts Cut Prices, Demand... 





Used-Car Market Soft 


By Robert M. Lienert 
Associate Editor 
Bcetvess in the used-car mar- 

ket has come to a virtual 
standstill in the midst of a flurry 
of new-car introductions, field re- 
ports indicate. 

Prices and demand are sagging 
at both wholesale and retail 
levels, although the retail lots 
are feeling the letdown most 
acutely. 

Dealers are not concerned, how- 
ever. They believe demand will 
strengthen after all °’58 models 
have been introduced and the fresh 
crop of tradeins begin to roll in. 

* cd * 
— dealers predict that the 
new and higher price tags on 


’58s will help bolster used-car de- 
mand after a brief interval. 

Used-car dealers have had a 
good year. The “creampuff” unit 
has been virtually swept from 
the market. Even second-grade 
cars, which would have sold 
slowly in other years, have been 
moving well this year, although 
the real dogs have been sticky 
as ever. 

As good domestic units have 


Dealers Name Berrell 


FARGO, N. D—RusSs Berrell, 
| president of Russ Buick, Fargo, has 
| been appointed director of District 
| Eight of the Automobile Dealers 

Assn. of North Dakota. He succeeds 
H. E. Berrell, who resigned. 








Officers Elected in New Jersey— 


Newly elected officers of the New Jersey Automotive Trade Assn. are, seated, from 


left, Eldred R. Crow (Ford), Westfield, 
(Pontiac), Matawan, president, and lL. J. 
president. Standing: William 1. Mallon 


first vice-president; George G. Downes 
Hutton (Chevrolet), Riverside, second vice- 
(Pontiac), Irvington, secretary; Charles B. 


Gilbert (Chevrolet), Trenton, third vice-president; J. Alex Laurie (Ford), Morris Plains, 
treasurer, and Otto P. Henneberger, Newark, business manager. 






CHICAGO.—New-car dealerships 


in Chicago and Cook County num- | 


bered 439 as of Oct. 1, compared 
with 420 on July 1, according to 


figures compiled by the Chicago | 


Automobile Trade Assn. 

There would have been a loss 
of four had it not been for the 
appointment of 23 Edsel dealers 
during the third quarter. 

All known cancellations or resig- 
nations during the third quarter 
totalled 23, the CATA said, while 
new appointments amounted to 42, 
including the 23 Edsel dealers. 

The net gain during the period 
was 19 dealerships. 

Total outlets (some dealerships 
are outlets for more than one 
make) amounted to 510 on July 1 
and 529 on Oct. 1. 

Of the 42 newly appointed deal- 
ers, 24 were in Chicago and 18 were 
in the suburbs. Of the 23 dealers 
that went out of business, 11 were 
in Chicago and 12 were in the 
suburbs. 

The 23 Edsel dealerships include 
10 in Chicago and 13 in outlying 
areas of the county. 

As of Oct. 1, there were 332 out- 





Number of Dealer Plates 
Is Limited in Illinois 

CHICAGO. — Dealers have been 
reminded by the Chicago Automo- 
bile Trade Assn. that duplicate sets 
of dealer plates now are limited 
to the number of employes on the 
dealer’s payroll record. 

The association said that the 
Illinois Secretary of State has been 
concerned over the large number 
of duplicate sets ordered by a few 
dealers “who apparently supply 
them to their relatives and friends 
in lieu of individual private plates.” 


Expansion Due to Edsel... 


Chicago Adds 19 Dealers 








| lets and 270 dealerships in the city 
and 197 outlets and 169 dealerships 
outside the city. 


Total outlets as of Oct. 1 were 


| from July 1 in parentheses): 
Buick, 34 


(down three); DeSoto, 26 (down 


two); Dodge, 26; Edsel, 23 (up 23); 
Ford, 57 (up one); Lincoln-Mercury, 
34; Oldsmobile, 34; Plymouth, 83 
(down five); Pontiac, 33; Rambler, 
49 (up nine); Studebaker-Packard, 
|25 (down one), and Willys, 10 
(down two). 








At least one b 
neering “crash 


such a small car 


tion, succeeding 
the real estate 





Wemhoft 
41 million babies have been born; over one-fifth of all present 


U. 8. families have been formed; 
do not remember World War I 


12... Irv Jordan, president of St. 


lined up as follows: (with change 


(down one); Cadillac, | 
|} 14; Chevrolet, 51; Chrysler, 30) 


On the House .. . 


several engineers’ vacations have been cancelled or 
postponed. Whether this company ever will build 
, of course, hasn’t been determined 
as yet. But at least plans will be ready when and if. 
. . . Nelson T. Turner, former executive secretary 
of the Apartment House Assn. of Baltimore, is the 
new manager of the New Mexico dealers associa- 


Some interesting statistics on changes in the 
past 10 years: 16 million persons have died while 


recollection of what a major depression is like . . 
Buick dealer in Charlotte since 1907, has been honored by Carolina 
Motor Club as North Carolina’s oldest dealer ... 


North Dakota directors will meet Dec, i6 in Bismarck . . . Gardner 
Goldsmith will represent Edsel dealers on Milwaukee association 
board . . . Cincinnati association’s annual meeting will be held Dec. 


to executive committee of Greater St. Louis Safety Council. 
‘ 


grown scarce, many used-car deal- 
ers in metropolitan centers have 
taken a fling at handling used 
foreign cars. Most report good 
experiences, 
* * * 

ci dealer said he likes han- 

dling used imports because 
they create buyer interest in his 
lot and because they sell at a 
g00d gross. 

Drawbacks, he said, include 
the difficulty of buying such cars 
at a reasonable price and the 
fact that they draw “flakes” who 
slam doors and fiddle with the 
controls but seldom buy, 
Wholesalers of domestic used 
cars report that dealers seem un- 
interested in buying anything 
except units to fill immediate 
needs, Buyers in the wholesale 
market, of course, anticipate 
further price reductions in the near 
future. 

They have been particularly 
wary of buying late models; As a 
result, prices on these units have 
been affected most sharply. 

The average price of ‘57s, for 
example, has plummeted $101 since 
the index of Sept. 30. The price . 
of '56s has dropped $113 in the 
same period. 

= * a 
To SHOW how well the strength 
of older cars has counteracted 
these sharp loses, the overall aver- 
age price of all units wholesaled 
fell only $49 in the same period. 

One veteran wholesaler last 
week reported that percentage of 
sales at his auction hit the low- 
est level in a month, 

“Buyers galore attended,” he 
said, “but were not buying with 
their usual zest and determination. 
Nervous dealers acted panicky, 
asking when the market might im- 
prove. They were gasping for 
market-rise encouragement.” 

In a parting shot of warning to 
dealers, he said: “Buy them cheap- 
er or let them alone.” 

Other wholesalers described the 
market in such terms as “selling 
really tough,” “prices dropping 
fast,” “falling market” and “plenty 
of sellers present.” 

One operator, however, said he 
felt the slump was over and that 
the first '58-season buyers were re- 
turning to the market. 

> > > 
I AST week’s overall loss in the 

4 wholesale market amounted: to 
$7, as Automotive News’ index fell 
| to $795 — the first time this year 
that the average drifted below $800. 

Except for '50s — the oldest 
model on the index — the loss 
| extended across the board. The 
price of '50s edged upward $1 to 
$185. 

In the loss column, however, '56s 
fell $12 to $1,378; '54s declined $10 
to $737; "57s were off $9 to $1,984; 
‘55s dropped $9 to $1,087; "53s fell $9 
|to $471; ‘52s retreated $7 to $297, 
and ‘51s were down $1 to $220. 

New lows for the year were 
established for all models except 
'"52s and "50s. 








ig car maker has started an engi- 
program” on a small U. S. car; 











Bill Randolph, who has entered 
business in Albuquerque .. . 








71 percent of persons living today 
and 57 percent have no personal 
. Lee Folger, 









Louis association, has been named 





—Pertre Wemuorr, Editor, 
Automotive News 
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Territory Plans Hit 
By Used-Car Leader 


WASHINGTON. — Val T. Jones, 
executive vice-president of the Na- 
tional Independent Automobile 
Dealers Assn., declared that legisla- 
tion legalizing territory security 
might spell death for many of the 
nation’s independent used-car mer- 
chants. 

He said territory security would 
lessen competition, raise consid- 
erably the prices of vehicles, 
result in fewer sales and fire 
inflation. 

“The proposed $100 servicing fee 
for each car a franchised retailer 
sells is the prime element in a 
price-fix gimmick incorporated in 
territorial security schemes,” he 
said. “Payment of this money would 
bind the retailer for no more than 
present servicing.” 

Jones’ attack on proposed terri- 
tory security proposals is contained 
in his column in the November 
issue of NIADA’s publication, 
Dealer News. 

“Should franchised dealers have 
legislation to protect their new-car 
sales territories, and with a vir- 
tually insured increased income, for 
a time they would find it unneces- 
sary for their used-car operations 
to be profitable,” Jones said. 


“It is during this time that the 


Buick’s Ragsdale 
Calls °58 Debut 
Best Since °55s 


FLINT.—Buick dealers wrote 
more orders for new cars last 
Tuesday, the first day the 1958 
models were on display, than on 
any announcement day since 1955, 
General Manager Edward T. Rags- 
dale reported Thursday. 

Telegrams from dealers, he said, 
called the recep- 
tion for the new 
car “the greatest 
in Buick’s his- 
tory.” 

Buick dealers 
in Detroit de- 
livered 50 cars 
and took orders 
for 300 more, 
Ragsdale said. 
One Brooklyn 
dealer reported 

E. T. Ragsdale taking 60 orders. 

“A check of a group of repre- 
sentative dealers across the country 
showed that an estimated two mil- 
lion people visited dealer show- 
rooms to see the new car,” Rags- 
dale said. 


independent dealers would be fight- 
ing an unfair battle for survival.” 


He added that “once dead or 
dwarfed to a point of not being 
a formidable competitor, the in- 
dependent dealer would be gone 
from the automotive scene.” 

The NIADA spokesman said new- 
car production workers can protect 
themselves from inflation through 
wage increases obtained by their 
union, and the manufacturers can 
protect themselves from increases 
in production and materiel costs by 
“arbitrarily” raising their product 
prices. 

But, Jones said, the auto retailer 
has no such inflationary shield. 
Under our free economy, he said, 
the dealer “cannot take an arbitrary 
list price and demand that the 
public pay this price. The automo- 
bile retailer can sell his merchan- 
dise only so long as the public is 
willing to buy.” 

Jones said it is the high degree of 
competition between franchised and 
independent dealers, and among 
franchised retailers of the same 
make, which keeps the public from 
paying a “great deal more” for its 
new and used cars. 

He said the proposed territory 
security plans would end compe- 
tition among same-make dealers 
and possibly “sound a death knell 
for many of the nation’s inde- 
pendent used-car dealers.” 

Jones said “virtually all the very 
keen price competition” in the auto 
industry is at the dealer level and 
that territory security, by “building 
fences” around an individual deal- 
er’s area, would terminate new-car 
sales competition where it is stiffest 
—between same-make dealers. 

“Competition then would be 
equivalent to that at the manufac- 
turer’s level, on a basis of features 
instead of price,” Jones declared, 
adding: 

“The inevitable result of this 
would be much higher new-car 
prices for the public, with corre- 
spondingly higher profits for the 
franchise holders. It would tend to 
reduce the number of new cars 
sold, while keeping profits at a 
higher level. It is quite evident why 
franchised dealers and their trade 
groups favor such a system of con- 
trol.” 

Jones said that if the independ- 
ent dealer were forced out as a 
competitive element, the public 
would pay a “controlled price” for 
its used cars. 

Should prices be controlled by a 
business, he asserted, it would be 
comparable “to the cartels that 
ruined the economy of many Euro- 
pean nations in the past.” 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Oct. 25 


(Baying still off! Sold 132 cars out 
of 243 ofierings.) 
BUICK—’'56 Super sedan, $1,700* (ps); 
Hardtop, $1,530° (ps). ° 
Hardtop, $1,300* (ps); 2-dr., $1, 
$1,025°; RM Hardtop, $1,125", 
025° (ps). "54 Special rdtop, $862°; 
Super Hardtop, $750. ‘53 Special 
$525*, $510°. ‘52 Super 
; Special sedan, $225*, 


CADILLAC—'56 (62) Hardtop, $2,830* 
(ps). "55 (62) Hardtop, $2,290°* (ps). 
"54 coupe de Ville, $1,850* (ps). 

CHEVROLET —'57 Corvette, $2,695; Bel 
Air (8) Hardtop, $1,915*; Two-ten 
(8) 2-dr., $1,700°. "56 Two-ten (8) 
Hardtop, $1,275*; Two-ten (6) sedan, 
$1 , $965; Bel Air (8) Hardtop, 
$1,250;> sedan, $1,190; One-fifty (6) 
station wagon, $1,200; 2-dr., $1,005, 
$1,000. 55 Bel Air’ (8) Hardtop, $1,- 
025, $750*; Two-ten 2-dr., 2 at $830; 
Delray, $780, $705; sedan, $770, $375 
(taxi). "53 Bel Air Hardtop, $490; 
Two-ten 2-dr., $420, $355*. ‘52 Hard- 
top, $175. 

DESOTO—'55 Firedome Hardtop, $1,- 
O75* (ps), $1,050°. . 

DODGE—'56 Royal (8) Hardtop, $1,- 

, $1,290°. 
030°, $965; Hardtop, 


Coronet , $300; 

FORD—'57 Thunderbird, 505 ; 
tom (8) station wagon, $1,840*, $1,- 
765°; Fairlane (8) 500 conv., $1,825* 
(ps). "56 Fairlane (8) Hardtop, $1,- 
380° (ps), $1,375*, $1,330*°; conv., 
$1,350°, $1,245*, $1,200* (ps); 2-dr., 


$1,350°, $1,225* (ps); Custom (6) 

station wagon, $1,125; 2-dr., $800. '55 

Custom (8) station wagon $1,170*; 

2-dr., $755, $590; Fairlane (8) Hard- 

top, $955; conv., $845, $800; sedan, 
$810; Main (6) station wagon, $720; 
2-dr., $625. '54 Crest (8) 2-dr., $635; 

sedan, $475; (6) sedan, $250. ‘53 

Crest 2-dr., $490, $440, $420, $415; 

Main sedan, $250; Custom 2-dr., 
$180. 

MERCURY—’'55 Montclair conv., $1,- 
050; Hardtop, $1,025*. '54 Custom 2- 
dr., $580; sedan, $565. ‘53 sedan, 
$500* (ps); Hardtop, $440; 2-dr., 
$310. "52 Hardtop, $370°, 

NASH—'54 Statesman 2-dr., $390*. 

OLDSMOBILE—'57 (98) Hardtop, $2,- 
500° (ps). '56 (88) Hardtop, $1,625°; 
2-dr., $1,250°. '55 (88) Hardtop, $1,- 
310*; (98) sedan, $1,235* (ps). ‘54 
(88) sedan, $830*. '53. (88) Hardtop 
$550 


PACKARD—'56 ‘‘400’’ Hardtop, $1,525* 
(ps). 

PLYMOUTH — '57 Savoy (8) Hardtop, 
$1,700*; sedan, $1,660*°. '55 Plaza (8) 
2-dr., $630; Plaza (6) 2-dr., $565, 
$520. '54 Belvedere sedan, $530. 

PONTIAC—'56 Star Chief Hardtop, $1,- 
650° (ps); Chieftain Hardtop, $1,235*, 
$1,020*. '55 Chieftain sedan, $850*, 
$700, '53 Chieftain Hardtop, $385*. 

STUDEBAKER — '53 Champion 2-dr., 
$365*. 


MISCELLANEOUS—’57 Volkswagen 2- 
dr., $1,430, $1,365. °56 Dodge, 1-ton 
stabs, $1,050; Ford %-ton pickup, 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on Pages 49, 57, 58, 62. 


Foreign-Car Dealers Draw for Space— 


The growing importance of foreign and sports cars in today’s market is emphasized 
by the fact that 10 dealers, distributors and manufacturers will exhibit cars at the 
Detroit Auto Show, Jan. 18-26. Last year only four exhibitors participated. The show 
committee of the Detroit Automobile Dealers Assn., sponsor of the show, held a 
special drawing for the exhibitors, the first in the show's history. Present at the 
drawing were, seated, from left, Serge Daniloff, Foreign Car Associates; Don Smith, 
English Ford; Harold Johns, show chairman; Boyce Tope, DADA executive vice- 
president; C. F. Watson, Studebaker-Packard Corp., and John Posselius, European 


Motors. Standing: Ed Lawless (Opel), J. S. 


Mahoney, Pontiac division; Bruce Kenyon, 


American Motors, and Parker K. Mclean, Falvey Motor Sales Co. 





New-Model Debuts Delay 
Decision on Service Bonus 


(Continued from Page 2) 


directors, the Indiana statement 
said, have avoided “further dis- 
sension and confusion.” 

Norton issued a three-page mem- 
bership report, in which he ap- 
pealed to ADSA subscribers to ex- 
press their views of the associa- 
tion’s program. 

Denying that the opinion of the 
Department of Justice is fatal to 
the ADSA bonus proposal, Norton 
said ADSA still maintained “that if 
the many bonuses that are now 
being paid by automobile manu- 
facturers are legal, the one pro- 
posed by ADSA certainly is.” 

> * > 
THOROUGH investigation of 
the ADSA plan’s legality under 
the antitrust laws, Norton said, is 
being made by the association's 
newly hired special counsel, Joseph 
W. Burns. Burns formerly was 
chief counsel of the Senate Anti- 
trust and Monopoly subcommittee. 

The Oklahoma members of ADSA 
have voted to reactivate the group’s 
promotional campaign if it is dis- 
satisfied with NADA efforts to 


Caruso’s Brother, 
10 Aides Begin 
Court Defense 


LOS ANGELES.—Superior Judge 
H. Burton Noble is holding hear- 
ings of defense testimony in op- 
position to a grand jury indictment 
for forgery and grand theft 
brought against Albert J. Caruso 
(brother of Henry J. Caruso) and 
ten present and former aides of 
that automobile dealer. 

The 11 men recently submitted 
the decision on their guilt or in- 
nocence to Judge Noble on the 
basis of the grand jury transcript 
of evidence against them, but they 
reserved their right to present ad- 
ditional testimony on their own 
behalf. 

Henry J. Caruso, who formerly 
headed an automobile business 
comprising four dealerships in 
Pasadena, Long Beach, Compton 
and North Hollywood, recently 
pleaded guilty to two counts of 
grand thefts and two of forgery 
from among the 44 counts against 
him. Five of his aides each pleaded 
guilty to one count each, These 
men are scheduled for sentence on 
Nov. 8. 

Meanwhile, the Caruso firm be- 
came: the target of another law- 
suit alleging fraudulent sale of a 
used car as a new one, 

Filed in Superior Court, the suit 
sought $13,000 damages on charges 
that a woman paid $3,899 for a 
Caruso car on a contract calling 
for $94.85 a month. The plaintiff 
said the payments turned out to be 
$127.85 monthly and she later 
learned the car was not new. 


develop a territory-security cam- 
paign. 

“I am still of the opinion,” 
Norton asserted, “that a way 
must be found to save the family- 
owned quality authorized dealer, 
and if the widely divided opinion 
of NADA members makes it im- 
possible for NADA to develop a 
positive plan of action, ADSA will 
endeavor to carry on the edu- 
cational campaign with dealers 
and factories alike. 


“The disastrous merchandising | 


methods of cross-selling, bootleg- 
ging, bird-dogging, false and mis- 
leading prices and terms and gim- 
mick advertising must be controlled 
or eliminated if the quality author- 
ized dealer is to survive.” 

. > > 


ORTON has said he would re- 

sign from the NADA special 
consulting committee and revive 
ADSA’s campaign if the committee 
fails to adopt a scheme comparable 
to that of ADSA. 

The committee is headed by 
Sutter. Other members besides 
Norton, are: 

Dean Chaffin, NADA first vice-.. 
president; Walter B. Cooper, sec- 
retary; A. Leftwich Sinclair jr. 
treasurer; Foster W. Talbott; Han- 
ford A. Crockard; Carl E. Fribley, 
former NADA president; George H. 
Davis, Ray D. Wilson, and William 
L. Mallon, also a former NADA 
president. 


Heads Charity Drive— 


Charles W. Medick (Ford), left, has 
been appointed chairman to direct the 
1958 United Appeals campaign in Colum- 
bus, O. A past president of the Columbus 
Automobile Dealers Assn., Medick has 
served in the United Appeals and Com- 
munity Chest drives since 1931. He was 
general vice-chairman of this year. Living- 
ston Taylor, United Appeals president, 


offers his congratulations. 


CCC to Finanee 4 
Vehicle Leasing 


Subsidiary to Work 
With Peterson, Howell 


(Continued from Page 1) 


financing for dealers who want 
to lease cars to individuals |ike 
doctors and other professional 
people. 

At present, however, as far ag 
local leasing is concerned the pro- 
gram will be for dealers serving 
firms with fleets of five trucks or 
more. 

Commercial Credit indicated that 
leasing business eventually would 
be welcomed from al] dealers, in- 
cluding those with General Motors 
franchises. CCC’s entry into the 
leasing field increased prospects 
that similar moves would be made 
by General Motors Acceptance and 
Universal CIT, which recently 
entered the used-car warranty 
business. 

The leasing field has become a 
closed commodity for most deal- 
ers because Mutual Life Insur- 
ance Co., which has supplied the 
bulk of PH & H’s funds, has 
refused to underwrite deals in- 
volving over 100 units, and PH 
& H has spurned local deals. 


CCC announced it would take on 
all good-risk leases from five units 
up. All makes of domestic and 
foreign vehicles will be accepted. 

* = = 


ETERSON, Howell & Heather 
has been in the lease manage- 
ment field over a decade. It now 
has 39,210 vehicles under lease and 
management, and in the year ended 
Sept. 30 paid more than 22,500 
dealer invoices totalling $52,870,000. 
Headquarters of Auto Fleet 
Leasing Corp. will be maintained 
here at 2521 N. Charles St. Lease 
deals will not be handled directly 
through CCC local offices. 
Henry A, Cherry, president of 
CCC, said the move was designed 
to give CCC dealers “a sales tool 
to obtain car and truck business 
which he may not have at the 
moment and which he may, in fact, 
be losing to other dealers.” 
> * > 


ppownvae, Cherry said no CCC 
representative would be able 
to urge PH & H to buy vehicles 
from dealers already using the 
lease plan. 

“One of the big incentives for 
us entering this picture,” Cherry 
added, “is to put dealers in a 
position to lease cars and trucks 
without requiring them actually 
to enter into the leasing business 
and to tie up their time, capital 
and personnel in local lease 
operations.” 

He said that after a dealer's 
lease application is approved by 
Auto Fleet Leasing, PH & H would 
handle all financial, insurance and 
replacement details without any 
franchise fee charge by Auto Fleet 
Leasing. 


* > 


Amor Answers Critics 
Of Long-Term Leasing 
CHICAGO.—“Opinions that truck 
leasing is a serious threat to for- 
hire carriers and especially to 
common carriers are quite untrue 
and contrary to fact,” according to 
W. Howard Amor, president, Na- 
tional Truck Leasing System. 
Amor declared th at long-term 
truck leasing is a substitute for 
truck ownership, and that the esti- 
mated 250,000 trucks under long- 
term lease are operated by persons 
who first found they needed to 
possess and control their own ve- 
hicles. 


Football, Convention 


Draw Sooners to Miami 


OKLAHOMA CITY.—A _ com- 
bination of the Orange Bow! foot- 
ball classic and native state in- 
terest in the Authorized Dealer 
Survival Assn. is expected to 
bring more Oklahoma dealers to 
the NADA convention than ever 
before. 

The convention gets under way 
in Miami Beach Jan. 11, only 10 
days after the expected appear- 
ance of the University of Okla- 
homa football team in the Orange 
Bowl. 
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“« ..Commercial Credit Plan 


was the natural choice” 


says CHARLES J. GARD, JR., President of 


Duneland Motors, Edsel dealer, Gary, Indiana 


“Previous experience with CoMMERCIAL CrepiT PLAN had been excellent so 
when we established our new Edsel dealership, it was the natural choice. 
They have a well-rounded and flexible policy plus facilities for handling 
credit volume fast. ComMerciAL Crepit does not just skim the cream off 
the top. They provide us a single source for all our financing needs. We feel 


it’s important for us to control the financing to get deep market penetration.” 


Commercial Credit dealers 
are successful dealers 






Write or call our nearest office for complete 
information on the benefits of CoMMERCIAL 
Crepir Pian. Why not do it today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 
cities of the United States and Canada. 





A year of opportunity for car salesmen: 


FOR 58, 
MORE THAN EVER, 
FORWARD LOOK 
MEANS 


BUSINESS 


Now that all new cars are out, the Board of Public Opinion 
agrees: more and more THE FORWARD LOOK for '58 is The 
Advance Design. And here are six important reasons why it 


pays when you sell the most successful design of our time. 


PLYMOUTH « DODGE - DE SOTO 
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STYLING —/functional/l form 


Salesmen know, too, that there are. fins that are tacked on for looks 
and fins that work as part of the Total Design. With The Forward Look 
cars °58, you have functional form to sell. Just one demonstration 
ride will prove the unique benefits of Total Design. 





PERFORMANCE-—4born of Advance Design 


For °58 you'll sell power plants that put performance first. For that’s 
the Advance Design of our new line of engines. Buyers can’t get a 
better combination of performance, quiet, silky smoothness and 
economy. Plus the Economy Run winners’ reputation to sell, too. 





, POWER 
STEERING 


works full-time 





Drivers increasingly favor Chrysler Corporation power steering as their 
“best buy.” That’s because they like its full-time help . . . the way it 
lets them keep feel-of-the-road control. And for °58, the new Constant- 
Control power steering does its job even better than ever! 

















TOTAL DESIGN —2n a//-new concept 


Here’s the No. 1 reason why top car salesmen the country over are switch- 
ing to the most saleable car on the market today. Designed as a whole from 
inside out, The Forward Look cars let you sell the new roominess, 
the low dart-swept profile, the ride and handling America loves best. 





ROADABILITY — uniquely superior 


Only Chrysler Corporation cars can offer Torsion-Aire—a new system 
of suspension proven by billions of owner miles and at no extra cost! 
With no other car can you sell the no-bounce, no-dip, no-lean ride 
that prospects have only to feel to appreciate! 


CONTROL 
with a pay-off for you 


For °58, you'll offer sales-making 
Pushbutton controls. Over the 
past two years customers have 
ordered a greater proportion of 
automatic transmissions for 
Chrysler Corporation cars than any other line of cars. Pioneered by 
us and placed safely on the left (out of children’s reach), the Push- 
button Control has been an outstanding success. Total-Contact Brakes 
are another unbeatable feature of The Forward Look cars for °58. 
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in ’58, dealers have a golden opportunity to make i 
the most of the solid success that has already brought the 
growing popularity of THE FORWARD LOOK to a new peak. 


THE FORWARD LOOK ‘58 
CHRYSLER CORPORATION 


° CHRYSLER - IMPERIAL - DODGE TRUCKS 
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Over Outlook .. . 





Profits Strong, Edsel Dealer Says 


By Ed Brown 
Staff Correspondent 


ROCKVILLE CENTRE, N.Y. — 
Although some Edsel dealers re- 
portedly have been disappointed by 
sales and profits thus far, the own- 
ers of Rands Edsel here say they 
have one of the best deals avail- 
able. 

Bud Shapiro and Jack Rosen- 
berg, crediting hard-working.and 
enthusiastic salesmen, said they 
sold 35 cars in the first month 
with the washout gross running 
over $500 per unit. 

Their second month, they said, 
is rolling along at about the same 
rate, although general competitive 
conditions have been clouded and 
aggravated by recent large-scale 
layoffs in neighboring aircraft fac- 
tories, and uncertain economic con- 
ditions which have had a tendency 
to give prospects a “wait-and-see” 
attitude. 

Starting from scratch, Rands 
placed great emphasis on postcard 
and telephone solicitation, The 
partners feel that. personal contact 


Chrysler Signs 
3-Year Contract 
With Auto-Lite 


TOLEDO. — In its nine-month 
report to shareholders, Electric 
Auto-Lite Co. announced a contract 
under which Chrysler Corp., one of 
the company’s principal customers, 
will purchase substantially all of its| 
requirements of four items of elec- 
trical equipment from Auto-Lite for 
at least three years. 

The contract provides Auto-Lite 
and Chrysler may, by mutual 
agreement, arrange for the supply 
of additional quantities of all or 
any of these parts for additional 
periods of time. 

James P. Falvey, Auto-Lite Presi- 
dent, said, “The four items covered 
by the contract are starting motors, 
generators, distributors and voltage 
regulators. The contract was 
reached after lengthy negotiations 
and is the result of Chrysler’s indi- 
cated intention to engineer and 
manufacture these four items. 
Auto-Lite will assist Chrysler in 


Service requirements for all Auto- 
Lite models will continue to be sup- 
plied to Chrysler. Auto-Lite may 
also continue to manufacture and 
supply for service the four items| 
covered by the contract and com- 
ponents and parts of these four 
items through at least the 1968 
model year. 

Nothing in the contract changes 
Auto - Lite’s present arrangements 
to supply spark plugs, batteries and 
other products to Chrysler or start- 
ing motors, distributors, voltage 
regulators and generators, as well 
as other products to Chrysler, for 
production and service in Canada, 
Falvey said. 


White Reports 
Record Sales 
Of $171.6 Million 


CLEVELAND. — Net sales for 
the first nine months of 1957 in- 
creased 9 percent to a new high of 
$171,615,688, according to Robert F. 
Black, chairman. and John N. 
Bauman, president of White Motor. 
Sales for the first nine months of 
1956 amounted to $157,410,249. 

Net income for the nine months 
totalled $4,900,826, compared with 
$5,011,118 a year ago. 

Both and net income for 
the nine-month period include 
operations of the Reo division, 
acquired in June. 

Sales and net income for the 
third quarter exceeded the levels 
for the comparable period of 1956, 
the executives said, with sales 
amounting to $61,797,720 as com- 
pared with $44,884,792 last year, 
and net income of $1,550,080 as 
contrasted to $1,446,715 a year 
earlier. 








Wondering how new-car and truck 


on a telephone is far more produc- 
tive than any other kind of solici- 
tation. 


A contest is constantly conducted 
for salesmen, Quotas are estab- 
lished for each man, and cash 
prizes are offered for exceeding 
the quotas. -Bonuses are added for 
spectacular performances. 


Rosenberg said that it was his 
feeling that a salesman with 
nothing to do is a danger to 
both himself and the dealership. 
He becomes demoralized and 
begins to infect his fellow sales- 
men. 


“We knew and realized when we 


Brockway Issues Catalog 


CORTLAND, N.Y. — Brockway 
Trucks has released a catalog on 
its custom-built trucks and the 
variety of components offered. 
Copies are available from dealers, 
local branches and the factory 
here. 


took on the Edsel franchise,” he 
said, “that no matter how fine the 
product was, we would have to 
work harder than we ever worked 
before to get the sales off the 
ground. 


“But at least we haven’t been 
kidding ourselves, We have known 
from the beginning that no product 
in this market would bring people 
in to knock our doors down in an 
effort to buy a new car.” 


“Our salesmen are ambitious and 
anxious to make some money for 
themselves,” Shapiro added. “They 
are willing to work the way we 
ask them to, and we can tell from 
their attitude that they feel hap- 
pier when they are busy. 

“We feel that part of our suc- 
cess is due to the hard plugging 
our salesmen have done for us.” 

The partners retail their own 
used cars. Salesmen handle both 
new and used units. 


Dealer's: Resort 


Oklahoma Outlet Entertains 


At Own Lake Spot 
OKLAHOMA CITY. — A lake re- 
sort complete with swimming pool 
is part of the facilities of Fretwell 
Motor Co., DeSoto dealership here. 


The resort is used to entertain 
factory officials, customers and em- 
ployes. A vacation at the resort is 
a top prize for the sales contests 
at the dealership. 

Located on Lake Texoma, the 
resort offers all water sports and 
has a 110-foot antenna to bring in 
television signals. The dealership’s 
plane makes the 150-mile trip to 
the resort in 45 minutes. 


minds,” Shapiro said, “that all 

automobile dealers today are suf- 
fering from a lack of showroom 
traffic. We feel that you can’t sit 

around and wait for the show- 
room traffic. 

“You've got to get out and con- 
vince people that they need a new 
car and that you have the new 
car they need. That’s what we are 
striving to do.” 


“There is no doubt in our Service is being bolstered by a 


body shop, which is~ constantly 
busy. Rosenberg observed that at 
one time their body shop and new- 
car make-ready were a loss propo- 
sition, 

“We found out that absentee 
ownership of these particular de- 
partments was the cause of our 
trouble. Since we have been ‘nak- 
ing consistent checks of this end 
of our business, sticking our noses 
in every once in awhile, the situa- 
tion has improved a thousand »er- 
cent.” 

Although it will be several 
months before Edsel service can 
be of any importance in the 
overall picture at the dealership, 
the profitable operation of the 
bodyshop and used-car recondi- 
tioning will keep the service de- 
partment in full operation. 

Both partners are enthusiastic 
about the kind of factory coopera- 
tion they have received in setting 
up the dealership and going after 
sales. 

“It’s been our experience,” 
Rosenberg said, “that 90 percent of 
the aids and helps and advice put 
out by the factory, when properly 
applied, do exactly what the fac- 
tory says: Make money for the 
dealer.” 


opens up new 
profit opportunities 
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Bulletin Board... 


Petroleum Pumps 


Pocket-size catalog describing its 
line of petroleum-dispensing equip- 
ment—66 pages, free. Advertising 
Department, Bennett Pump Divi- 
sion, John Wood Co., 426 East 
Broadway, Muskegon, Mich. 


* * * 


Display Attachments 
Catalog on display attachments 
called Vizuclips that clip to hard- 
board panels—free. Vizuclips Cata- 
log No. 400, L. A. Darling Co., 
Bronson, Mich. 
oe - + 


Guide to 2,200 GI Stores 
A guide listing 2,200 military- 


>| operated post exchanges and ships’ 


Air Springs Increase Cargo Space— 


Combination of rubber air springs and new low profile truck tires increase cargo | 
space on this trailer, produced by Brown Trailers, Inc., Spokane, Brown utilized | 


Firestone Airide suspension and a 10.3-20 tire to increase carrying capacity of the 
over-the-road rig. The smaller diameter tire and compact air suspension system allow 
the manufacturer to increase cargo space by lowering the trailer bed. 





| stores—104 pages, $15. Gale Re- 
search Co., 1116 Book Tower, 
| Detroit 26, Mich. 


x ® * 


Marking Machine 


assembly lines through the use of 
an automatic marking machine— 
two pages, free. Bulletin (SM57), 
New Method Steel Stamps, Inc., 147 
Jos, Campau St., Detroit 7, Mich. 


* * * 


Brockway Trucks 


Folder describing the complete 
line of Brockway trucks for every 
industry, and special features— 
free. Dept. A, Brockway Motor 
Trucks, 106 Central Ave., Cort- 
land, N. Y. 


* * * 


Skew Loaders 


Bulletin No. 570, a data sheet 
covering skew loaders for use in 
heat -treating—two pages, free. 
Gear -O- Matic Division, Michigan 
Tool Co., 7171 E. MecNichols Rd., 
Detroit 12, Mich. 


cd R * 


Fastener Stock List 
Stainless fastener stock list and 


Numerical control of production | data book—52 pages, free. Allmetal 
parts in automated production-'Screw Products Co. Inc. 821 


The NEW “750” Hypressure Jenny at $495 
Up-grades Used Cars for Less Than ‘1.00 


Jenny ... the girl with the magic touch 
turns USED CARS into SOLD CARS... 


Appearance helps close sales! Jenny’s magic touch lends 
sparkle to tired-looking horsepower and speeds sales in 
your used car operation! 

An investment of less than $1.00 per car will up-grade 
the most beat-up motor and produce greater profit and 
turnover. The “750” Jenny is the most powerful, depend- 
able steam cleaner in the low-priced field. It produces 
enough profit to pay for itself in Jess than 2 months when 
used only one hour a day. Send for details today! 


h 
= 


HOMESTEAD VALVE MANUFACTURING COMPANY 


Hypressure Jenny Division e Coraopolis, Pa. 


Please send me additional information on 


the Model “*750” Hypressure Jenny Steam 
Cleaner and the Jenolizing process. | 


I am interested in: 


() Time Payments [J Trade-In 











Stewart Ave., Garden City, L. L, 
NW, x. 


* * * 


Conversion Tables 


“Conversion Tables for Titanium 
Wire and Rod”—free. Johnston & 
Funk Titanium Corp., 719 W. Kem- 
row Ave., Wooster, O. 

* ae * 


Kentrall Hardness Testers 


A bulletin describing the four 
Kentrall Combination Hardness 
Testers which make both regular 
and superficial Rockwell tests— 
free. Torsion Balance Co., 35 Mon- 
hegan, Clifton, N. J. 


* * * 


Motor-Starting Fluid 
A bulletin, No. 83-40, dealing with 
Sure Fire motor-starting fluid— 
four pages, free. Wilco Co., 4425 
Bandini Blvd., Los Angeles 23, Calif. 


* * * 


Travel Market 


“The Travel Market: 1955’—$5. 
Librarian, Institute for Social Re- 
search, University of Michigan, Ann 
Arbor, Mich. 


* * * 


Hoses for Industry 


Data on chemically resistant, high 
and medium-temperature hose and 
hose assem blies—12 pages, free. 
Resistofiex Corp., Roseland, N. J. 


+ * * od 


Manifold Heat Control 


Bulletin No, 105 covering function 
and service of manifold heat con- 
trol—free. Gumout Division, Penn- 
sylvania Refining Co., Cleveland 4, 
oO. 


* = * 
Computing System 
“How the Computing System 
Works for You,” Booklet U-1275— 
36 pages, free. Remington Rand 
Univac, 314 Fourth Ave., New York 
10, N. Y. 


Molding Teflon Parts 


A brochure on a patented process 
of custom molding parts of Teflon 
on thin sections and shapes— 
four pages, free, Sparta Mfg. Co., 
Dover, O. 


* * r 


Tool Products 


Three catalogs covering high- 
speed steel tool bits, new ground 
flat stock and carbide tips, tools 
and inserts—free. Firth Sterling, 
Inc., 3113 Forbes St. Pittsburgh 30, 
Pa. 


Iron-Base Alloys 


A booklet describing the chemical 
composition, properties, typical. ap- 
plications and application proced- 
ures for six iron-base alloys 
produced in drawn-tube rod form 
and available in coils—eight pages, 
free. Haynes Stellite Co., 420 Lex- 
ington Ave., New York 17, N. Y. 


* * * 


Compression Ratio Chart 


Chart showing how much com- 
pression ratios are increased by 
grinding engine heads — free. 
Peterson Welding Laboratories, 
Inc., Dept. AN, 1423 Virginia, 
Kansas City 6, Mo. 

* - > 


Truck Accessories 


A catalog of truck accessories 
including a digest summary of 
official lighting regulations for 
trucks, tractors, trailers and com- 
binations—24 pages, free. Grote 
Mfg. Co., Bellevue, Ky. 

* * - 
Casting Ceramic 

Bulletin 108.on Sur-Braze S-2 
casting ceramic—five pages, free. 
Duramic Products Division, Tech- 
nion Design & Mfg. Co., 262-72 
Mott St. New York 12, N. Y, 


* * > 


Vacuum Cleaners 


Brochure showing the new line 
of wet-dry vacuum cleaners—free. 
Clarke Sanding Machine Co., 57 
Clay Ave., Muskegon, Mich. 

- * 


Control Systems 


“Industrial pH Handbook” re- 
views industrial pH control sys- 
tems, their principles, application 
engineering and equipment — 80 
pages, $2. Process Instruments Di- 
vision, Beckman Instruments, Inc., 
2500 Fullerton Rd., Fullerton, Calif. 

* ” ” 


Welding Data Book 


“Welding Data Book”—1958 edi- 
tion—180 pages, free. Technical In- 
formation Service, Eutectic Weld- 
ing Alloys Corp., Flushing 58, N. Y. 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Omaha 


Chevrolet edged out Ford, 322 to 
312, in the Omaha market during 
September. Total registrations for 
all makes in September amounted 
to 1,071, compared with 1,136 in 
August. 
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keting season on 1958 cars will 
compare favorably with 1957. 


Arthur S. Pease, treasurer, Pease | 


Motor Co., sees unit sales of his 


1958 Cadillacs and Oldsmobiles at} 


least as high as those of 1957s— 
possibly higher. 


marketing year as one of high 
volume. 

“We must bear in mind,” he 
said, “that in the peak year 1955, 
more than 65 percent of the mar- 
ket was sold on three-year paper. | 
This indebtedness now has been | 


| 


Meo 


\ 


\\ 


j 


cury, 48; Edsel 35; Nash, 20; De- 
Soto, 18; Studebaker, 9; Lincoin, 

6; Hudson, 2; Packard, 2, and 

miscellaneous, 54. 

September new-truck sales ‘otal- 
led 201, compared with 280 a month 
earlier. By makes they were: Chey- 
rolet, 75; Ford, 47; International, 
23; Dodge, 22; GMC, 13; White, 10; 
Mack, 4; Willys, 3; Brockway, 2; 
Diamond T, 1, and miscellancous, 
1.—(Kate Savage.) 


* * * 


North Dakota 


New-car registrations in North 


I (ANA 


Dakota during September totalled 
2,255, compared with 1,667 in Sep- 
tember, 1956. 

New-car registrations for the first 
nine months of this year were 16,- 
713, compared with 14,249 for the 
corresponding period last year 

New-truck-registrations in Sep- 
tember were 505, compared with 453 
in September, 1956. Total new-truck 
registrations for the first nine 
months of this year were 4,057, 
compared with 3,833 for the same 
period last year.— (Donald M. 
Lyons.) 


cleaned up and the cars still have 
have a good tradein value. 

“The result: A majority of these 
people will be in for the 1958 models 
| and will be able to qualify for their | 
purchase.” 


Ge 
The Lowell area now is the cen-| 


ter of many electronic and missile} “Oh, how I love this lull be- 

supply plants and this is bringing| tween the cleanup and the new 

more customers for cars in the| ™odel— 

| area, dealers report. _— 
= oa 


: from Ford for the month by a 
| margin of 24 units, 635 to 611. 
Other registrations were: Plym- 
outh, 296; Oldsmobile, 158; Pon- 
tiac, 150; Dodge, 138; Buick, 79; 
Chrysler, 73; Cadillac, 52; Mer- 


Richard Patterson, sales manager 


Other September new-car regis- |) wel] Buick Co. sees his new 


trations included: Plymouth, 103; | 
Oldsmobile, 75; Buick, 45; Pon- | 
tiac, 42; Cadillac, 28, and Edsel, | 
21. There were 23 foreign cars 
sold. 

New -truck registrations during | 
the month totalled 125, compared 
with 162 in the previous month. In- 
ternational led in truck sales with 
40, followed by Chevrolet, 36, and 
Ford, 29.—(Arthur R. Oleson.) 

* 


+ . 


Lowell, Mass. 


Automotive dealers in the Lowell 
area generally agree that the mar- 


Used-Car Dealer Shot 


In Head; Sniper Flees 


BOSTON.—John Bergin, Brook- 
line used-car dealer, was shot in 
the head by an assailant who 
fired through the window of 
Bergin’s office Oct. 21. 

The assailant and two com- 
panions escaped in an automo- 
bile, police reported. Bergin, own- 
er of Bergin’s Motors Co., col- 
lapsed after phoning police. 





Baltimore 


Dealers sold 2,386 new cars in 
Baltimore during September, com- 
pared with 2,532 in August. 


Chevrolet recaptured first place 


+ * 


Clevelan 


Sales of automotive units in the 
Cleveland area eased off in mid- 
October as customer caution re- 
flected indecision pending full dis- 
| closures of new models. 

Sales of 1,204 new cars, although 
| slightly over the previous seven 
days, were almost 300 under the 
| same week a year ago. In used ve- 
| hicles, turnover of 1,679 was under 
|}the 1,854 year-ago figure, but 250 
| over the previous week. 

| In truck sales, new 74 and used 
|70 were par for the year, although 
| the new-truck figure was well under 
| the previous three weeks.—(San- 
| 

















| Foreign-Car Sales 
‘Top 600 Units 
In Albuquerque 


| ALBUQUERQUE, N. M.—(UTPS) 
—Foreign cars are finding increas- 
ing acceptance here, with the sales 
so far this year reported at over 
600, and some dealers report 
| doubled volume over this time last 
| year. 

| Gas econ omy and maneuver- 
| ability, plus the trend toward two- 
car families, were given by dealers 
| as reasons for the increased inroads 
|into the American car market. On 
the other hand, foreign-car dealers 
| here have had to fight a skepticism 
about the availability of parts, and 
the possibility of injury to ego. 

“There is a conception in this 
| country,” says Clark Corbin “that 
|for something to be good it has 
| to be big.” Corbin sells the English 
|Triumph and the BMW Isetta. 
Once the customers get used to 
the small car, however, Corbin 
| Says, “you can’t get those cars 
away from them.” 

Earl Sanders, president of S-P 
Motors, handling Jaguar, MG and 
Austin-Healey, and soon to handle 
Rolls-Royce and Bentley, says 
about 90 percent of his trades this 
year have been on late-model 
American cars. 


Green Sells Patrol 
500 Chevrolets 


KANSAS CITY.— The Missouri 
Highway Patrol has contracted 
with Jerry Green Chevrolet Co. 
Kansas City, for 500 1958 Chevrolets 
|} costing $1% million, $50,000 under 
|the next bid, according to Lt. Col. 
E. I Hockaday and Lt. H. H. 
| Schaperkotter, who signed the pur- 
chase contract. 

Tom Smith, manager of the 
Chevrolet dealership, said the cars 
would be manufactured in GM's 
Kansas City plant. 

The last purchase of patrol cars 
|—several hundred 1957 Dodges— 
was made about a year ago. This 
represented the first shift in many 
years from Ford or Chevrolet. 


Mitchell Joins Trailmobile 
OTTAWA.— Robert A. Mitchell 
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of journalizing facts and figures... 
banished by BURROUGHS SENSIMATIC! 


As an automobile dealer you face 
an endless barrage of figures daily. 
Figures that can easily become a 
nightmare of uncertain profit-and- 
loss if they pile up so fast you 
never seem to catch up. 


The answer: the Burroughs Sensi- 
matic 500 . . . the accounting 
machine with which you can 
mechanize your entire bookkeep- 
ing set-up without changing your 
factory-approved system. 


With the Sensimatic, even the 
newest operator can race through 


““BURROUGHS"* AND ‘“‘SENSIMATIC’’ ARE TRADEMARKS. 


many dealers report savings of 
$200-$500 a month, you’ll find the 
Sensimatic often pays for itself in 
less than 2 years. 


For the whole story just call our 
nearby branch office and ask for a 
copy of our free booklet on Auto- 
motive Dealer Accounting systems. otey ee SS Se eee 

Or write to Burroughs Corporation, : Ee: | Pea cat tae ot 
Detroit 32, Michigan. 


See how streamlined automotive 
accounting saves time and money. 
a our new film: “‘The Open Ss oe a 


3 


De | a ae ett neti Natale 


your daily accounting work, mak- 
ing necessary figure facts immedi- 
ately available for management. 
(It totals up to 19 different columns 
of figures automatically.) Because 


has been appointed manager of 
branch operations for Canadian 
| Trailmobile, Ltd. He previously was 
general supervisor of motor truck 
| service for International Harvester 
'Co. of Canada, Ltd. 
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Automotive 


AUTOMOTIVE WASHINGTON 





Asked to Fill Big Order 


Inventors 


By William Ullman 

Washington Correspondent 
NEW book of “inventions wanted” which would tax the 
ingenuity of a science-fiction writer has just been re- 
leased by the National Inventors Council. An agency of the 
Department of Commerce which screens ideas of spare-time 
gadgeteers for the armed forces, NIC is making its biggest 
ee 


pitch for inventions in its 17-¢ 


year history. The new book 


even contains a special sec- 
tion on automotive and equipment 
engineering. 

Commenting on this section, John 
Cc. Green, NIC executive director, 
said “the Government hopes tech- 
nicians in the automotive engineer- 
ing and service industries may al- 
ready have the answers to many of 
these problems. If anyone outside 
the Government thinks he knows 
the right approach to one of these 
puzzles, we hope he will mail the 
Council his ideas immediately.” 

One brain-buster is a military 

. ignition system 
which will not 
foul spark plugs 
while operating in 
weather as cold 
as 65 degrees be- 
low zero or at 135 
degrees above. 
Military objective, 
says NIC, is a 
system in which 
the spark plugs 
would have to be 
replaced only 
when the engine is overhauled. 

The Army also wants some serv-| 
iceman to come up with glareless 
headlights, so that oncoming driv- 
ers won't be blinded when they 
have to drive against a long mili-| 
tary convoy. 

Many of the inventions wanted 
would have a big civilian market | 
as well as military. Take, for in- | 
stance, the Council’s request for 

self-cleaning lubricating oil fil- 
ters. They should be energized by 
the oil pressure system, NIC says, | 
and filter out sludge and dirt par- 
ticles invisible to the naked eye. 


A number of puzzles in the new 
list deal with life in the Arctic, a 
field that may have been neglected 
by U. S. inventors because they 
— so little about the problems 

ere. 


One needed item is a polar vehi- 
cle that can negotiate any type of | 
Arctic terrain at any time of the 
year. This is a tough order, since 
the terrain includes hard rock, ice, 
frozen ground, soft snow, deep | 
snow, boulders, forests, slush, shal- 
low and deep ponds, floating ice, | 
moss, salt water, bogs and marshes, 
and ice cracks and crevasses. 

If you can come up with such a 
vehicle, and the Council thinks it 


William Uliman 








would have to be a large one, it 
must be camouflaged and leave no 
ice, fog or vapor trail. 
* ” > 
Mobility Emphasized 
(CTHER problems emphasize mo- 
: bility, as air transport grows in 
military importance. Wanted are 
earthmovers light enough to fly into 
construction areas, yet heavy 
oo to do a big earthmoving 
Comments NIC: “The machine 
will Probably have to utilize a a 
Princivle of moving earth.” Also 
wanted are earthmovers cheap 
enough to leave behind at the site 
a construction is completed, for 
in “areas where 
oe removed.” ee 
ther automotive inventions 
needed include a constant-speed 
generator driving device to per- 
mit the use of constant-speed 
generators on variable speed en- 
Sines. The armed forces say it 
must be inexpensive, light, rugged 
and small— requirements which 
apply to a big share of the inven- 
tions wanted today. 
Silent marine engines to propel 
ats in areas near front lines also 
would be welcome at the Pentagon. 
They must be so quiet that the 
enemy can’t hear them at 100 feet, 
and they must be portable, as well. 
Other requests are for new auto- 
motive drive systems. starting- 
motor engagement drives, fuel 


filters and a high-speed track for 
bulldozers. 

The Council says it will send its 
new list of 387 “Inventions 
Wanted by the Armed Forces” to 
anyone who writes NIC, U. S. De- 
partment of Commerce, Washing- 
ton 25, D. C. You don’t have to 
prove you are an inventor. 

In addition, NIC’s staff of scien- 
tific experts, guided by Dr. Charles 
F. Kettering of GM, will review all 
proposals and blueprints—if the in- 


a] 


There’s a custom-made Rochester Kit to 





ventor reveals everything about his 
idea. Ideas may be patented or un- 
patented, and NIC promises to 
treat inquiries confidentially. 

But wary staffers ask that no 
samples or models be included. Just 
send drawings and descriptions, 
they say. The inventions wanted 
include explosives and death rays, 
and Government employes don’t 
want any accidental demonstra- 
tions when they open packages, 

. . 


Dane Gets Ford Memorial 


HE first Atoms-for-Peace Award, 

a memorial to Henry and Edsel 

Ford, was presented in Washington 

recently to Niels Bohr, Danish 

physicist who envisioned the struc- 
ture of the atom. 

In an address at the National 
Academy of Sciences, William 
Clay Ford said the idea for the 
award was sparked by a sugges- 
tion made by President Eisen- 
hower in 1955. At that time, the 
President expressed the hope that 
private business and professional 
men throughout the world would 
take an interest and provide in- 
centives in finding new ways to 
use atomic energy for the bene- 
fit of man. 

Following this plea, Ford said 

directors of Ford Motor Co. author- 


¥ 


ized one million dollars for an 
Atoms-for-Peace Award. Each year 
an honorarium of $75,000 will be 
presented to the person who, in the 
opinion of an independent board of 
scientists, has made the greatest 
contribution to peaceful uses of 
atomic energy. It will be made 
without regard for nationality or 
politics. 


President Eisenhower attended 
the presentation to Dr. Bohr. 
* 


* + 


Inflation ‘Scapegoats’ 
RE is no search for scape- 
goats in this report,” says Harry 
A. Bullis, chairman of the U. S. 
Chamber of Commerce Committee 
on Economic Policy, in his intro- 
duction to “The Mechanics of In- 
flation.” 

But whether there is a search 
for them or not, the Chamber’s 
new book on our number one 
economic problem lays the blame 
for high prices squarely on or- 
ganized labor and the Federal 
government. 

The current inflation, says the 
Chamber, is caused by: 

1. Persistent wage demands — in 
excess of productivity—which can 
be met only through higher prices. 

2. Widespread public and private 





, A A a | 
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pressures to overload the economy 
with excessive demands. 

3. Insufficient and poorly-timed 
Government steps to restrain credit. 

The plight of nonunion em- 
ployes who lose out in the race 
for higher wages, the book says, 
creates the political pressures 
that turn on the “easy money” 
tap. 

Commenting on the book, an- 
other Chamber publication notes 
that wage increases have not come 
out of profits. “Pay of non-Govern- 
ment employes increased $91 bil- 
lion between 1945 and 1955,” it finds, 
“while corporate profits after taxes 
increased $6.6 billion.” 

But all this additional money 
didn’t come out of higter prices, 
either, the publication insists. The 
true source of inflation, it claims, 
is Government monetary and fiscal 
policy which increases the supply 
of money and credit. 

+ + 


Ike Advises Split? 


TS around Washington is that 
President Eisenhower's eco- 
nomic advisers have split sharply 
with the Federal Reserve Board 
over dangers from inflation, and 
are hoping for loosening of tight 
money soon. 


* 
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speed every carburetor job! 


Cut service time . . . sew up more profits with Rochester 
Carburetor Repair Kits. These streamlined kits supply 
you with just the parts you want for the job. You have 
three choices: complete parts kits contain all parts and 
gaskets, including flange; gasket kits hold all gaskets 
plus flange; or there are flange gaskets in separate 
envelopes. Order your Rochester Repair Kits from your 


UMS-Rochester sales representative. 


WRITE TODAY ABOUT ROCHESTER'S FREE CARBURETOR TRAINING! 
Become a carburetor specialist and boost your earnings. Write to Service 
Dept., United Motors Service Division, General Motors Corp., G. M. Bidg., 






Detroit 2, Mich. for complete information on how to start your training. 


Specified as original equipment on more new cars than any other carburetor 





ESTER 
RBURETORS 


ROCHESTER PRODUCTS DIVISION OF 
GENERAL MOTORS, ROCHESTER, N. Y. 
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(so why skip ANYTHING when selling your cars?) 


Most ’57 lines are loaded with new sales features. 


Even though some may prove world-beaters—don’t let any induce you 
to neglect time-proved features that pack more sales-wallop than ever. 


(Because that’s how to shrug business right out of your salesroom — 
into the competitor’s — the man who sells EVERYTHING.) Trade-in 


For instance, AIRFOAM is the greatest name in cushioning. Its over- Bonus 
whelming acceptance by consumers of every kind has never been ek Pete 
matched—and AIRFOAM has proved itself the finishing touch atop the For You! 
finest rides on any road. 


AIRFOAM is the ultimate in seating luxury. AIRFOAM keeps drivers — 

relaxed and passengers coolly comfortable. AIRFOAM doesn’t sag, _ In addition to helping you sell cars now, 

snag or break down. AIRFOAM protects upholstery, keeps cars looking will increase your profits come trade-i 

newer—and customers happier—right up to trade-in time. How? By retaining its shape and prote i uphol- 
And all those AIRFOAM advantages speak the language of the Better : iaiea Wher wit a a 
Half of your prospects—those who definitely do NOT vibrate when you ing AIRFOAM sew? 


extoll the virtues of your new super-gyro-torque-incubator. 


The moral is—sell EVERYTHING, EVERY time—and you’ll wind up 
selling more automobiles! Goodyear, Engineered Products Dept., 
Akron 16, Ohio. 


) . : 
Wm F ; 
com G@OODFYEAR 


THE WORLD'S FINEST, MOST MODERN CUSHIONING 


Airfoam-—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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Capsule Comment 


General Motors Vice-President Charles A. Chayne declares 
that a motorist’s attitude toward his driving is more impor- 
tant than his physical reflexes as an accident cause. 

ia out of trouble is safer than getting out of 


Illinois and Wisconsin Automobile Dealer Assns. support 
ATAM plea for court test of territory security. 
After all, may throw the pitches, but judges call 
the strikes and 
. = > 


Automobiles driven by solar power are called ible 
before year 2000 by Chrysler Vice-President James C. Zeder. 
Is that what the Russians are up to with Sputnik? 
*- * > 
Executives of both Chevrolet and Ford disclaim use of 
tactics to win No. 1 spot in new-car. registrations 
this year. 
A welcome change from tte gyeerend frenzy of 1954. 


Ford Vice-President a cain warns of union- 
promoted wage inflation and calls for enactment of anti- 
monopoly laws governing unions. 

The stresses and strains of the economy catch up with 
the strides of big labor. 
* - * 

ee seen pease, Semenest by BADA divee- 
tors, ‘ = advertising draws fire of Oklahoma 
Automobile 


In the auto sales poker game, honest and above-board 
choays is wiser than “down and dirty.” 


alae aetna sak ialininie ia is unveiled 
by Comell’ Aeronautical Labo Sabeukeey end Litesty leabaed 


The lives it helps save may be everybodys. 





Coming 
Events 


Dealer Conventions 


Nov, 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 
Nov. 7—Connecticut Automotive Trades 
em oe Statler, Hartford. 
Nov. {0-12 — Ohio Automobile Dealers 
Assn., the Neil House, Columbus. 
Nov. 2426—National Independent Auto- 


mobile Dealers Assn., Washington, D. C. 

Dec. 4—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec. 5-7—Montana Auto Dealers Assn., 
Helena, Mont. 

Jan. 11-15—National Automobile Dealers 
Assn., Roney Plaza Hotel, Miami Beach. 

Feb. 23-24—Louisiana Automobile Dealers 
e Inc., Roosevelt Hotel, New 

rleans. 

Apr. 10-l!—Illinois Automotive*Tra de 
Assn., Springfield, Il. 

May 57 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn, of British 
Columbia, Empress Hotel, Victoria, B. C. 

May I!1!-13—Idaho Automobile Dealers 
Assn., Lewiston, Ida. 

May 11-14—3éth annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, 

May 12-13—Pennsylvania Automotive Assn. 
Hadden Halil Hotel, Atlantic City, N. a 

* * * 


Auto Shows 


Oct. 30-Nov. 10—Iinternational Automobile 
Show, Turin, Italy. 

Nov. 14-23—San Mateo Auto Show, Hills- 
dale Shopping Center, San Mateo, Calif. 

Nov. 14-24—Los Angeles International Au- 
tomobile Show, Pan Pacific Auditorium, 
Los Angeles. 

Nov. 16-23 — Philadelphia Auto Show, 
Convention Hall, Philadelphia. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. I—St. Paul Automobile Show, 
Auditorium, St. Paul. 

Nov. 29-Dec. 8—San Francisco Auto Show, 
Cow Palace, San Francisco. 

. 30-Dec. 8—S8oston Auto Show, Bos- 

ton 


Dec. 2- 7—Troy Auto Show, New York State 
Armory, Troy, N. Y. 


Dec. 1419 — Miami Automobile Show, 
ae Key Auditorium, Miami. 
Jan. 3-11 — Upper Midwest Auto Show, 


Municipal Auditorium, Minneapolis, 

Jan. 41i—Buffalo Auto Show, 
Avenue Armory, Buffalo. 

Jan. 412 — Chicago Auto Show, 
national Amphitheatre, Chicago. 

Jan. 11-19—Nationa! Capital Area Auto 
Show, D. C. National Guard Armory, 
Washingto 

Jan. 17- 24—Sen Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 


Masten 


Inter- 


Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 
Grounds, Indianapolis. 

Jan. 18 ittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh, Pa. 

Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 
nati. 

Jan. 18-26—Detroit Auto Show, Artillery 


Ar Detroit. 
Jan. 22- Huntington Automobile Show, 
— al Field House, Huntington, W. 


on 23;20—Tempe Auto Show, Fort Hes- 


terl emery. Tampa 

Jan. 4s Feb eases Automobile Show, 
— 

Feb. 1-8 — Rochester Automobile Show, 
War Memorial Exhibit Hall, Rochester, 
i We 

Feb. 1-9 — Louisville Automobile Show, 


7 Fair Exposition Center, Louisville. 
6-16—Milwaukee Auto “Show, Mil- 
HB 

Feb. 10-15—Denver Automobile Show, 
Denver Coliseum, Denver. 

Feb. 15-24—Columbus Automobile Show, 
Franklin County Veterans Memorial 
Bid Columbus, O. 

Feb. Vera Syracuse Auto Show, Syracuse, 


N.Y 
Feb. i9-23—Autorama, 
Hartferd, Conn. ; 
Feb. 21-23—Cheyenne Auto Show, Frontier 
Pavilion, Cheyenne. 
Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 
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General 


Dec. 1-S—Annual manufacturer-distributor 
conference, Automotive Warehouse-Dis 
tributors Assn., Inc., Muehlebach Hotel, 
Kansas i 

Dec. 8-l!—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 


State Armory, 


Dec. 10—Annua! Dinner, Philadelphia Au- 
tomobile Trade Assn. Philadelphia. 
Jan, 610—37th Annual Meeting, ot 
Research Board, Sheraton-Park otel 


Washington. 

Feb. 3-6—3ist Annual National Automo- 
tive Accessories Manufacturers’ Expo- 
sition, Navy Pier, Chicago. 


20 Years 


Owen 





Automotive Cartoon 


Of the Week 





"... «and I have a guaranteed 50 cents 
a week allowance.” 


Letterbox 








‘Quit Used Cars ..... .’ 





One More ‘Solution’ 


Although I have never been a 
dealer—I have been associated with 
the local dealer and his problems, 
having served time as flunky- 
mechanic and shop boss—I know 
something about the trials and 
tribulations of all automobile 
dealers. 

I suppose everybody in any line 
of business has some pet theories 
about how it should be run. I have 
now about my present line of en- 
deavor. 

I still have some about the auto 
industry, which is still my love, al- 
though at present I would hate to 
be in it or any mechanica] line. 

There is one solution, however, 
which would put most dealers back 
on their feet. Not only automobile 
dealers, but farm machinery deal- 
ers. 

Get all new-car dealers out of 
the used-car business. 

You may say impossible. Not so. 
Let all new-car dealers say we 
don’t want and won't take used 


cars. 
This would open up an entirely 
new field— used-car dealers only. 
Let the man or woman who wants 
a new car sell their present car to 
a used-car dealer (there would be 
plenty to get a good price for your 


The Big Stories 
Automobile sales in the United States and Canada totalled 231,942 
units in Sept., 1937. The total was almost 25,000 sales above the 208,897 
ms recorded in the same month in 1926, and compared with 
307,814 sales chalked up in August, 1937. 


registrations for September totalled 54,616 units, compared 
with 54,611 sales in the same month in 1936. This compared with 


60,401 units in August. 
General Motor’s third-quarter 


in 1927 were $42,118,179, 


earnings 
compared with $32,331,523 the year before. The firm also declared a 
$1.50 dividend on common stock, bringing the total payment on com- 


mon for the three-quarter period to 
1936. 
Production of cars and trucks in the U. 


$3.75, compared with $4.50 in 
and Canada was ex- 


scchAd te tae SURED ail tor the wert, lth: Ganent Sevtene command: 


ing for 45,650 units. 


—F¥rom the files of Automotive News. 





car), then go buy the new car of 
your choice, the way you want it, 
with just what you want on it and 
at an honest and decent price. 

The dealer could give better and 
more service, and could sell at a 
lower price because his profit is 
there, not after selling or trading 
maybe two or three times before he 
gets rid of the tradein. 

You may say the big dealer could 
and probably would have his own 
used-car lot and buyer. I don't 
believe he would very long, nor 
many of them would want to. A 
nice clean sale and clear profit 
when sale is made would look 
mighty good. 

If he did have a used-car lot, it 
could be run as a strictly separate 
affair and not used to step on 
somebody else’s toes. If it were it 
would soon be found out, and the 
new-car buyer would be suspicious 
of his dealings and go elsewhere 
both to sell and buy. 

This should also apply to trucks 
and farm machinery. And would do 
away with the unfair competition 
that is now being used by some 
factory branch dealerships. We 
have some here in our town, and 
they are a disgrace to the industry. 
—J. P. Turner, Realtor, Carrollton, 
Mo. 


Folks for Volks 


Your article about Volkswagen 
in the Oct, 14 issue of Automotive 
News, I feel, is a rather odd and 
also an independent view. You 
made many claims against VW 
staying in regard on top of foreign- 
car sales. 

But most of the reasons you 
gave could happen to any car, 
a foreign car. 

You certainly have not taken into 
consideration that VWs are a much 
better car than is anything even 
close to its price. Here on the West 
Coast some of us, including myself, 
have owned more than one VW, 
and, of course, we will own more 

of them. 

I am an ardent fan of any car 
that will give honest economy. 
Prior to VW, I owned U. S. cars. 
I have tested and checked every 

(See Letterbox, Page 63, Col. 3) 
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Outstanding Automobile Men 
Join the Rambler Dealer Ranks 


in October Alone 
US — August-New Rambler Dealers ZO 
September-New Rambler Dealers 123 


3-Month New Dealer Total 3294 2 A. 


dele 








THIS CAN BE THE YEAR 
FOR YOU WITH RAMBLER 


We have the Market... 


DIRECTOR OF DEALER DEVELOPMENT 
AMERICAN MOTORS CORPORATION 
DETROIT 32, MICHIGAN 


We have the Product . ee the mbler francis, | understond tol ‘om under ~ “slieeer era 
fidence. 





You have the Opportunity | 





| 
| 
| 
| 
| 
| 
| 
ee inquiry will be held in 
| 
| 
| 
| 
| 
| 
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In Bonneville Series .. . 


‘Family’ Sports Cars 
Offered by Pontiac 


What's New: 


New body, chassis and engine 


- . . two-model Bonneville series | 


. « . Chieftain convertible .. . air 


suspension . . . dual headlights 
-.. fuel injection . . . Safeguard 
speedometer . . . portable radio 


Safe-T-Track differential. 


* * * 


ONTIAC, which chose 1958 aS/are set 
the year of the “big change,” 


| will place its new models before 
the public Saturday (Nov, 9). 

The cars are all new—body, chas- 
| Sis and engine. Sixteen models are 
offered, including a new Bonneville 
two-door hardtop and convertible 
and a Chieftain convertible. 

The 1958 Pontiac has a low hori- 
|zontal grille topped by dual head- 
lights. Parking and signal lamps 
in the bumper, Fenders 
|have wing ornaments with twin 








fender. 
* * * 


| MESSILE - TYPE side moldings 
sweep back to concave flares 
in the rear fenders. The Bonneville 
has, in addition, four simulated 
front fender louvers. 

Twin tail lights are set above 
|oval, chromed backup-lamp ports, 
and the trunk lid has chrome 
| handles on each side of the name- 
plate. 

The new tubular X-frame has 

permitted lowering the car and 
reportedly increases bending and 
torsional stiffness with a mini- 
mum weight increase, A new 
three-joint propellor shaft is 
used. 

Coil springs replace leaf springs 
in rear suspension, and a larger 





windsplits continuing along the|diameter front coil spring is used 


this year. 

Air suspension is available as an 
extra-cost option. 

The compressor for the system is 
a twin-cylinder, 90-degree, V-type 
with a displacement of five cubic 
inches and a terminal pressure of 
250 pounds per square inch, It is a 


self-contained unit and is lubricated | 


from a reservoir mounted on the 
rear. 
* * cd 
ee - new V-8 engine is 
the “Tempest 395,” which has a 
displacement of 370 cubic inches, 
compared with 347 last year. 

It has press-fitted piston pins, 
new camshaft timing, a new ex- 
haust manifold with enlarged 
streamlined runners and 17 percent 
larger cylinder head exhaust ports 
at the valves to improve engine 
breathing. 


| 


ward to facilitate entry or exit. 

Wheelbases are 122 inches for 
Chieftain and Bonneville models 
and 124 inches for Super Chiefs and 
Star Chiefs. 

* * * 
ERE is Pontiac’s model lineup 
for 1958: 

Chieftain—four-door sedan, two- 
door sedan, four-door hardtop, two- 
door hardtop, convertible, four-door 
two-seat station wagon and four- 
door three-seat station wagon 

Super Chief—four-door sedan, 
four-door hardtop and two-door 
hardtop. 

Star Chief—four-door sedan, 
four-door hardtop, two-door hard- 
top and four-door two-seat station 
wagon. 

Bonneville — hardtop sport coupe 
and convertible. 


leasing 


AUTOS, TRUCKS, MOBILE EQUIPMENT 








“Auto Fleet” Leasing Plan—for autos, 
trucks, mobile equipment—is now oper- 
ated by a Commercial Credit Company 
subsidiary. “Auto Fleet” is equipped to 
serve any size fleet—from a few to 
thousands of pieces of equipment. 


A NATIONAL PLAN MANAGED BY 
PETERSON, HOWELL & HEATHER 


Peterson, Howell & Heather has earned 
a national position of leadership by their 
many years in the fleet management and 
finance leasing field. Peterson, Howell & 
Heather has been retained to manage 
the leases under a national plan. 


Another service offered by subsidiaries of 


COMMERCIAL CreDiIT COMPANY 


Resources Over One and a Half Billion Dollars 
BALTIMORE 2, MARYLAND 


Compressicn ratio of the new 
engine is 8.6 to 1 with standard 
transmission and 10 to 1 with 
Hydra-Matic. Horsepower for 
Chieftain and Super Chief models 
is 240 with straight shift and 270 
with automatic. Star Chief and 
Bonneville models are rated at 255 
with standard transmission and 285 
| with automatic. 

* 





* * 

(= equipped with triple two- 
barrel carburetors are rated at 

300 horsepower. Fuel injection, 

available on all models, hikes the 

figure to 310. 

A Safe-T-Track differential 
delivers the majority of driving 
power to the rear wheel having 
the better traction in adverse 
driving conditions. 

Other options are a Safeguard| > 
| speedometer which buzzes when a 
| preset speed is reached, transistor 
radio that can be removed from 
the instrument panel and operated 
as a portable and a memory seat 
that returns to a preselected posi- 
tion after moving backward or for- 


Front and Rear— 


Pontiac's low, wide grille is topped by 
dual headlights. Twin tail lights are posi- 
tioned above oval, chromed backup-lamp 
ports, and chrome trunk handles flank 
the nameplate. 








‘Pontiac Offers 3 Wagons for 1958— 


| Pontiac's 1958 line includes three four-door station wagons, including this Stor 


| Chief model. The new entries have missile-type side moldings which sweep back to 
| concave flares in the rear fenders. There are 21 solid exterior colors and 56 recom- 
| mended two-tones. 





Bonneville Sport Coupe— 

Pontiac's new Bonneville series was designed for the man who “craves a distinctive 
family sports-type car," according to General Manager S. E. Knudsen. A convertible 
and a hardtop sport coupe are offered in the Bonneville line. 





Bucket Seats in Bonneville— 


The front-seat area of Pontiac's Bonneville convertible has bucket seats and is 
designed to give a cockpit effect. The futuristic instrument panel has a built-in 
passenger-assist rail. Four bucket-style seats are available as optional equipment. 
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2 Impala Models in °58 Line... 


What's New: 


New body, frame and engine 
. . . longer, lower, wider . . . two 
Impala models . . . air suspension 
.. + rear coil springs ... dual 
headlights .. . foot-operated 
parking brake .. . separate sta- 


been set up. 

Chevrolet’s new styling starts 
with dual headlights set over a 
concave-ribbed grille. The low, 
flat hood is devoid of ornamenta- 
tion, and different two-tone pat- 


+ * 


New Body, Frame for Chevrolet 


separate station wagon series has; terns and side-molding treat- 


ments are used in each series. 


The sharp fins of 1957 are gone. 
Rear fender lines sweep outward 
from the body, then curl around the 
tail light assembly to form what 
company stylists call a gull-wing 
effect. 





said, half of the piston surface is 
closer to the head than the other 
and the irregularity of the cham- 
ber creates extreme gas turbulence. 

The machined-in-block combus- 
tion-chamber design permits place- 
ment of inlet and larger exhaust 
valves for high volumetric effi- 
ciency. Valves open from the flat 
face with no walls to restrict pass- 
age of vapors. Spark plugs are lo- 
cated near the center of the cham- 
ber. Flame travel is short, and the 
occurrence of detonation is limited. 

= * * 





tion wagon series. S > ee 


* * * 


HE car that 7,500 Chevrolet 

dealers have been awaiting im- 
patiently went on public display 
last week. 

The new models are longer, lower 
and wider than their predecessors 
and have a new body and frame 

nd an optional 348-cubic-inch en- 
sine. An Impala hardtop and con- 
vertible have been added, and a 





Maryland Group 
Demands Halt 
To Sunday Sales 


BALTIMORE. — (UTPS) — Balti- 
more County used-car dealers who 
are open on Sunday were criticized 
by Joseph A, Eichenberg, president 
of the Maryland Independent Auto- 
mobile Dealers Assn. in a letter to 
Frank Newell III, State’s attorney 
for Baltimore County. 


Eichenberg said spotters for his 
organization have observed that 
certain dealers in the county “are 
open on Sunday .. . for the purpose 
of doing business in complete and 
total violation of Article 27, Sec- 
tion 604 of the Criminal] Code 
which prohibits this kind of sale 
on the Sabbath.” 


The letter further said attention 
to this condition was called “as 
long ago as last April,” with spe- 
cific information included as to 
where the violations occur. 

“Permitting this violation is most 
unfair to the legitimate members 
of our association, who remain 
closed on Sunday in compliance 
with the law,” Eichenberg’s letter 
stated, “and in addition thereto, 
the apparent closing of the eyes to 
the violators is causing our mem- 

-Ts in the vicinity of where the 
violations are occurring irreparable 
damage as it is certainly unfair and 
illegal competition.” 

Eichenberg said that “unless im- 
mediate action by the authorities of 
Baltimore County is taken to en- 
force the Sunday sales law, some 
of our members ... will have no 
alternative but to do likewise, re- 
main open on Sunday under self- 
preservation in order to remain in 
business and meet competition.” 


4th Generation 


Youth in Line to Take Over 


Firm Founded in °96 


DETROIT.—Ernie Phelps Mason, 
19, is now a sophomore at Lehigh 

-piversity, but one of these days 
he will take over the dealership 
which his great-grandfather 
founded in 1896. 

Young Mason recently attended 
a seven-week course of instruction 
at the Chrysler Training Center 
here as representative of Eldredge 
& Mason, Inc., Malone (N. Y.) 
Modge dealership. E. S. Mason, the 
yvuth’s grandfather, is president of 
the company. Serving as vice-presi- 
dent is Frederic E. Mason, Ernie’s 
father. 

The business was started by 
Frank Mason in 1896, at which time 
is dealt in horses, wagons and 
sleighs. In 1903 it took on several 
independent lines of cars and in 
1914 became one of 60 charter 
Dodge dealerships in the country. 





Los Angeles Auto Show 


Rules Out ‘Giveaways’ 

LOS ANGELES. — All “give- 
aways” except approved litera- 
ture have been banned at the 35th 
Los Angeles International Auto- 
mobile Show at Pan Pacific 
Auditorium Nov. 14-24. 

The ban includes flowers, yard- 
Sticks, batons, balloons, key 
chains, hats, wallets, coins as well 
a5 newspapers and publications, 
said Charles H. Elmendorf, show 
manager. 


cS 





N ALI-WELDED X-frame is 

used this year and, according 
to Chevrolet, it affords increased 
rigidity and closer integration with 
the body design. It also is said to 
provide added stability and com- 
fort for passengers. 

From an appearance standpoint, 
Chevrolet noted, the new frame is 
a factor in lowering the body with- 
out altering interior roominess. 


Roof lines have been lowered 
up to 2% inches, giving four-door 
sedans a loaded height of 57.1 
inches. The Impala hardtop is 55.7 
inches high. 


Width has been increased four 
inches to 77.7, and overall length 
is up nine inches to 209. Wheelbase 
is 117.5 inches, compared with 115 
in 1957. 


Chevrolet's new engine is a 348- 
cubic-inch Turbo-Thrust V-8 which 
is optional at extra cost on all cars 
equipped with manual, Powerglide 
or Turboglide transmission. Com- 


pression ratio is 9.5 to 1. 
” + * 





Gas Filler Cap— 


A concealed door above the rear 
bumper reveals the gas tank filler cap 
on the 1958 Chevrolet. Lost year, the 
filler cap was located in the left fin above 
the tail light housing. 


—— standard V-8 is a 283-cubic- 
inch unit with two-barrel or 
four-barrel carburetion. This en- 
gine also may be ordered with fuel 
injection. Chevrolet's six - cylinder 
power plant displaces 235 cubic 
inches. 

The combustion chamber of the 
new Turbo-Thrust engine is en- 
tirely within the block instead of 
extending into a domed indenta- 
tion in the head, and the top face 





2 Views of Impala— 


Front and rear views of the Iimpalo 
highlight Chevrolet's new styling. Duval | 
headlights ore set over a concave-ribbed 
grille and the low, flat hood hes no| chined perpendicular to the bore. 
ornamentation. Rear fender lines sweep | Cast aluminum pistons are simi- 
outward, then curl cround the toil lights| larly angled with 16-degree sloping 
in a gull-wing effect. surfaces. In this manner, Chevrolet 


Will Rise, Too, 


at 16 degrees rather than ma- 





s Editor... 


Price 


Steel Boom Seen in °58 


RM engine cooling is pro- 

vided through the location of 

water pump outlets at the outer 

jackets of the cylinder block. Out- 

lets are positioned so coolant may 

flow freely around each bore and 
then into the cylinder head. 


A full-pressure lubrication sys- 
tem is contained wholly within 
the cylinder block and head cast- 
ings. No external lines are used. 
A four-barrel carburetor is stand- 
ard, and a triple two-barrel ar- 
rangement is optional. 

For 1958, Chevrolet is using coil 
springs at the rear wheels as well 
as at the front. The coils cushion 
shocks far better than previous 
suspension systems, according to 
the company. 

An extra-cost option is Level Air 
suspension which uses rubber bel- 
lows at all four wheels. Through an 
interconnected air supply and ex- 
haust system with levelling valves, 
this suspension gives the same re- 
sistance to shock regardless of car 
load. 

* ” > 
FOOT-OPERATED parking 
brake is standard on all mod- 
els, and the center pillars of stand- 
ard sedans have been slimmed. 


Chevrolet has changed its series 
designations for 1958 with the One- 
Fifty becoming the Delray and the 
Two-Ten becoming the Biscayne. 
The Two-Ten hardtops and club 
coupe and the Bel Air Nomad two- 
door station wagon have been 
dropped. 

There are 16 models for 1958, plus 
the Corvette. Here is the lineup: 

Delray—four-door sedan, two- 
door sedan and two-door utility 
sedan. 

Biscayne—four-door sedan and 
two-door sedan. 

Bel Air—four-door sedan, two- 
door sedan, four-door hardtop, two- 
door hardtop, Impala two-door 
hardtop and Impala convertible. 

Station Wagons—Yeoman: Two- 
door two-seat and four-door two- 
seat. Brookwood: Four-door two- 
seat and four-door three - seat. 





Reflector Panel— 


A safety feature of Chevrolet’s new 
Impala models is a glowing red reflector 
panel on the inside of the door. It serves 
as a signal for oncoming traffic. 





X-Frame for '58— 


Chevrolet's new X-frame has no side 
rails and has permitted engineers to lower 
sections of the underbody. Increased 
rigidity and closer integration with the 
body design are other advantages. 





"Level-Air’ Suspension— 


The air spring assembly of Chevrolet's 
air suspension consists of a stamped steel 
reservoir mounted to the frame with one 
end closed over by a fabric-reinforced 
rubber bellows. A piston fixed to the 
suspension lower control arm applies ve- 
hicle weight to the center of the bellows, 
causing the bellows to react as a dia- 


SHARON, Pa.—At a dinner hon- 
oring Henry A. Roemer, retiring 
board chairman and president of 
Sharon Steel Corp., Tom C. Camp- 
bell, editor-in-chief of Iron Age, 
predicted resurgence for the steel 
industry in 1958 accompanied by 
rising steel prices. 

“The industrial boom is rest- 
ing; it is not rocketing down- 
ward, nor will it,” he told offi- 
cials and friends of Sharon Steel 
gathered to pay tribute to Roemer 
and to meet the new manage- 
ment team, James A. Roemer, re- 
cently elected chairman of the 
board and A. M. Tredwell jr., new 
president. 

Campbell said that while he 
looked for no unusual spurt in steel 
and machinery buying for the next 
several months, “there will be a 
mild improvement during the last 
two months of this year and what- 
ever the automobile people fail to 
order this year, they must make 
up for in the early months of 1958. 


“Higher prices will follow as soon 
as the automatic steel wage in- 
creases go into effect July next and 
there is expectation for a strong 
pickup in steel production in the 
latter part of 1958, spurred on by a 
60-40 chance of a long steel strike 
in 1959. 

“At that time,” said Campbell, 
“The Steel Workers Union chief, 
Dave McDonald, will be hitting the 
steel industry with a long line of 
costly demands. The deadline is on 
June 30, 1959, on the present con- 
tract.” 

Campbell also predicted a defi- 
nite trend sometime in 1958 away 
from day-to-day buying and re- 
duction of inventories, especially 
steel products. 

Commenting on the auto indus- 
try, he said “there is a 65-35 chance 
for an automobile strike next June 
1 with the automobile companies 
putting up a stiff front to Walter 
Reuther.” 

On what the effect the Soviet 


satellite may have on the steel in- 
dustry, he said he believes the sat- 
ellite already has quieckened action 
by our military and the Adminis- 
tration. 


“Now that the Reds have beat us 
with their earth satellite, many 
problems which the Defense De- 
partment had hoped could be set- 
tled sometime next year must be 
faced immediately,” he stated. 

It was Campbell's opinion that 
“the general satellite philosophy 
will soon react on many of the 
nation’s buyers who may take a 
second look at their ‘hand-to- 
mouth’ purchasing habits.” 


For that reason, he said, “it is 
not safe to assume that the steel 
rate is on its way down, that steel 
ordering will soon take a turn 
for the worse or that automotive 
people are unduly nervous about 
the sales potential for the 1958 
model cars. 


“The dark sense of gloom that is 
widespread among some companies 
and in some areas is not by any 
means supported by the facts and 
by the long term outlook. While 
there is no reason to be a Polly- 
anna, there is not enough evidence 
to back up any statements that the 
metal working industry is heading 
into a serious recession,” Campbell 
said. 


Widerborg to Manage 
New Smith Tool Unit 


MILWAUKEE. — A. O. Smith 
Corp. has enlarged and given divi- 
sional status to its plant tooling 
facilities here. Manager of the new 
tool and manufacturing division is 
Elmer A. Widerborg, who headed 
tooling operations as a part of gen- 
eral plant service facilities. 

The division will fabricate dies 
for Smith’s automobile frame and 
suspension-system components and 
tools for the company’s line pipe, 
pressure vessel, aeronautical and 
water heater operations. 








Nomad: four-door two-seat. phragm against the air retained under 


pressure within the reservoir. 






Chevrolet's Impala Hardtop— 

Two Impala models, named for Motorama dream cars, have been added to Chev- 
rolet's 1958 line. The two-door hardtop is 209 inches long, 77.7 inches wide, 55.7 
inches high and has a wheelbase of 117.5 inches. An Impala convertible also is 
offered. 
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Biscayne Series Succeeds Two-Ten— 

Chevrolet has changed its ‘series designations for 1958 with the Two-Ten becoming 
the Biscayne and the One-Fifty becoming the Delray. Two-door and four-door sedans 
are offered in both lines, and the Delray also includes a two-door utility sedan. 
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Introducing NEW 


A MOST UNUSUAL NEW CAR is now enjoying enthusiastic reception all 
over America. It is very low, very daring, beautifully proportioned. The manufacturer, 
Dodge Division of Chrysler Corporation, has designated the car “Swept-Wing 58” 
with the statement: “This is the successor to the 1957 Swept-Wing Dodge which 
launched a ‘buying revolution’ against the high, boxy design carried over by other 
cars in the field. In Swept-Wing 58, owners will have the most advanced 1958 car on 
the road in style, ride and true greatness of handling.” While horsepower and torque 


ratings on the new Ram-Fire V-8 engine have not been disclosed, it is announced that 
electronic fuel injection will be available in limited quantity. A remarkable automatic 
transmission (TorqueFlite) combines both a fluid torque converter (for smoothness) 
and 3-speed gear ranges (agility and economy). Driver controls all ranges by push- 
button, a Dodge “trademark” since introducing it to the industry in 1956. Torsion-Aire 
ride, which virtually eliminates road-sway and brake dip, is standard equipment on all 
models. Other significant advances include a new Constant-Control power steering 





'SWEPT: WING 56 


( So advanced tt leaves the rest behind !) 


Costumes by Bonnie Cashin for Philip Sills 


system, and a “Sure-Grip” differential for better traction on snow and ice. Among 

those who have previewed the Swept-Wing 58, most frequent comments concerned 

the luxurious new grille and a vast new “picture window” windshield which curves é 

up, back and around. The sports-car lowness of design also made a strong impression. SWE PT- WING 58 DODG K 
A Dodge spokesman pointed out: “We honestly feel that the Swept-Wing 58 has no by ’ Ii 
counterpart. To own it is a new adventure.” All body styles are now on display at 

Dodge dealerships. Dealers report large crowds from announcement day on. 








By Leo T. Parker 
Attorney at Law 
ECENTLY a higher court ren- 
dered an important decision to 
the effect that if a dealer gives a 
discount off the list price of mer- 
chandise, such dealer violates anti- 


L. T. Parker 








In specifying components for the automobiles they build, car manufacturers 
will do well to examine the record of the Stromberg * Carburetor—more than 
40 years of outstanding performance. Extreme RELIABILITY and outstafitling 
GASOLINE ECONOMY are Stromberg’s distinguishing characteristics. And the 
record proves it. Stromberg Carburetors are designed and built by Bendix- 





ufacture of automotive supplies 
which it sells on a nationwide basis 
to automotive jobbers, oil and tire 
companies and industria] users. The 
company sells its products to 3,500 





Lawsuits Affecting Dealers... 


Court Decisions 


motive jobbers. 


trust laws al- 
though competi- 
tion is not in any 
way affected. 


For example, in US.C.A, 13. 


E. Edelmann & This was so because the com- 
Co. v. Federal! pany’s price differentials which 
Trade Commis-| were found to be unlawful dis- 
sion, 239 Fed. Rep.| criminations where a 20-percent 
(2d) 152, the testi-| discount from a distributor’s net 
mony showed| price was given on purchases 
facts as follows:| made by 40 warehouse distribu- 
A company is en-| tors. Other price differentials 
gaged inthe man-| which were found unlawful re- 
lated to a quantity discount 
schedule which provided a maxi- 
mum discount of 15 percent off 
“list” on single orders for mer- 
chandise totalling $25,000, and 15 





more than 40 years of outstanding performance 


to 4,000 purchasers, of which ap- 

proximately 40 are classified as | 

warehouse distributors, 75 or so as | 

private brand and industrial ac-| 

counts, and the remainder as auto-| | Assignee Is Not Liable 
| 


The Federal Trade Commission | 
rendered an opinion that the com-| 
pany was violating Section 2 
of the Clayton Act, as amended by 
the Robinson-Patman Act, 15 





| bile dealer to a finance company, is| 
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percent on single orders totalling | 
$15,000, The higher court ap- | 
proved the commission’s de- | 
cision, saying: 

“Section 2 (a) of the Clayton Act | 
as amended does not require a find- 
ing that the price discriminations 
have in fact had an adverse effect | 
on competition, but only that there | 
is a reasonable possibility that isi 
‘may’ have such an effect.” 

+ * * 


ONSIDERABLE discussion has 
arisen from time to time over| 
the legal question: If a conditional 
contract for sale of a stolen auto-| 
mobile is assigned by an automo-| 


the latter liable to the purchaser | 
of the automobile? 


A rocket sled, employed by the 





According to a recent higher-| Air Force in research tests, has a 


court decision the answer is no.| stopping action equal to stopping 
This is so because the law holds| an automobile, 
| in less than 2% 


that an assignment of a contract} 
does not operate to cast upon the) 
assignee liabilities imposed by the 
contract on the automobile dealer | © 
or seller of the automobile. 

For illustration, 


m.p.h., 





traveling 100 


hase from Frazier Motor Co. a 1949 
Chevrolet automobile and to pay 
in Daniels v.| $1,925.52 due under said contract 


United Finance Co., 306 Pac. (2d) | in 24 monthly installments of $80.23. 
735, the testimony showed these Frazier Motor Co, assigned all 
facts: A man named Daniels made| of its right, title and interest in 
a conditional-sales contract to pur-' the conditional sales contract and 


happier customers 


reduced service cost 


@ Substantially reduced incidence of icing and 


Elmira, pioneer in fuel system engineering and the first manufacturer to percolation 


develop an electronic fuel injection system for automobiles. Owner loyalty is 
the auto maker’s most priceless asset. Stromberg helps build owner loyalty. 


Bendix-Elmira, wn. y. ee 


scUre: Macinen eevmces 


quicker heat transfer 
*REG. ¥. 5. PAT. OFF. 





HERE'S HOW STROMBERG OUTPERFORMS THEM ALL 
@ Economical operation, more miles per gallon, 


@ Fewer moving parts, fewer mechanical failures, 


@ Thin aluminum throttle body and flange for 


| was repossessed from Wilson by the 
|true owner who proved that thé 


|iels from Frazier Motor Co. 











—. 





in the 1949 Chevrolet automoball 
to United Finance Co, Later © 
Daniels paid to United Finaneg © 
Co. the full amount due on the | 
Chevrolet, and Daniels receiveg | 
an unencumbered certificate of 7 
title. Soon afterward Daniels solg | 
the automobile to one Wilson, © 
who was an innocent purchaserg 
for the sum of $1,150. 

A few weeks later the automob 


























































































automobile had been stolen som : 
time prior to its purchase by Dans 


Daniels had to refund the pum 
chase price $1,150 paid by Wilson 
Then Daniels sued United Finaneg 
Co. to recover this amount. The 
higher court refused to hold th 
United Finance Co. was obligs 
to repay Daniels $1,150, and said: 

“The principle that a person whe 
innocently has acquired the title t@ 
something for which he has p 
value is under no duty to resto 
it to one who would be entitled @ 
reclaim it if the one receiving 
had not been innocent or had n 
obtained the title or had not pi 
value therefor, is of wide applie 
tion.” 

On the other hand, the high 
court held that while Daniels cane 
not recover the $1,150 from Uni 
Finance Co., yet the motor co 
pany, from whom the automobilg 
was purchased may be liable 
Daniels. 

- * * 


Finance Company Loses 


A FEW weeks ago a higher cour 
held that a finance comp 
which holds papers on a mortga 
automobile stands to lose its inve 
ment if the testimony shows 
the dealer who sold the automobi 
failed to investigate the reputa' 
of the purchaser. 

For illustration, in U. S. v. 
eral Motors Acceptance Corp., 
Fed. (2d) 90, it was shown that 
finance company held a chatt 
mortgage on an automobile pw 
chased from an automobile de 
who made the sale without invest 
gation as to whether the purch 
had a bad record and reputati 
as a liquor-law violator. 

The automobile was seized 
Federal agents when the purch 
was engaged in illegal transporte 
tion of liquor. 


subsequent litigation, the 
higher court held that although 
the finance company was a be 
fide lien claimant, yet it 
lose the money due on the 
mobile. The court said: 
“The contention of the Uni 
States is that if at the time 
claimant (finance company) 
quired its interest the purchs 
had such a bad record or reputs 
elsewhere, the statute requires 
the purchaser must have made 
inquiry and if he fails to do so 
takes the risk not only of 
existence of the bad reputation 
the purchaser but also takes t 
risk of the purchaser’s bad rep 
tation elsewhere.” 


Suburban Growth 
Seen Boosting 


Need for Autos 


CINCINNATI. — Suburban pop 
lation is increasing six times fast 
than city growth thus placing 
greater dependence than ever 
fore on the automobile, accordi 
to Earl B. Hathaway, Fireston 
trade-sales vice-president. 


Hathaway made this stateme 
in commenting on 1958 tire pre 
pects on the eve of the Nation 
Tire Dealers and Retreaders A 
convention here. 


He told tire dealers a great s 
potential lies in the family auto. E 
predicted an increase in replace 
ment tire sales in 1958 of abo 
2,700,000 to a record of 58,700,000. 


“Most of the cars sold in t 
boom year of 1955 will be ready f 
tires in 1958 but it’s doubtful if 
will result in a big change in 
normal business scene,” Hathav 
said. He pointed out that a 4.8 p 
cent increase next year would 1 
constitute an above-normal rise. 


He also singled out the sharp i 
crease in vacationing as having 
important bearing on automobilé 
and tire production. 7 
















F 





. 
. 
ea 











AS SEEN 


MILLIONS OF POST #¥ INFLUENTIALS 


) 


-passenger, £&-door...over miles per gallon! 


wut 
gHtHHEHEANENy 
Uensnanastl 


eng la” LLauphine by RENAULT 
The “French-Touch” inside and out! 


Paris-styled ... family-sized...and a dream to ...and the quick, nimble response only a rear- Elegant appointments, safety -designed 
drive ...the sensational Renault Dauphine has’ engine car can offer. Plus—up to 43 miles on construction, amazing visibility, superb 
taken America by storm! Thousands of new just one gallon of gas! steering control and safety-swift braking! 
owners acclaim it the finest low-cost way to beat Discover the Dauphine yourself—it will be Automatic clutch — slightly extra. 
today’s high cost of driving. a thrilling new motoring experience. And, it 


They’ve discovered the Dauphine’s roomy 4- can be yours fully 4 6 4 5 
passenger comfort, 4 convenient doors, easy ride equipped for just F.0.8., N.Y.C. R 
ENAULT, inc. 


PARTS & SERVICE EVERYWHERE YOU GO! 425 PARK AVENUE, NEW YORK 22, N, Y. 
Over 400 authorized dealers from coast to coast In Canada: 1427 Mountain St., Montreal, P. Q. 


D auphine advertising in the POST 
sells a mass audience of over 20,000,000 
active, extra-responsive men and women 
who talk about or recommend what they see 
in the POST. They are POST 
INFLUENTIALS who tell the others... 
who extend DAUPHINE advertising in the 
POST via network of word-of-mouth! 
Registrations are going up, up, up, week 
by week, month by month. La Dauphine 
has POST INFLUENTIALS buying and 
talking! And, when they talk about the 
distinctive Paris-styling—the superlative 
performance—and the outstanding economy 
of La Dauphine—others listen! 


LOOK FOR A SALES-BUILDING CAMPAIGN FOR LA DAUPHINE IN THE. SATURDAY EVENING POST 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





Organizing of Engineers Gains Slowly 
The drive to organize the engineering profession, much 


like the medical profession, is 


making slow hut substantial 


. Last year the American Society of Mechanical 
ine appropriated $10,000 to help defray the purely 


fession.” 

Since then, several other 
engineering societies have 
made contributions. Now the Engi- 
neers Council for Professional De- 
velopment and the Engineers Joint 
Council have a $50,000 fund with 
which to scratch the surface of the 


proposed survey. 
Discussing the drive at the fall 


expenses for a “Survey of the Engineering Pro- 
oo 


meeting of the ASME in Hart- 
ford, Conn., William F. Ryan, 
ASME president, said “nobody 
knows, even approximately, what 
the survey will cost or how long 
it will take. 


survey is essential to our survival 
as a profession, We are bursting at 
the seams and will fly apart if we 
do not diagnose some of our prob- 
lems and adopt remedial measures.” 

Ryan said he hopes the prelim- 
inary study will define the scope of 
an effective survey and forecast its 
potential benefits to the profession, 
to the U. S. economy and to man- 
kind so that some foundation will 
finance the survey. 

* * * 


Medical Survey Cited 


H= DECLARED that the prece- 
dent for the survey, and the 
reason for his confidence, is the 
momentous survey of the medical 
profession conducted by Abraham 
Flexner in 1910. 

“In contemplating our profes- 
sional problems,” he continued, “we 
always get around to the medical 
profession as an ideal. It is an ideal. 
The doctors have unexcelled tech- 
nological education; they have a 
central and unifying organization; 
they have a code of ethics, strictly 
enforced, known and accepted not 
only by themselves, but by their 
clients, politicians, the armed serv- 


“We don’t know yet who will| ices and the general public. 


make the survey or who will pay 


“We have a code of ethics not 


for it. All we know is that such a/ only unknown to the public, but 


NOT THE CHEAPEST WAY TO BUILD 





GM, Staff Set Record 


With Torch Drive Gift 


DETROIT, — General Motors 
and its employes announced their 
largest contribution in the nine- 
year history of the Detroit-area 
United Foundation last week at 
the first report luncheon of the 
1957 Torch Drive. The amount 
was. $1,710,033. 

Actual notification of the 
amount was made during the 
luncheon by Leo Pomorski, 44- 
year-old employe in the sheet- 
metal department at Cadillac, 
who represented the 63,877 
Detroit-area GM employes who 
contributed this year. 





scarcely recognized by ourselves. 
They have an undisputed legal 
status. We have a legal status on 
the law books, but it is rejected 
by a majority of engineers. 

“They have a highly developed 
group consciousness, so vital to 
genuine professional status. Most 


important of all, they know who is | 


a doctor, and what a doctor does. 
Perhaps when our survey is com- 
pleted we will know who is an engi- 
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There are other types of building construction 
that cost less than a Butler, but no other build- 
ing anywhere near the price offers you so many 
outstanding features for your money. 

... like pre-engineering. When you sign the or- 
der, your Butler building is already designed 
to conform to uniform, state and municipal 
building codes. You avoid the cost and delay 
usually associated with custom engineering. 


.-. like quality control. Butler building compo- 
nents are mass produced. This is the only eco- 
nomical way to insure uniform high quality, 
and means a weathertight building, less main- 
tenance, longer life. 


... like fast construction. A Butler goes up weeks 
ahead of ordinary construction. You're in busi- 
ness .. . making money . . . that much sooner. 


... like post-free interiors. Butler load-bearing 
frames span widths to 120 feet. You have un- 
restricted freedom to plan layouts to your spe- 
cific needs without interference from interior 
columns, load-bearing walls, or other obstruc- 
tions. Made to order for light, movable walls. 


... like surprising economy. Butler pre-engineer- 
ing, mass production, fast erection and mini- 
mum maintenance keep not only initial costs, 
but long-run costs, surprisingly low if terms of 
the building’s unique advantages and quality 
of construction. 


Get the whole story on the Butler Building Sys- 
tem—the lowest-cost way to build well. Con- 
sult your Butler Builder. He’s listed in the Yel- 
low Pages of your telephone directory under 
“Buildings” or “Steel Buildings.” 


BUTLER MANUFACTURING COMPANY 


7e, pagyse™ 


7432 East 13th Street, Kansas City 26, Missouri 


Manufacturers of Buildings * Oil Equipment + Farm Equipment - Dry Cleaners Equipment +» Outdoor Advertising Equipment + Custom Fabrication 
Sales offices in Los Angeles and Richmond, Calif. * Houston, Tex. * Birmingham, Alc. * Atlanta, Ga. * Kansas City, Mo. * Minneapolis, Minn. * Chicago, Ill. + Detroit, Mich. 


Cleveland, Ohio « Pittsburgh, Pa. « New York City and Syracuse, N.Y. * Boston, Mass. * Washington, D. C. ¢ Burlington, Ontario, Canada 





neer and what he does as an engi- 
neer.” 

Commenting on the scandalous 
condition of the medical profession 
50 years ago, Ryan said an incredi- 
ble number of medical schools were 
little more than rackets, operated 
for the profit of teachers. 

+. * * 


Doctors Cleaned House 


OWEVER, he continued, “The 

doctors, for 3,000 years had 
possessed that group consciousness 
which we so sadly lack; even the 
most righteous and ethical among 
them were reluctant to disclose the 
shortcomings of their fellow prac- 
titioners to a man who was not a 
doctor. 

“If you believe that our problems 
are too complex or to difficult to 
remedy, just try to visualize the 
condition of American medicine in 
1910 and observe the vigor and 
speed with which the medical pro- 
fession cleaned house, once the 
facts were laid on the table.” 


He said Fliexner’s report un- 
covered 255 medical schools in 
the U. S. only one of which 
equaled the better European med- 
ical schools. Within a short time 
170 of the racket-schools disap- 
peared and the remaining 85 were 
strengthened and _ consolidated 
into 35 good schools. 

Noting that doctors do not make 
routine analyses or do anything a 
properly trained technician can do, 
Ryan asked: “From your experi- 
ence, would you say the same is 
true of an engineer? Perhaps when 
our survey tells us who is an engi- 
neer and what he does, and we 
undertake to let him do it, we will 
find that the shortage of engineers 
is not so great as we feared. 


“There were other evils afflicting 
the medical profession besides edu- 
cation. Pharmacists, midwives, 
practical nurses and Indian medi- 
cine men were ‘practicing’ medi- 


cine.” 
= = = 


Engineering Education Tops 


_ said that while engineering 
education will be surveyed, no 
scandalous conditions such as 
plagued the medical profession will 
be involved. He said U. S. engineer- 
ing education is the best in the 
world. 

“Our education in technology,” he 
said, “is not our greatest problem. 
Our most serious failure has been 
the lack of group consciousness. 
Why do less than half of all prac- 
ticing engineers in the U. S. belong 
to any engineering society? 

“Why do so few of those who 
belong take active parts in their 
affairs? Why have we only a 

handful engaged in furthering 
the professional aspects of engi- 
neering? 

Ryan also posed these questions 
to be answered by the study: 

Why do engineers join trade 
unions? 

Are engineers adequately com- 
pensated ? 

Are engineering educators ade- 
quately compensated? 

How can we develop the auxiliary 
forces that an engineer needs for 
the efficient use of his talent? 

How can we induce women to 
become engineers? 

How can we eliminate the com- 
petition, duplication and conflict 
between the engineering societies? 

The Engineers Council for Pro- 
fessional Development has engaged 
an drganization for a “preliminary, 
preliminary survey,” and its report 
is expected at an early date. 


Teletype Corp. Marking 
Golden Anniversary 


CHICAGO. — Teletype Corp. 
pioneer in the field of printing 
telegraph equipment, is celebrating 
its 50th anniversary this year. 
Starting in an attic of a cold- 
storage warehouse, the company 
has become the largest manufac- 
turer and supplier of printing tele- 
graph equipment in the world. 

There are more than 250,000 tele- 
printers in use throughout the 
world. Of these, 50,000 are in tele- 
typewriter exchange service. This 
service, offered by phone com- 
panies to subscribers who wish to 
communicate by wire, has grown 
from 50 messages a day in 1931 to 
today’s average of 100,000 daily. 


Gavin Takes Borgward 
Gavin Motors has introduced the 
German-built Borgward station 
wagoh to the Albuquerque (N. M.) 
market. 
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a- Inquirer columnist, John M. Cummings, had No matter. Nostalgia runs high in John 
e- a problem. Up at ‘“‘Horsefeathers’’, the Cum- Cummings’ column—and so does the response 
‘y mings’ vintage homestead, in Penllyn, a crisis of his readers. As a result, 68 porcelain 
" had developed. A brown porcelain door knob =—- Knobs came pouring in from all over Dela- 
to had been broken. And to Mr. Cummings’ frus- ware Valley...plus 243 letters offering 
* tration, a replacement just couldn’t be found. replacements. 
" Actually, the porcelain door knob story is 
to . ? 
‘ After three weeks of fruitless search, just one of the many examples of the way 
Cummings brought the matter to his column, = ‘The Philadelphia Inquirer readers respond to 
gloomily concluding: “It’s virtually impos- = any compelling message. Most advertisers 
sible to get a replacement for a porcelain are aware of this—that’s why they place 
door knob.”” He hadn’t asked for any, but more linage in The Inquirer than in any 
pe merely reported his loss. other Philadelphia paper! 
. 
d- 
Ly * @ s 
c- ‘ For John M. Cummings, Inquirer columnist, the 
Che Philadelphia Jnguirer Sieeeew ee avis 
a turn for the better. 
i Now in its 24th consecutive year of total advertising leadership 
is 
rs Exclusive Advertising Representatives: West Coast Representatives: 
ra NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH RICHARD |. KRUG FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 
Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 
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I a Lees ; ieg . 
* f th 17,077,933 earned in the a developed as if the two compant 

More Capacity Needed . . . similar pellet of last year. , had been merged during the entire 


Steel Use Near Peak tein coach Anticipates |i ) | 


‘Sizable Loss’ for 1957 sf Net Up Sharply, 


e Twin Coach Co. will show a siz- : ip s P 
While Output Lags able lose for 1967, President Wi-| . Seiberling Says 
liam H. Coleman said in a letter to te : : 
stockholders. He said some parts ie .”™ 


By Kenneth C. Kelley Jr. $21,872 million, up 7 percent from| of the company, which makes air- Rubber Co. climbed sharply above 

Staff Writer the $20,431 million in sales for the| craft parts and delivery vans, will the corresponding period in 1986, | 

HERE is evidence that steel con- | first eight months of 1956. be put up for sale. , President J. P. Seiberling reported, 

sumption will reach record-high| The auto dealers did about one-| “It appears that the Se , Net sales were $35,562,174, com«| 

levels this year while the nation| sixth of the nation’s total re- | loss from disposal of these divi pared with $36618404 a year agi 

Ming quite a bit below capacity. |‘ail business which amounted to Seneet “GAL gual eonees ena: but earnings of $884,043 were 86= 
i ite a bit below capacity. : : osses, wi | the - ’ 

"thet paradox was pointed out a = a ae oe ings of the profitable division, s0||nmsjde the "58 Lincolna— percent above the $813,919 reported 


by Standard & months of this year. that a sizable loss will be realized,” Padded tnstreieent panei end podded for the first nine months of 1956, 
NEWS Poor’s, New York Shee a Coleman said. A retrenchment pro- ae visors are standard on all 1958| Seiberling said. 
OF investment analysts.|Revenue Up, Profit Down, — ae s = age Lincolns, Other standard features include| Seiberling predicted 1957 sales 
_ Last year, the ae American Airlines Reports also has —" ~* ‘7 , "| automatic transmission, power steering| will “equal or exceed” the record 

— aoa a heen a American Airlines reported reve- | . |and power brakes. All models have five| high of 1956, Profits should “at 
capacity and produced 115.2 million| nue during the first nine months | Federal-Mogul-Bower Gains ash trays with lighters. | least equal” those of 1956, he added, 
tons of steel. The industry also in-|of this year totalled $231,885,319,| J, Sales, Profit for 9 Months - sei sna. ah dey nal “and on ™ = better. 
creased its capacity. compared with $217,516,617 for the corresponding period of 1956, net 

. : . l-Mogul-Bower . 

Current figures enooe pe like period of last year. a a clygy soggy — weet | earnings were $6,660,000. Chak Connie 
industry will produce about the Despite the revenue gain, the | months of 1957 were $83,675,000, Although National Motor Bear- Sete Gontecier Ca. Chenill 
same amount of steel. However : : : ith Federal Cla: . d, 

. ze “*),,| company reported its profit for the compared with $73,887,000 in the|ing Co. was merged wit eral- : rt. 1957 
with the increased capacity, mills . July 27,| first nine months report, vs. 
can make that amount of steel| Period declined. The net earnings| corresponding period of 1956. aa og agen a ~ y 21. 008: Pref. 9060.000 and $1,180.00 

nni for the first three quarters of this| earnings in the first nine months of | 1956, the comparative figures : , , 158,000; 
— ning at 85 percent "| year amounted to $10,147,969, down! this year totalled $7,209,000. In the! for last year’s business have Sean| calles, $16,292,500 and $17,351,500. 

Meanwhile, inventories of steel | 
are slipping. Consumption from 
current output and inventories | 
could add up to record use of 


Fe ele a oo For Todayé Most Complete Line of Quality 


running well below capacity is caus- | 


ing concern. Steel executives have ® 
another cause for concern: 
Long-range forecasts indicate the 
steel industry will need capacity to | 
produce 50 million more tons of | —_——s 
steel by 1970 than full-speed opera- | 
tions would turn out this year. With | 
their mills running short of capac- 
ity, they have to plan for more 
capacity. 


. * > 


Dealers’ Dollar Sales Up A) Be 
DEPARTMENT OF COM- Reet ZN. : 
MERCE survey of August re- si i r 
tail business, just released, shows! >) 
that franchised new-car dealers had ~ Ss 


sales of $2,717 million during the 
month. 


The total was 7 percent more | 
than the $2,550 million in sales | 
for August of last year, but down | 
one percent from the sales of 
$2,732 million in July of this year. | 

| 
1 


Nine-month profits of Seiberling 


Whether your requirements call for highway 
or off-the-road equipment —Timken-Detroit reba aed 
torture-tested axles and brakes proven by 


almost 50 years of field testing and 
For the first eight months of this 
year, franchised dealers were re- 


laboratory research! 
“ported to have made sales totalling 


. i | 
Seller's Market 
Seattle Ex-Dealer Recalls | 

Easy Sales in 16 | 


SEATTLE.—Any modern-éay7i 
automobile salesman could envy W. | 
S. Dulmage, retired Seattle dealer, | 
who found a seller's market when | 
he began business in 1916. | 

His most notable record came | 
when he sold 86 cars in one day. 
He obtained one of the early Chev- 
rolets in San Francisco, shipped it 
by water to Astoria and drove it to 
Seattle. 

Following his initial advertise- 
ment, he gave prospects a short 
ride. He then signed them up, tak- 
ing a $25 deposit. 


Make passersby stop, look, COME IN AND fe TIMKEN 
BUY. Priced within every dealers budget. No _ 
Pit—No Holes. Just plug into nearest elec- PF se . 

trical outlet. For indoor or outdoor display. 


Write for free literature. : = A > 4 a t io 
AMERICAN STAGE EQUIPMENT ™ 


805 East 134 &., Bronx 54, N. Y. 


ROCKWELL SPRING AND AXLE COMPANY 


MOTOR ay 
MASTER 
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Fiat Opens Mechanic School— 


Shown above is some of the equipment at the new Fiat mechanic school in Los 
Angeles. Manned by instructor-mechanics from the Fiat plant in Italy, the school is 
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Practical Problems of Selling 


VETERAN car salesman in 

Northeast Kansas tells about 

a car deal which was surprising 
in its outcome. 

This salesman — let us call 

him Jack — tried for many 

months to make 

this sale, as did 

Sales every one of the 


Case other three or four 
dealerships in the 

Histories town. 
The prospect was 


a 60-year-old farmer about 10 
miles from town. Jack knew him 
well and always stopped by to 
shoot the breeze with him. 

The farmer complained to Jack 
that “a lot of those other fellers 
stop by, too, and beg me to buy 
a car, but by gosh I don’t like 
for anyone to beg me for any- 
thing!” 

Jack had been warned several 


He figured that if the farmer 
did not like anyone to ask him 
to buy a car, then he wouldn’t 
ask him to buy or trade either! 

Jack kept stopping at the 
farmer’s place. He would talk 
about everything under the sun 
except cars. But he always man- 
aged to drive the car into the 
yard and park it in such a way 
it would be seen to best advan- 


* * * 


CE or twice Jack noticed 
the farmer looking covertly 


Leiphart Elected President 


Of Toledo Auto Dealers 


TOLEDO.—E, Henry Leiphart 
has been elected president of the 
Toledo Automobile Dealers Assn. 
Other new officers are: 


patterned after a similar operation in New York. As a requisite of his Fiat franchise, times by his fellow salesmen 


fo the dealership and teaches his fellow workers. 


Axlee and Brakes for Commercial Vehicles 


~ Rockwell Spring and Axte bo 


TIMKEN-DETROIT HEAVY-DUTY DOUBLE-REDUCTION TANDEMS 





\ 


GIVE YOU PAYLOAD LEADERSHIP! 


Ability to take the toughest going and still deliver 
the load on time has helped make these rugged 
tandems the number one choice with operators of 
heavy-duty vehicles. These tandems give you the 
big advantages of long trouble-free service, eco- 
nomical performance and utmost dependability. 


Here are a few of the features developed in fa- 
mous Timken-Detroit Tandem Drive Units— 


“Cradle Ride’ Suspension . . . free ends of long, re- 
silient springs float in axle spring guide brackets. This 
permits axles to articulate freely, adjusting themselves 
to road irregularities. Floating springs cradle the ve- 
hicle, materially reducing road shock and eliminating 
source of vehicle flutter. “Cradle Ride” suspension sta- 
bilizes the load, permits easy, restful driving . . . im- 
proves driver control and safety. Driving and braking 
forces are transmitted only through torque rods. 

Hypoid Gears with their larger pinions and greater 
tooth contact give you outstanding performance, top 
efficiency and long life— plus lower maintenance costs. 
Inter-Axle Differential divides torque evenly between 


axles . . . yet permits wheels of one axle to turn faster 
or slower than wheels of the other axle. This means 
both axles are always doing equal amounts of work. 
Driving parts and tires last longer. Controlled from the 
cab, differential can be locked out at any speed to give 
positive through drive. 

Rectangular Shaped Axle Housings are forged from 
high carbon steel. This rectangular shape, combined 
with full strength corner sections, provides the great- 
est strength possible with minimum weight and size. 
Famous Torsion Flow Axle Shafts are made even 
stronger through the use of more splines and greater 
root and body diameter. 

Dependable Heavy Duty ’’P”’ Series Air Brakes with 
unit-mounted design make a compact self-contained 
assembly. Temperatures are lower and liner life is 
longer because of open type spiders. Tapered “Econo- 
liners” provide greatest thickness in area of greatest 
wear. 

Unequaled parts interchangeability gives you more 
time on the road—reduces parts inventory—speeds serv- 
ice. Parts are standard items readily available. 


©1957, RS&A Company 


James E. Cobley, first vice-presi- 
each dealer must send his service manager to the school to learn Fiat's methods of| that the farmer was tough to | dent; John J. Grimley, second vice- 
service and repair. The course lasts about a week, after which the student returns crack and could not be sold. president and Edward P. Trepin- 
So Jack took up the challenge. | ski, secretary-treasurer. 










































at the car — he looked when he 
thought Jack didn’t notice. But 
Jack did—elatedly. Once or twice 
Jack actually saw a gleam of 
interest in the farmer’s eyes. 

Jack talked to the farmer about 
crops, went to the pen to look at 
the hogs, noticed the cattle, ad- 
mired the growing wheat and 
corn. 

“You know, Jack,” the farmer 
said one day, “there is one 
thing I like about you and that 
is you never ask me to buy a 
car.” 

“Well, Tom,” Jack said, “I 
think that’s your own business if 
you want to buy or not.” 

“Yep, that’s exactly what I 
think,” Tom said emphatically. 

Jack kept going on his rounds 
into the country five days a week 
and always stopped in to see 
Tom. This went on for a year — 
and still no trade. And still Jack 
didn’t mention about car buying 
to Tom. 


: + * 
— one day the farmer came 
into the dealership with 
another farmer — a neighbor of 
his. “Just to kill time,” he told 
Jack who had the floor that day. 

Jack talked to the other farmer 
who wanted to look things over 
and see what Jack would offer 
him for his old jalopy on a new 
car. 

In the meantime, Tom looked 
around, too, rather bored it ap- 
peared. 

The other farmer finally said he 
would trade and the papers were 
made out. When it was time to 
go, Tom started to leave with his 
farmer neighbor. 

Jack could contain himself no 
longer. He blurted out: 

“Say, Tom, how about signing 
you up for a new car today.” 

Jack held his breath. Tom 
looked at him for five long sec- 
onds, then shouted: 

“Well, git to writin!” What the 
hell yuh waitin fer!” 


Curbs on Dealer Plates 


Are Lifted in California 

SACRAMENTO, Calif.—The Cali- 
fornia Vehicle Code has been 
amended to allow California dealers 
and manufacturers to use their 
dealer and manufacturer plates for 
vehicles they have for sale without 
restrictions. 

Under the amendment the de- 
partment considers the dealer and 
manufacturer plates the same as a 
regular registration. Other states 
have been asked to grant the same 
privileges to vehicles operated on 
these plates as they do to regularly 
registered California vehicles. 
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HOTEL AND CLUB 


but those who de... say 
i's TOPS 
among the world's resorts 
BOCA RATON, FLORIDA 


STUART L. MOORE, PRESIDENT 
ROBERT B. LEGGETT, MANAGER 
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New wide range of prices — starts close to the lowest. rirEsweEeP — big-value leader for 1958. FIREDOME — medium-priced pacemaker. FUREFLITE — the ultimate in luxury. 
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Fireflite 2-door Sportsman by De Soto 
Clothes by L. Magnin 
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ei ) the flight- Weep styling of the fucure — 
functional outside, #3 Maeious and modern inside. 
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Here is the power of the ‘tur : — a new De Soto engine of 
advanced design. Quiet, é¢onomical and powerful, it brings 
a new smoothness to driving. 


Here is the ride of the future — new Torsion-Aire is air- 
borne smooth, with unrivaled roadability. No extra cost! 


Here is the convenience of the future — driving is push- 
button simple; parking is fingertip easy. 
Get a glimpse of the future at your De Soto dealer’s today. 


De Soto Division, Chrysler Corporation 
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ANDERSON, Ind.—Employes of 
Delco-Remy division of General 
Motors have been paid $1 million 
for suggestions on improvements 
of plant operations since GM 
launched the plan in 1942, 

B. L. Stewart, divisional director 
of personnel, said that in reaching 
the milestone Delco-Remy employes 
have submitted a total of 77,638 
suggestions during the 15-year 
period. Of this number 17,185—or 
nearly one out of four—has been 
put into operation. 

+ + * 


White Service Center in Texas— 


The White Truck Service Center, Odessa, Tex., opened by West Texas White Truck 
Equipment Co., provides truck operators in the area with modern and complete 
service and sales facilities. Located on three acres, the $100,000 plant provides 
spacious shop area with multiple openings and enough room to handle the largest 
tractor-trailers on a drive-through basis. L. G. Jackson is president. 





Bennett Pump Completes 
Work on New Warehouse 


MUSKEGON, Mich—A 30,000- 
square-foot steel and concrete 
warehouse has been completed by 
Bennett Pump division of John 
Wood Co. at Muskegon, according 
to S. K, Makemson, general sales 





NEW ARMSTRONG TIRE 


ROLLS 114.000 MI 


sn co 





Auto World in Brief 





manager. The building, an ex- 
tension of the firm’s manufactur-’ 
ing operations, receives finished 
products directly from produc- 
tion lines. 

Makemson said the structure 
contains modern material-han- 
dling equipment, dock elevators 
for efficient handling of heavy 
shipments and colored translu- 
cent window panels to minimize 
glare. 


* * * 


Houdaille Establishes 


Tool Firm in Canada 


BUFFALO.—Ralph F. Peo, chair- 
man and president of Houdaille In- 
dustries, Inc., has announced for- 
mation of Strippit Tool & Machine 
Limited in Brampton, Canada. 


and allied automatic equipment 
in sheet metals 


used principally 
fabrication. inde ae 
Rollins Leasing Acquires 

Daly Rental, Pascal System 


WILMINGTON, Del.— Rollins 
Leasing Corp. has acquired the 
lease vehicles and accounts of 
Daly Rental Service, Philadelphia, 
and Pascal System, Inc., Los An- 
geles. 

Rollins Charge-A-Car Corp., a 
subsidiary, has acquired the daily 
rental business of Pascal System 
in Los Angeles. 


* * + 


Westinghouse to Build 
Plant in Pennsylvania 


PITTSBURGH. — Westinghouse 


Electric Corp. has announced plans 
for construction of a plant in Glass- 


port, 


Pa., for its manufacturing 
and repair division. 
W. T. Pitzer, regional manager 


of the division, said construction 
should begin about Dec. 1 and be 
completed late in 1958, R. L. Bo- 
gardus, 
operations, 


plant manager of repair 
will manage the new 


The new unit in Houdaille’s group plant. 


of diversified industries will manu- 
facture design punches and dies 


BEFORE 
FIRST 
e RECAP ! 


ment International, C.A., 
owned subsidiary of Clark Equip- 
ment Co., has 
France, Germany and England to 
manufacture its complete line of 
Clark-Torcon torque converters. 


Rolling doesn’t wear off rubber — scuffing does. Armstrong’s 
new design checks scuffing, gives phenomenal mileage. 


“114,000 miles over rugged Maine roads — 
and still good for a lot more!” That’s typical 
of letters in our files testifying to the amaz- 
ing miledge Armstrong’s new Miracle S-D 
Tires run up — because they “kiss the road”. 

Tire engineers have long known that so 
long as a tire rolls freely, tread wear is neg- 
ligible. But when design causes rubber to be 
dragged, even a fraction of an inch, scuffing 
causes rapid wear. 


Miracle S-D Armstrong Tires lick scuff- 
ing two exclusive, patented ways. Interlock- 
ing sipes let the tread kiss the road hello and 
goodbye. And intratread bumpers (see dia- 
gram) permit deep-tread ribs that can’t 
weave. Traction goes sharply UP; scuffing, 
slipping and skidding go sharply DOWN. 
Run your own test on these new tires that 
“kiss the road” — and revise your ideas of 
how long over-the-road tires can last. 


ARMSTRONG ~““<oTRUCK TIRES 


The Armstrong Rubber Co., Home Office, West Haven, Conn. 


Exclusive interlocking sipes 
grip road in all direction, yet 
“kiss” the road and leave it 
without fore-and-aft scuffing. 


G 


Exclusive intratread 
bumpers prevent deep tread 
from weaving under load or 
braking pressure, greatly re- 
duce side-to-side scuffing. 





* * + 


Kentucky Clerks’ Support 


Sought for Centralized Titles 


LOUISVILLE. — Backers of a 
proposed central title law in Ken- 
tucky will seek endorsement of 
the law at a special meeting of 
the Kentucky County Clerks 
Assn. 

The proposed law would cen- 
tralize all title records in Frank- 
fort but would leave the county 
clerks in charge of receiving ap- 
plications and collecting fees. In 
the past, clerks have opposed 
centralization out of fear that 
such a system would cut into 
their fees. 

> : = 
Cash for College 
LOUISVILLE.—V. V. Cooke sr. 


Louisville new-car dealer, has 
pledged $250,000 to the building 
fund of a new Baptist college here. 


Voyles Joins Sledge 
LOUISVILLE.—G. W. Voyles has 


joined Sledge Pontiac, Inc., Jeffer- 
sonville, as assistant general man- 
ager and sales manager. He had 
been a salesman for Cooke Pontiac 
Co. here. 


o * 


B-O-P Plant Cited 
KANSAS CITY.—The Buick- 


Oldsmobile-Pontiac assembly plant 
here has been awarded a certificate 
stating it maintains a health serv- 
ice meeting professional standards 
set by the Occupational Health 
Institute. 


Licensed by Clark 


BUCHANAN, Mich.—Clark Equip- 
wholly 


licensed firms in 


* * * 


Young Heads New District 
NEW YORK.— Commercial Sol- 


vents Corp. announces the opening 
of a district office at 344 Williams 
St. N. W., Atlanta. T. Austin 
Young has been appointed district 
manager. 


* * * 


Davey Compressor Names 
3 Sales Representatives 


KENT, O. — Davey Compressor 


Co, has named three new automo- 
tive sales representatives for its 


line of rotary air compressors. 
They are: 


Rye Beach, N. H. (Maine, 


Conn. 
and Western Massachusetts). 
* * * 


Bendix Aviation Buys 
Share of Poroloy Equipment 


DETROIT. — Bendix Aviation 
Corp. has purchased from National- 
Niles, Mich., the 
latter’s interest in Poroloy Equip- 
ment, Inc., Van Nuys, Calif., manu- 
facturer of metals that “breathe” 


Standard Co., 


and filter. 


The California firm was started 
in 1953 by a group of engineers who 


(Continued on Page 45, Col. 1) 


Harry D. Smith As- 
sociates, Chicago (Chicago and St. 
Louis areas); R. T. Loosemore jr. 
New 
Hampshire and Eastern Massachu- 
setts), and R. R. Watson, Meriden, 
(Rhode Island, Connecticut 


: 
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Commercial Car News 


A Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 
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eo of the good signs in the 
truck business that is coming 
to light today is that more and 
more dealers, and equipment dis- 
tributors, are becoming profit- 
conscious. 

For several years now, both have 
allowed themselves to be shoved 
into a “give-away” position by 
smart buyers who will go to any 
length to get the “low dollar” or 
ambitious competition that either 
doesn’t know its costs or is selling 
an inferior product. 

This feeling of being dissatisfied 
with doing business on “split prof- 
its” was very much in evidence at 
the 10th annual convention of the 
Truck Body and Equipment Assn. 
in Atlanta. 

It is also being brought forcibly 
te our attention by dealer groups 
and vehicle manufacturers as 
well as body and equipment 
makers and outlets. 

For instance, because I stepped 
into a bad school-bus buying situ- 
ation a couple of years ago and 
wrote a story on what was happen- 
ing that helped a little to clear up 
a nasty situation, I am now being 
invited to do something about the 
bus-buying activities of two other 
states. 

For instance, both vehicle dealers 
and manufacturers are thoroughly 
worked up over the situation that 
exists in Texas on school-bus pur- 
chasing. 

According to the vehicle dealers, 
they are being “squeezed” out of 
Texas school bus purchases. They 
don't come right out and say there 
is a skunk in this woodpile but 
they do claim there is a very pe- 
culiar odor surrounding the entire 
school-bus purchasing deal in that 
state. 


* + > 


Little Interest Shown 


E of the top men in the Texas 
Board of Control] in Austin, 
who has much to do with the pur- 
chasing of school buses for the 
various schoo] districts, claims that 
neither the vehicle manufacturers 
nor their dealers are showing any 
great interest in bidding on the 
state’s student-transportation units. 
If the claims of the dealers and 
vehicle makers are true, and I have 
no reason to doubt them, I wonder 
why any dealer or vehicle maker 
would even make a bid. One can’t 
(Continued on Page 32, Col. 1) 





Top Trucks 


New-truck registrations for 
eight months, plus 87 States for 


September: 

1957 Pos. Make 1956 Pos. 
1—215,761 Chev. 218,746— 1 
2—199,305 Ford 194,746— 2 
3— 68,681 Internat’l 79,636— 3 
4— 45,390 GMC 61,265— 4 
5— 34,4438 Dodge 42,161— 5 
6— 15,282 Willys 15,666— 6 
i— 9,627 White 11,446— 7 
8s— 9,600 Mack 9,571— 8 
9— 5,092 Stude. 6,915— 9 

10— 2,484 Diamond T 2,931—10 

li— 1,637 Reo 2,176—11 

12— 488 Brockway 679—12 

13,623 Misc. 8,033 
Total All Makes 
62,613 653,971 


Further details on Page 52. 
hc 


Double Cab with Pickup— 





Shown here is the Tempo Matador Double Cab with pickup, manufactured by 
Tempo Works, Hamburg, West Germany. Ideal for a variety of maintenance jobs that 
require large service crew, the Tempo features front wheel drive, 25 miles per 
galion economy, full 180-degree driver vision and a 52 British horsepower Austin A-50 
engine. Double Cab accommodates a service crew of six. U. S. distributors are the 
Fadex Commercial Corp., 487 Park Ave., New York 22, N. Y., and Fadex Western 
Motors, Inc., 519 W. Fifteenth St., Long Beach, Calif. 





Month’s New-Truck Sales 
Fall 3.48% to 77,053 Units 


By Kenneth C. Kelley Jr. 
Staff Writer 
A= a one-month upturn, new- 
truck registrations slumped 
again in August to 77,053 units. 

The total was 2,778 units (3.48 
percent) less than the number sold 
in August, 1956, and 2,064 units 
(2.61 percent) less than the total 
for July of this year, according to 
data from R,. L. Polk & Co. 

Registrations in July showed an 
increase over the same month of 
the previous year for the first 
time in 13 months but the gain 
proved to be a temporary reverse 
in the decline in truck sales. 

For 1957 to date, truck sales have 
amounted to 578,982 units, 5.59 per- 
cent less than the 613,242 units sold 
in the first eight months of 1956. 

> = 7 
Witt the exception of GMC and 
Dodge, all makers showed 
fewer sales in August. Here are 
the August totals by producer, 
compared with their July totals: 


August July 

Chevrolet 27409 27,725 
Ford 24,442 25,600 
International 8,397 9,281 
GMC 5,341 5,292 
Dodge 4,096 4,015 
Willys 1,726 1,806 
Mack 1,171 1,257 
White 11544 1,165 
Studebaker 506 540 
Diamond T 305 308 
Reo 157 190 
Brockway 55 57 
Miscellaneous 1,794 1,881 
Total 77,053 79,117 


Despite reduced sales, Chevrolet 
was able to remain in first place in 
truck sales. Chevrolet has held that 
position for all of this year with 
the exception of April and May, 
when Ford was first. 

The August showing kept Chev- 
rolet in first place for the year to 
date, although Ford is a closer 
second than it was at this time 
last year. 

For the first eight months, Chev- 
rolet obtained 34.71 percent of the 
market with 200,974 registrations, 
a gain of 1.21 percentage points 
over its 1956 showing. 


* x * 


Ford Gains 2.25 Percent 


KX TERMS of percent of the mar- 
ket, Ford has scored ever wider 
| gains. Sales now total 185,593 units, 
| equal to 32.05 percent of the market 
jand good for a gain of 2.25 per- 
| centage points over its 1956 record. 
International and GMC have 


lost just about as much of the 
market as Ford and Chevrolet 
have picked up this year. 

International has lost 1.19 per- 
centage points with 63,233 units 
(10.92 percent) sold. GMC sales 
amount to 42,680 units, good for 
7.37 percent or a loss of 2.02 per- 
centage points. 

Besides Chevrolet and Ford, only 
Willys, Mack and the miscellaneous 
group have gained more of the 
market so far this year. 

> - > 


Miscellaneous Group Up 


|= miscellaneous group jumped 
to 12,659 registrations, equal to 
2.19 percent of the market and a 
gain of .96 percent over last year. 

The 14,238 units sold by Willys 
amounted to 2.46 percent of the 
market and an increase of .11 
percent. Mack gained .09 percent 
to 1.55 percent with 8,995 registra- 
tions. 

Six other manufacturers obtained 
smaller slices of the market in the 
first eight months of this year. 
They are: 

Dodge, 32,342 units sold, 5.59 per- 

(Continued on Page 34, Col, 1) 


How T. Fared ... 


Distribution Setup 
In Equipment Field 
Is Facing Changes 


7 Chevrolet, Dodge and Ford now active in the heavy- 
duty truck business as well as in the lighter models, 
there seems to be no question in the minds of most truck 
men but that some rearranging of distribution and other 
factors that up to now have controlled the flow of bodies 


and truck equipment to the?— 


ultimate user will have to 
take place. 

One move which caused consider- 
able discussion at the recent Truck 
Body & Equipment Assn. conven- 
tion in Atlanta is Dodge’s opening 
of the eight “modification centers” 
and the statement that the com- 
pany intends to add another 18 
such facilities soon. 

What really touched off the 
discussion was the statement that 
Dodge would not object if these 

centers entered into franchise 
agreements with body and equip- 


the loss of some business from 
other truck dealers in the area 
who would not buy from or 
through a competitive dealer. 


In some cases of course, taking 
on a truck dealer as an outlet was 
almost a desperation move. The 
body or equipment maker could not 
get other independent representa- 
tion of equal status and would 


| rather take the risk than set up his 


ment makers to act as distribu- 


tors for these products in addi- 
tion to acting as both retail and 

wholesale Dodge truck dealers. 

This would be contrary to an 
earlier TBEA resolution which 
strongly recommends that body and 
equipment makers should not issue 
distribution franchises to vehicle 
dealers. 

While truck dealers here and 
there long have held such distribut- 
ing franchises with various truck 
body and equipment manufacturers, 
the practice has not been general 
with any group of dealers repre- 
senting one line of trucks. 

> ” > 


A New Trend? 


N MOST cases where a truck 

dealer has taken on such dis- 
tributing franchises, it has been 
because he was a large operator 
and was doing a volume business 
in types of trucks that made it ad- 
vantageous for him to represent 
certain lines of equipment or bodies. 


In most of these cases, the 
amount of business offered the 
body or equipment manufacturer 
was sufficient to warrant the 
equipment maker to tie up a cer- 
tain amount of territory and risk 


Commercial Car Registrations 


By Makes 


First Eight Months, 1957-56 


First Percent Percent 
8 Months, Share of Share of 
1956 1967 1956 


205,446 34.71 33.50 
182,737 32.05 29.80 
74,262 10.92 
57,591 737 
39,704 5.59 
14,400 2.46 
10,610 
8,965 
6,554 
2,762 
2,026 
663 
7,522 


9.39 
2.35 


1.55 1.46 


+ .09 
- 
— 
— 06 
— 23 
+ 96 


45 
-33 
-ll 
1.23 
100.00 


613,242 100.00 


“White includes Autocar, Freightliner and Sterling. 


**Miscellaneous includes Corbitt, Divco, 
Marmon-Herrington, Peterbilt, etc. 


Federal, Four Wheel Drive, Kenworth, 


—Compiled from R. L. Polk & Co. data. 








own branch operation or not be 
represented. 
The Dodge deal, however, indi- 
cates a possible new trend in truck 
(Continued on Page 30, Col. 1) 


Accented Styling 
Seen for Trucks 


Profit-Making Units 
To Remain Chief Goal 


ETROIT. — Improved styling of 
trucks is really “just beginning” 
but all changes will be overshad- 
owed by a realization that the 
truck buyer is purchasing equip- 


/ment that must earn him a profit. 


That observation was made by 
Theodore Ornas, chief styling en- 
gineer in the advanced-engineering 
group of International Harvester's 
truck division. 

It was included in a paper pre- 
pared for the 12th annual conven- 
tion of the American Society of 
Body Engineers here. 

Willys P. Wagner, executive 
stylist in the Ford truck-exterior 
studio, told how improved appear- 
ance had been accomplished with- 
out forcing the truck buyer to 
pay more for ornamentation. 

Ornas traced the development of 
early trucks as unattractive but 
functional equipment and observed 
that even the models of the 1930s 
had only modest styling. 

Trucks do not have to be ugly 
in order to be functional, he said. 
“In general, I believe the same na- 
tural tendencies that motivate 
man’s desire for attractive personal 
goods will also prompt him to pre- 
fer an attractive truck.” 

* * 7 
IHE rise of the truck driver as 
“a skilled and responsible per- 
son, in most cases a trained pro- 
fessional” has led to consideration 
of the driver in styling plans. 

The driver is used to a certain 
standard of living both at home 
and on the job and the truck owner 
must keep this in mind when buy- 
ing equipment, if he is going to 
keep qualified drivers, Ornas said. 

He added that styling changes 
will be influenced by balancing the 
advantages and expenses of bring- 
ing out a new model. Truck owners 
are inclined to a limited degree to 
“keep up with the times” so intro- 

(Continued on Page 34, Col. 1) 


Truck New Products 
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In Body-Equipment Field ... 


Distribution Setup May Change 


(Continued from Page 29) 


merchandising by a major company 
with a national dealer body and a 
company that does not have branch 
house representation. 

If it is successful—and Dodge’s 
plan to expand this type of distri- 
bution seems to indicate that it has 
been thus far—this trend poses a 
problem for many body and equip- 


ment makers. 
+ 


* * 


The Harvester System 


I’ THE Dodge program continues 
to be successful and results in a 
substantial increase in Dodge truck 
sales due to the availability factor 
which this operation gives dealers 
at some distance from the factory, 
it is quite likely that this plan or 
some similar plan may be followed 
by the other mass truck marketers. 

International Harvester has been | 
utilizing “modification centers” for 
gome time. While the company has 





only four at present, it also has the 
advantage of operating direct fac-| 


tory branches in practically every 
key transportation center of the 
country. 

Not too much attention has 
been paid to these Harvester 
points because of Harvester’s 
method of handling many of the 
major lines of equipment. It has 





Excel Gets Army Order 


For 307 Utility Bodies 


DURANT, Okla. — Excel Body 
Corp., manufacturer of school bus 
bodies and utility bodies, has been 
awarded an Army contract to man- 
ufacture 307 utility bodies to fit the 
three-quarter-ton Ford and Chev- 
rolet chassis. 

The utility trucks will be deliv- 
ered to some 50 Army posts 
throughout the world. One-hun- 
dred-and-two trucks are to be com- 
pleted 60 days after the award date, 
with the remainder to be com- 
pleted in two additional 30-day 
intervals. 


its own Truck Engineering Co. 
located near the Fort Wayne 
(Ind.) plant which acts as an 
equipment distributor for some 
items, makes some items itself 
and mounts others that the fac- 
tory does not care to mount on 
the production line. 


Harvester branch managers claim 
that they get as much or more 
business from local distributors on 
some of the lines as they get from 
Truck Engineering Co. 

Which again proves that there is 
no price substitute for good sales- 
manship. 

If the local distributor has done 
a good job of selling a certain piece 
of equipment in his area, the 
chances of the buyer demanding 
that equipment — regardless of 
which chassis he buys—will bring 
the business to him in the majority 


of cases. 
aa + 


A Problem Arises 


HE real threat in the Dodge 
program, as far as the body and 


equipment makers are concerned, | that distributor would not partici« 


is that it may upset current manu- 
facturer-distributor relationships. 

A franchised distributor in a 
modification - center city might 
make a deal with the Dodge dealer 
running the center to sell and 
mount his line of bodies and equip- 
ment on the trucks that are or- 
dered by Dodge dealers in the 
outlying area served by the modi- 
fication center. 

In such a case, a distributor 
might sell and mount several 
items on a truck that was sold 
by a Dodge dealer hundreds of 
miles away and whose dealer- 
ship was in the territory of a dif- 
ferent distributor for the same 
lines of bodies and equipment. 

In that case the local distributor 
would be acting in good faith in 
selling the items to the Dodge 
dealer in his home city and give 
this Dodge dealer the truck dealer 
price. 

Inasmuch as each dealer operat- 
ing a modification center is also a 
Dodge retail dealer, the distributor 
might not know who the buyer of 
the truck was or where the buyer 
was located. Yet the items mounted 
on this truck could end up in an- 
other distributor’s territory, and 








full vision and then locked in permanent position. 


“THE STRADDLER’”’ FITS ALL CARS 
Straddles 1957 Ford, Chevrolet, Mercury and other fender beads 
- +. also... 1958 Edsel 


© The adjustable legs will conform to any and all fender 
and body curvatures of any year model car, right or 













left side. 


The last word in modern design of a mirror to fit all cars and conform to 
the jet action streamline effect offered by the car manufacturer. It is orna- 
mental and functional. The 3" x 5" hooded mirror can be adjusted to driver's 


© Mirror constructed of non-corrosive, high-pressure die 
casting, copper, nickel and chrome plated, utilizing 
stainless steel screws in body mounting. 


© Mirror can be installed without any disassembly of 


parts. Mounted in a jiffy with two screws. 


Oe 


i 





| dealers realize that price alone is 


;}sound salesmanship and a_ thor- 


Warranty Problem 
| y= ALSO was evident at the TBEA 
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pate in the deal. 
Again it points up the need for 
better and more intensive selling, 
+ ~ * 
Disturbing Factor 
ly MAY also point up a situation 
that may have to be reckoneg 
with by manufacturers of bodieg 
and truck equipment in their deaj. 
ings with their own distributors, 
This might turn out to be the 
most disturbing factor in the pro 
lems that are presented by thig 
Dodge truck development. 

Each Dodge dealer is an inde 
pendent businessman and it is. 
likely that many of the dealers 
running the modification centers 
will not want to add the head.” 
aches of truck equipment and” 
body distribution to their prime 
job of selling Dodge trucks. 
This would be especially true if 

the body and equipment makers de 
mand that if a dealer takes on 
line he must carry a stock of parts 
and be responsible for service om 
the product wherever it is sold. 7 
These dealers are independent 
merchants, and Dodge cannot inf 
ence them in any way as to ho 
they should conduct that part ¢ 
their business that is not strictly 
Dodge business. 
> 
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Chevrolet’s Multistop 


ANOTHER incident that cause 
considerable discussion at 
TBEA convention was the am 
nouncement that Chevrolet 
going to market this year a multi- 
stop job complete under the Chey- 
rolet name. ; 

The body builders who have been 
doing business with Chevrolet and 
Chevrolet dealers over the yea 
appreciate that this move was 
result of dealer pressure for a price 
job in this field. 

However Chevrolet does not in- 
tend to concentrate its entire sell- 
ing effort on this one unit as is 
done by one of the other large 
truck builders. Instead, Chevrolet 
will continue to “stockpile” at 
various body company plants as 
it has in the past to provide avail- 
ability for the dealers who sell 
other makes of multistop bodies 
on Chevrolet chassis. 

Chevrolet hopes body distributors 
in the multistop field will continue 
to sell their bodies to go on Chevro- 
let chassis just as they have in the 
past. It intends to give these dis 
tributors the same type of coopera. | 
tion it always has. 

Chevrolet truck executives and 


not sufficient, in a large number of 
cases, to sell this type of unit, es 
pecially in the initial sale. It takes 


ough knowledge of multistop opera- 

tion to sell these bodies, and Chev- 

rolet will continue to welcome all 

the aid that body distributors can 

give its dealers around the nation. 
> > . 


convention that a clarification 
of factory warranty policy is needed 
between the truck makers and the 
makers and distributors of many 
types of equipment that have to be 
“built into” the heavy-duty chassis. 

While it always has been the 
policy of the larger truck makers 
especially to stand behind their 
product in the hands of the user, 
they cannot “take it on the nose” 
for installations that provide 
greater load capacity than the 
truck is designed to carry or 
handle. 

When trouble develops in jobs 
that have been altered by the addi- 
tion of certain types of equipment, 
far too many dealers will walk 
away from the problem under the 
guise that the truck factory war- 
ranty has been abrogated by the 
addition of the equipment. In many 
cases this causes undue hardship | 
- B gs buyer who bought in good 


New Jersey Increases “ 


Truck Length to 50 Feet — 

TRENTON, N. J.—Under a new 
State law, the maximum length of 
tractor-semitrailer combinations has 
been increased from 45 to 50 feet. 
The law also contains two weight 
provisions. 

One permits the driver to drive 
his truck to and from the scale to 
check its weight without fear of 
violation, and the other allows load 
shifting if an examiner finds that” 
the vehicle is legal on the gross — 
but overweight on an axle. 
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Assure 
non-slip customer confidence 
in you and the cars you sell 


—DELIVER YOUR CARS FACTORY-EQUIPPED 
with the ORIGINAL NON-SLIP DIFFERENTIAL 


STOPS DANGEROUS SLIP STOPS DANGEROUS SLIDE STOPS DANGEROUS SWERVE 
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Non-Slip Differentials are offered in most 1958 cars Here’s why: 
under several different names. But whatever they are Non-Slip Differentials end slipping, sliding and get- 
called in the car you sell, Non-Slip Differentials are the ting stuck in mud or sand if either rear wheel can 
most impressive car-selling and good-will building catch hold. 
demonstration devices you have had in a long, long 


Non-Slip Differentials end slipping on ice or wet 
time! 


hills and pavements if either wheel can catch hold. 
Non-Slip Differentials end dangerous swerve and 
unbalance resulting from “wild wheel” hop and spin 
on rough, bumpy: roads. 


Non-Slip Differentials will make the cars you sell 
perform better in amy weather . . . will keep your car 
buyers from being dangerously ‘‘ditched,’’ im- 
mobilized or stalled under a wide variety of driving 
conditions. 


Non-Slip Differentials will keep your cars moving 
off the floor . . . will keep them moving on the highway 

.. will keep your customers happy with you and the 
cars you sell them. 

Specify that your 1958 cars be delivered factory- 
equipped with the revolutionary Non-Slip Differential 


—for non-slip customer confidence in you. 


DANA CORPORATION 


TOLEDO 1, OHIO 
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It’s roaring into tomorrow with new 
plans...new energy...all on top of 
what the Brockway name has come to 
mean...a proven truck, custom-built 
to meet individual requirements. 














BROCKWAY MOTOR TRUCKS, 


OIVISTON OF MACK TRUCKS. INC. 


CORTLAND, 
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Truckin . 
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be wildly enthusiastic about bidding 
for business that shows no profit. 
Dealers claim that body makers 
pit one dealer against another to 
get the lowest possible price on 
the chassis so that they can 
enter a low complete-bus bid. 
They also claim that although 
the state is supposed to ask for 
bids on bodies only, chassis only 
and complete buses, their bids on 
chassis only are never considered. 
They further claim that the body 
makers will not quote them a price 
on school-bus bodies that is suffi- 
ciently competitive so they can bid 
on the complete bus. 
> > * 
A Very Long Chance 
_—— further say that, unless 
there is a chance to make a 
legitimate profit on the business, 
any dealer is taking a very long 


‘chance on bidding as the trades 


offered by the state are usually 
extremely rough. The buses offered 
on practically every deal are usu- 


i tte Beat BE 


Wagner Straight-Air Brake actuating systems give cam 
type foundation brakes the ability to make quick, safe 
stops—completely controlled by the driver. They are 
furnished plenty of air at all times by the Wagner 
Rotary Air Compressor. The actuating units and appli- 
cation valves are positive in operation—performance- 
proved on many thousands of installations. 

Wagner Air Brakes are the product of more than thirty 
years of brake engineering experience—gained in the 
manufacture of brake systems and brake parts for the 
automotive industry. This is your assurance that when 
you equip your trucks with Wagner Air Brakes you 
not only reduce brake maintenance costs, but you also 
add safety to the vehicles you operate. 


Get all the facts on the Rotary Compressor and other 
, features that make Wagner Straight-Air Systems so 
dependable and so safe. Write for your free copy of 
Catalog KU-201—it gives all the facts you should 
know about Wagner Air Brake Systems. And remember, 
when ordering new equipment, be sure to specify 


Wagner Air Brakes. 
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ally so badly beaten up that there 
is actually very little worth in them 
except as candidates for the iron 
yard. 

They wonder how Texas officials 
can resolve the attitude that they 
are saving the taxpayers money by 
the method they currently use and 
yet make it impossible for Texas 
dealers to make even a normal 
handling charge on the sale. 

If Texas truck dealers or equip- 
ment distributors did not pay 
their taxes each year, the State 
would take harsh measures to 
make them pay. 

Perhaps now is a good time for 
the dealers and distributors in that 
state and other states like North 
Carolina and Pennsylvania where 
both dealers and distributors claim 
the going is also pretty rough to 
just stop bidding on state business 
for one year. 

These states must have pupil 
transportation and will pay a legit- 
imate price for the equipment if 





they. are not offered vehicles or 
bodies at the “no-profit” bids that 
are now being offered. 

= * * 


Few Convention Sites 


_ Truck Body and Equipment 
Assn. has now reached the 
point where it, like NADA, ATA 
and the ASI, will be limited to a 
very few cities where it can hold 
its future conventions. 

It was with this in mind that the 
board of directors selected Atlantic 
City for their next year’s meeting. 

The announcement at this 
year’s convention got a very ad- 
verse reception from exhibitors 
and delegates as well. Neither 
seemed to feel that Atlantic City 
has much to offer even though it 
is not too badly located in its 
closeness to a great number of 
distributors and truck dealers. 

Since the exhibit will be held in 
the headquarters hotel and not on 
the pier, the exhibitors won’t have 
to fear the excessive costs that 
turned the ASI away from the 
“Boardwalk” city. And, being held 
in the fall, there should not be too 
many “outside” attractions to take 
the delegates’ minds off the con- 
vention. 

At the ATA convention in Chi- 
cago, one of my good friends in 


Wagner Electric 





Diamond T Airlift— 


One of the most talked about attrac- 
tions of the American Trucking Assns. 
Convention in Chicogo was Diamond T's 
“Magic Carpet” helicopter airlift. Two 
helicopters were kept busy shuttling con- 
vention visitors to and from the Diamond 
T factory. 


this business told me he was going 
to resign and try to get some fun 
out of life while he could still enjoy 
it. 


This guy, Pete Moulder, who 





features include: 


WAGNER ROTARY AIR COMPRESSOR — provides 
on abundance of air at all times. Its cool 
operation prevents carbon formation in air 
lines. Uniform torque load and smooth opera- 
tion with moderate stresses assure long com- 
pressor life and long belt life. 


WAGNER BRAKE CHAMBERS —have diaphragms 
of neoprene rubber bonded to high-tensile- 
strength nylon fabric for superior oil resistance 
and maximum strength and flexibility. Avail- 
able with or without push-rod seal. All brake 
chamber parts are of corrosion-resistant 
material, or are plated to prevent rusting. 
Wagner Brake Chambers are interchangeable 
with all clamp type and bolt type units 
equipped with standard mounting studs, re- 
gardiess of make. 


WAGNER MOISTURE EJECTION VALVE— automati- 
cally keeps air reservoirs clean and dry by 
ejecting accumulated moisture with each aver- 
age brake application—without causing a 
noticeable drop in tank pressure. 


kS7-6 
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6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A, 
(Branches in principal cities in U.S. and in Canada) 





LOCKHEED HYDRAULIC BRAKE PARTS and FLUID * NoRol * CoMaX BRAKE LINING * AIR BRAKES © AIR HORNS * TACHOGRAPHS * ELECTRIC MOTORS © TRANSFORMERS ° INDUSTRIAL BRAKES 
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worked his way up through the 
International Harvester Company 
to become its president, officially 
retired from Harvester as of Oct, 
17. 

I knew Pete when he did not 
have a title that meant too much 
in the truck business. At that time 
he was manager of the truck-sales 
group for Harvester and Bill Schu- 
macher was his assistant. 

aa * + 


First General Manager 


H® BECAME the first general 
manager of the truck division 
when that division was created to 
give trucks a better status in Har- 
vester’s manifold operations, He 
was elevated to the presidency of 
the company, the first truck man to 
hold that office, in May, 1956. 

And right here I want to say 
one thing for this Harvester crowd 
and Pete, in particular: Harvester 
men continue to be the same right 
kind of guys regardless of how 
much responsibility or how many 
titles are loaded on them. I am 
beginning to believe that, unless 
you are right as a man, you can’t 
get on the ladder that leads to the 
top regardless of how much ability 
One may have. 

Like most Harvester executives, 
Pete started working for the com- 
pany at an early age. He started 
as an office boy during his summer 
vacation in 1906 and formally went 
to work for the company full time 
in 1910. 

When I asked Pete’s good wife 
if she wasn’t a little worried about 
him getting out of active business 
after the long and active life he 
had spent in the truck business, 
she said she felt that Pete loved 
golf so well that he and the Ft. 
Lauderdale golf courses would be 
almost inseparable. 

Then, too, there will always be 


country. And, of course, Ft, Lau- 
a few miles up the 
coast from Miami. 

George Davis, of the business and 
defense services division of the De- 
partment of Commerce, is asking 
for three top men in the body and 
equipment end of the truck busi- 
ness to become members of a com- 
mittee of 36 that will aid the 
Government on problems of alloca- 
tion and defense should we ever 
get into another war. 

This committee will be composed 
of men from the car, truck, truck- 
transport, replacement-parts, truck- 
body and equipment and mainte- 
nance-equipment branches of our 
industry. 

These men will all be “dollar-a- 
year” men donating their time and 
experience in the industry to the 
good of all. They may be put to 
some expense, certainly will have 
to attend innumerable meetings 
and may have to take on tasks that 
will take additional time. 


Wealth of Applications 
AM sure, however, that this in- 
dustry of ours has demonstrated 
time and again that George’s great- 
est problem is going to be to select 
the proper men from the wealth of 
applications he will be getting from 
well-qualified men who are only 
too happy to be a part of such an 
essential and necessary committee. 
Incidentally, Barney Crandell 
of GMC finally did come up with 
a publicity blurb written in the 
style and language that we in the 
automotive industry are accus- 
tomed to. It dealt with that truck 
out in California that ran up the 
1,018,707 miles in less than six 
years. 
It was the release that I ribbed 
him about in last month’s column. 
But even he fell for the “Little 
Jewel” stuff that permeated the 
“Hollywood” type release I first re- 
ceived. 


Western Truck Appointed 
Boyertown Distributor 


LOS ANGELES.—Western Truck 
Distributors, Inc., 612 S. Serrano, 
has been named distributor for 
Boyertown truck bodies in South- 
ern California, Southern Nevada 
and Arizona. 

J. L. Jones is president of 
Western, the eighth distributor in 
the Boyertown system. 








MIGHTY CHRYSLER 
FOR 58 


MAKES THE NEWS WITH A NEW 
LUXURY CAR IN A LOWER-PRICED FIELD! 


ANNOUNCING THE GLAMOROUS ALL-NEW 
CHRYSLER WINDSOR! 


You'll thrill to its Bold New Look of Success and to its dramatic all-new concept of 
quality construction, performance and prestige . . . never before available at tts price! 


ADVANCED! New Flight-Sweep styling! 
GLAMOROUS! New “Luxury Look” interiors! 
LIVELY! New 10 to 1 compression ratio! 
WONDERFUL! New Torsion-Aire Ride! No extra cost! 
SAFEST! New Total-Contact brakes! 

MODERN! New Pushbutton TorqueFlite!* 

EASIEST! New Constant-Control power steering!* 
SCENIC! New Compound-Curved windshields! 
EXCLUSIVE! New Auto-Pilot!* 
THRIFTY! New dual carburetion! 


*OPTIONAL AT EXTRA COST. 


Today there’s a glamorous new “luxury star’ in the 
medium priced field . . . the all-new 1958 Chrysler Windsor. 
Never before has it been possible to own so much glamour 
and prestige for so little . . . and only Chrysler offers 
it to you today in a car that’s all-new outside and in! 


Imagine! Chrysler quality ... Chrysler luxury . . . Chrysler 
performance! So much more to enjoy! So much less to 
pay! See the all-new Chrysler Windsor at your Chrysler 
Dealer’s .. . also the Chrysler New Yorker and Saratoga. 


THREE GREAT SERIES IN THREE PRICE CLASSES 
NEW YORKER « SARATOGA « WINDSOR 
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Always Considered .. . 





High Styling Seen for Trucks 


(Continued from Page 29) 


duction of a new model tends to 
increase sales, he said. 

However, the factory must be 
able to get back its investment 
in each model and that takes 
time in low-volume truck pro- 
duction. In addition, fleet owners 
tend to resist model changes 
which would make their older 
trucks look out of date, Ornas 
said. 

“Mechanical limitations and re- 
strictions” also play a big role in 
determining truck styling, accord- 
ing to Ornas. He noted that state 
length regulations place a premium 
on offering the truck with the 
shortest possible distance between 
bumper and the back of the cab. 

While these factors which in- 
fluence styling point to improved 
appearance, “I am sure that the 
stylist will have to remember that 
the truck buyer is in business to 
haul a payload for a profit,” Ornas 
said. 
+ + > 
AGNER said that “glamour is 
becoming more and more im- 
portant in truck styling.” He said 
it is glamour with a functional pur- 
pose and glamour that costs the 
truck buyer little or nothing. 

He said that truck stylists must 
produce designs which are adapt- 
able to a wide range of truck sizes 
and functions, realizing that they 
“have pennies rather than dollars 
to spend on ornamentation.” 

Wagner pointed out that some 
features are added for a functional 
purpose and, at the same time, im- 
proved styling. 

Wraparound windshields and 
backlights gave the driver better 


New-Truck Sales 
Fall 3.48 Pct. 
During Month 


(Continued from Page 29) 


cent of the market, a loss of 88 
percent; White, 9,094 units, 1.57 
percent, down .16; Studebaker, 4,- 
835 units, 84 percent, down .23; 
Diamond T, 2,332 units, 40 percent, 
down .05; Reo, 1,543 units, .27 per- 
‘cent, down .06, and Brockway, 463 
units, .08 percent, down .03. 


California Tops in Sales 


= place in truck sales among 
the states went to California 
again in August. The top 10 states 
and their totals for this August and 
last were: 





1957 1956 
1. California 7,666 8,227 
2. Texas 6,578 7,882 
3. New York 3,713 4,466 
4. Ohio 3,639 3,007 
5. Pennsylvania 3,546 3,793 
6 Illinois 2,932 3,013 
7. Michigan 2,283 2,301 
& Georgia 2,231 2,516 
9. Florida 2171 2,241 


The states were split about 
evenly between those with more 
sales and those with sales declines 
for August. Twenty-five states had 
increases while 23 states and the 
District of Columbia recorded 
déclines. 


IH Will Build 
Omaha Branch 


OMAHA.—A new, larger Interna- 
tional truck sales and service 
branch building will be built here. 
The construction contract has been 
let and completion is scheduled for 
May 1, 1958. ' 

When completed, the facility will 
replace the present aha motor- 
truck branch, which will: continue 
to operate during the construction 
period. International truck 
branches at South Omaha and 
Council Bluffs will continue opera- 
tion, as in the past. 

The new branch will comprise 
more than 20,000 feet. of floor space. 
Included will be a multi-door, 20- 
stall service station, a parts area, 
show room, and accounting and 
sales offices. A hard-surfaced stor- 
age area, a used-truck sales lot, 
and a parking area will surround 
the building. 





visibility and “gave truck stylists 
a fine opportunity to enhance the 
appearance of their products and 
achieve a more modern look,” 
Wagner said. 

“Maximum engine accessibility is 


FWD Expands 


Its Warehouse 


CLINTONVILLE, Wis. Four 
Wheel Drive is expanding its ware-| 
house facilities with the addition) 
of an 8,000-square-foot building. 

The rigid-frame, prefabricated 
building is of clear-span construc-| 
tion with a steel truss roof. One| 
wall is of steel to facilitate fur- 
ther expansion. The _ skylighted 
building has no windows. 

FWD, which makes specialized 
four and six-wheel-drive trucks, 
also will use part of the building 
temporarily for subassembly work. 





| counting 


of paramount importance to a truck 
owner” and led to the full-width 
hood. The changed hood also im- 
proved styling. 

Turning to the cost factor, Wag- 
ner said: 

“Interior treatment offers per- 
haps one of the most exciting ex- 
amples of the progress made in 
truck styling in recent years. 

“Except for the costs associated 
with the provision of greater glass 
area for added visibility, and dis- 
inflationary movements, 
1957 cab-interior costs on a design- 
cost basis are no greater—and in 
some areas are actually less—than 
their drab predecessors.” 

Technological progress and 
higher volume production will con- 
tinue to contribute to improved 
truck styling but “there is little if 
any money for pure dressup,” Wag- 
ner said, adding: 


“Trucks will never again be the| 
country cousins they once used to| 


be.” 


7F79O1l ALABAMA AVE., 


WRITE: 


P.O. BOX 418 











The “Automobile Forecarriage” 
was introduced in 1901. All a 
motorist had to do was to remove 
the front wheels from his horse- 
buggy and attach the forecar- 
riage. 








Chicago Rejects 
Low Truck Bid 
As Too Risky 


CHICAGO.—A low bid to sell 
Chicago 70 garbage truck bodies 
was rejected, reportedly because 
the company making the offer has 
not had sufficient experience. 

The bid of Daybrook Hydraulic 
division of L. A. Young Spring & 
Wire Corp., Bowling Green, O., was 
turned down by John F, Ward, City 
purchasing agent, reportedly be. 
cause the company had been 
manufacturing bodies only since 
January. 

Ward said that while other 
bodies being used in 17 cities had 
been holding up well, the City didn’t 
want to risk money on something 
relatively untried. 

It was reported later that Mayor 
Daley would ask a detailed ex- 
planation of the rejection. Con- 
tracts were awarded to Gar Wood 
Chicago Truck Equipment for 24 
continuous loading bodies and to 
Schuster Equipment Co., for 46 
batch-type bodies. 


PRICES ARE 
F.O.B. ST. LOUIS 


LURE aye le 


ST. LOUIS 11, MO. 


PHONE: Flanders 


11-1010 
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Heavy-Duty Units .. . 





‘International Adds 





| 
gines are offered, with horsepower 


ratings from 190 to 335. 

The chassis, new for RD models, 
is approximately 700 pounds lighter 
than previous conventional RD-line 
chassis models, In the six-wheel 


ol a4 N T; k M I I RDF-405 chassis, the SQHD Tim- 
| ken single reduction tandem axle, 
_ 3 C10 ruc O e Ss with inter-axle differential, rubber 
~ load cushion suspension, aluminum 
” CHICAGO.—Three new lines of|are lower than previous Interna-|spring saddles and steel walking 
; truck tractors have been introduced | tional models of this type, Pierson | beams, is standard equipment and 
2 by International—a series of West-| said. reduces chassis weight by an addi- 
a ern-type heavy-duty units, a cab-| Sleeper cab, power steering, a tional 1,275 pounds. 
ty over-engine model with 48-inch| wide range of transmissions and eee Rann ining F — 
e- bumper-to-back-of-cab dimension | rear axles and a selection of springs| °tTonser for the same weight t 
: ‘ chrome manganese steel, is being 
en and three new diesel models meas-| are among the options available. used fer siée rails im tracter 
“ uring 90 inches from bumper to| Three diesel-powered truck- | wheelbase RD-405 models and will 
rear top of cab. tractors are offered in the new | be standard on the RDF and 
7 L. W. Pierson, sales manager, | series, They are the four-wheel | RDT models as well, said Pierson. 
“ said the COE models are offered | model RD-405, rated at 30,000 | Optional aluminum frames and 
rt in the ACO-190, 200 and 220 series, pounds gross vehicle weight and other lightweight components 
ng are available in gross vehicle 68,000 ds gross combination offer further reductions in chassis 
weight ratings from 24,000 to 30,- i ade a heel model RDF-405 weights, 
or 000 pounds and come in five | Welsh’; six-whee!m Other features include a 28-1 
X- + wheelbases: 98, 104, 116, 128 and | 8nd trailing-axle tandem model | ,.+i, steering gear, relocation of 
ne i aes 140 inches. RDT-405, both of which are rated | the steering column to a more hori- 
od er ea They are powered by Interna-| at 40,000 pounds GVW, and 76,- | zontal position for greater comfort, 
24 ; tional heavy-duty V-8 gasoline or| 800 pounds GCW. @ suspended-type brake pedal, and 
to IH's ‘Slim Profile’— LPG engines, Pierson said, and will} Standard engine for all models is| Placement of the electrical system 
46 be available with diesel power soon. | the Cummins HRB-600, rated at 175|0n the left side away from exhaust 


model which has a 48-inch bumper-to-back-of-cab dimension. 


This is the new “slim profile” of the International cab-over-engine “Sightliner™ 


Prices of the Western-type trucks 


horsepower. Six optional diesel en- 













_ 
is not something 
years. 





heat. 

The RD-405 comes in 167, 179 
and 191-inch wheelbases. Standard 
rear axle is the R-160 Timken 
single reduction rated at 23,000 
pounds capacity. 

The RDF-4065 and RDT-405 
come in 167, 179, 191, 215, 227 and 
239-inch wheelbases. Standard 
rear axle for the RDF-405 is the 
SQHD Timken single reduction 
with inter-axle differential, rated 
at 37,000 pounds capacity. 

Standard rear axle for the RDT- 
405 is the R-160 Timken single re- 
duction rated at 23,000 pounds ca- 
pacity and the Timken TK-560 
trailing dead axle, with a single tire 
pusher axle optional. 

A wide variety of optional main 
and auxiliary transmissions, rear 
axles and other components is 
available for specialized applica- 
tions. 

Describing the three new diesel 
models, Pierson said: 

They are the four-wheel model 
AC-225-D, with 30,000 pounds 
GVW rating and GCW rating of 
68,000 or 76,000 pounds depending 
upon rear axle and transmission 
specifications; and the six-wheel 
ACF-195-D and ACF-205-D mod- 
els, both with 40,000 pounds GVW 


Pre-punched, riveted, precision, airplane 
for maximum strength with lowest weight c 
proved construction principles used over the 
time-tested trailers and van bodies. 


Nothing new in design, no new-fangled ideas, 
structural characteristics are completely sound, well 
lished and accepted. 


rating and GCW rating of 70,000 
pounds. 

Each of the new units offers a 
selection of diesel power plants in 
the 175 - to - 220- horsepower range. 
Driver comfort and easy engine ac- 
cessibility for servicing are other 
features shared by the three models. 









































EXCELLENT 
DELIVERY 












Sold thru 











All complex parts are stamped, precisic 
pre-punched, and riveted for complete uni- 
formity—what does this mean to you? It 
means that every piece fits perfectly and 
nothing is left to the individual worker's 
judgement— it will only go together one way! 
it means that in cases of damage by accident, 
replacement parts are immediately available 
for shipment on receipt of order—and that 
your repair job is quick, simple and in- 


expensive. 


when you bought it. 









Jig assembled throughout, just like every 


other reinforcing members used throughout 
at points of greatest stress are always 
installed in the exact spot for greatest 
strength with lightest weight. 

This is probably the most important to you— 
Andrews always backs up the field per- 
formance of its equipment. Our name on 
@ product is your assurance that we do not 
consider it completely sold until it has given 
you its full measure of the use you paid for 


Here at Andrews we are very proud of the 
results—THE LOADSTAR. We commend it to 
you as the finest product available on the 
American market today. You will be com- 
pletely satisfied with an Andrews. 


PLEASE SEND WITHOUT OBLIGATION SPECIFICATIONS AND PRICES ON THE LOADSTAR. 








The short BBC dimensions per- 
mit operators to make more favor- 
able truck applications under over- 
all length and bridge formula 
restrictions. Use of 35-foot square- 
front trailers in states with 45-foot 
overall length limitations is made 
possible, as is the use of 40-foot 
trailers, where permitted, in states 
with 50-foot overall length limita- 
tions. 

Model AC-225-D is available in 
four wheelbases. These together 
with CA dimensions (back of cab 


other high quality mobile product in the to center-line of rear axle) are: 
Andrews line. You are assured of perfect 134-inch wheelbase, 68-9/16 inch 
alignment from one end of the body to the CA; 140-inch wheelbase, 74-9/16 
other. Because its “jig built,” gussets and inch CA; 143-inch wheelbase, 77- 


9/16 inch CA, and 158-inch wheel- 
base, 92-9/16 inch CA. Bumper to 
center-line of front axle (BA) di- 
mension is only 26-3/16 inches. 

The two six-wheel models, ACF- 
195-D and ACF-205-D, also are 
available in four wheelbases. These, 
with CA dimensions are: 147-7/16 
inch wheelbase, 82-inch CA; 153- 
7/16 inch wheelbase, 88-inch CA; 
161-7/16 inch wheelbase, 96-inch 
CA, and 167-7/16 inch wheelbase, 
102-inch CA. BA dimension is also 
26-3/16 inches. 

The cab is insulated against 
heat and engine fumes and in- 
cludes a Bostrom No. 80 Level- 
Ride driver’s seat as standard 
equipment. Cab width is sufficient 
to permit installation of an op- 
tional passenger seat. 

Accessibility to the engine is pro- 
vided by the enlarged cowl open- 
ing’ ever the engine. This is aug- 
mented by the engine tunnel’s re- 
movable cover with quick-release 


ee ie latches; a removable panel next to 
om the instrument cluster permitting 
Exclusively! Address g easier access to rocker arm covers 








i 

| 

! 

i 

) ! 
Motor Truck Dealers f 
| 

I 

| 

L 








or cylinder heads, and direct access 
to the fuel pump via a plate on the 
cab floor. 





No. 55 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars. 





THE 1958 LINCOLN AND CONTINENTAL MARK Ill... 


An important announcement... 
of the boldest expansion program 
in fine car history 


In Continental and Lincoln dealerships, fine car buyers are 
now viewing a whole new approach to the modern-day fine 
car ideal . . . the Continental Mark III and the new 1958 


Lincoln. 


These magnificent motorcars are the climax of the boldest 
development and expansion program in the entire history 
of fine motorcars. They are so advanced, in fact, that until 
recently no production facilities existed, anywhere, that could 


build them. 


In every precision-finished detail, they reflect Ford Motor 
Company’s determination—and its ability—to answer a long 
unfilled demand for a fresh, new personality in the fine car 


field. 


For the first time, the Continental Mark III is available in 
a full line of four models: a four-door Landau, four-door 
sedan, two-door coupe and a revolutionary new convertible. 
Equally important, the Continental Mark III will be priced 
substantially lower than the Mark II1—mainly because of 
increased efficiency at our new plant in Novi, Michigan. 


This in itself could be the news of the year in the luxury 
car market. But for Continental and Lincoln dealers, it is 
only part of the story. 


For 1958, there is a totally new Lincoln—styled in the 
image of the new Mark III, and crafted in the tradition of 
every Continental ever built. It is a classic Lincoln . . . and 
it is the one fine car that will let car buyers rediscover the 
rewards of exclusive fine car ownership. 


These superb new motorcars . . . together with the fresh, 
new thinking of our “quality merchandising program”. . . 
reflect the first big step in a long-range program of Ford 
Motor Company: to establish a position of continuing leader- 
ship in the highly selective and profitable prestige market— 
a success that will be shared by Continental and Lincoln 
dealers everywhere. 


ee Oe 


Vice President, Ford Motor Company 
General Manager, Lincoln and Mercury Division 


FORD MOTOR COMPANY 
THE AMERICAN ROAD, DEARBORN, MICHIGAN 


2 


FORD 
THUNDERBIRD 
MERCURY 
LINCOLN 
CONTINENTAL 
. < : ENGLISH BUILT FORDS 
The Ford Family of Fine Cars| __. now the new EDSEL 


FORD TRUCKS 
TRACTORS 

FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
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New Rules Being Drawn... 
Illinois Seeks Solution 


To Reciprocity Woes 


SPRINGFIELD, Ill.—A new pro- 
gram of truck-tax reciprocity regu- 
lations that may patch up strained 
relationships between Illinois and 
other states is being drafted by 
Cc. F. Carpentier, Illinois secretary 
of state. 

A new law enacted earlier this 
year by the Legislature cleared 
the way for a new attack on the 
problem that has been a head- 
ache since the interstate truck- 
ing industry entered its postwar 
expansion. 

The new law, effective next Jan. 
1, authorized the secretary of state 
to work out individual reciprocity 
agreements with other states. 

Assistant [Illinois Secretary of 
State S. H. Young said the new set 
of regulations governing [linois 
reciprocity terms will probably be 
completed by next April or May. 


enable Illinois to come to fair|? 


agreements with other states in the 
bewildering efforts to insure that 
each state government receives a 
fair share of revenue from the 
trucks that use its highways. 

The [Illinois problem has been 
complicated by the fact the state 
has the highest flat registration fee 
in the country. Because of this, 
some trucking companies that do 
all their business within [Illinois 
borders reportedly try to establish 
registration of their trucks in an- 
other state. 

Illinois firms also have suffered 
when crossing other states 
through high levies of the “ton- 
mile tax” which some states with 
low registration fees count on to 
make up the lag in truck regis- 
tration revenue. 


The new program is expected to' Under that type of tax, the 


ae 
© 


Studebaker Fleet in Ohio— 


Shown is part of the fleet of Studebaker trucks and cars owned by Ohio Gas and 
Appliance Co., Marysville, O. The firm recently purchased its 18th Studebaker unit, 
a@ one-ton truck, from Thorpe Motor Sales, Studebaker-Packard dealer in Marysville. 
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amount of fee is based on the| differences between Illinois’ high 
amount of weight carried and the | flat rate and the “ton-mile tax.” 

mileage traveled by a truck in such; Enforcement of Illinois truck reg- 
a state. The new program is being | istration requirements has been a 
counted on to permit Illinois to| problem, with the burden falling 
reach reciprocity agreements with | chiefly on 90 inspectors of the sec- 
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for an expert job... get an expert’s help! 


Look to your HEIL distributor . . . 


When you're working out a dump truck pro- 


don’t 


posal—whether it’s for one unit or a fleet— 
“sweat it out” 


alone. Get expert help 


from your Heil distributor. 

Your Heil man can come up with a com- 
plete truck package—figure all dimensions 
and other specifications to deliver maximum 
legal payload, superior dump truck per- 


formance. 


Think what this will mean to you... and to 
your customers! You can quote exactly the unit 
your prospect needs, confident that he’ll get 
money-making hauling ability for every dump 
truck dollar he invests. 





THE HEIL co. DUMP sh cbackides shih HOISTS 


And you can promise speedy delivery, too. 
Your Heil distributor, with his complete stock 
of Heil body and hoist units, can assure 
prompt, expert mounting service. 

Remember, the truck you sell is a better truck 
with Heil equipment—known and respected 
by contractors and fleet owners the world over. 
When you furnish Heil bodies and hoists, 
you’re building a reputation on the sound basis 
of quality. 

Next time you have a dump truck prospect, 
do yourself and your customer a favor. Ask 
your Heil distributor to help take the guess- 
work out of your recommendations. 


MILWAUKEE 1, WISCONSIN 
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have other duties. The new 
gram is expected to ease the 
forcement job. 

Illinois has recently had trouble 
with Michigan on another differ. 
ence in registration fees. 

Michigan splits its flat registra- 
tion fees between the trailer unit 
and the tractor unit. Illinois places 
the bulk of the fee on the tractor 
and charges a smaller fee for the 
trailer. 

As a result, there have been pub- 
lic charges that Illinois discrim- 
inates against Michigan truckers, 

Michigan government officials, 
however, say that some truck 
firms in Michigan have evaded 
registration fees by licensing 
their tractors in Michigan and 
their trailers in Mlinois. 

James M. Hare, Michigan secre- 
tary of state, has ruled (and been 
upheld by the attorney general) 
that trucking firms with headquar- 
ters in Michigan must register both 


pro- 
en- 


| tractors and trailers in Michigan. 


It is estimated that, as a result, 
some two-dozen of the state’s 
larger trucking firms will be paying 
over $100,000 in additional fees next 
year. 


‘Truck Leasers 


“ton-mile-tax” states to equalize|retary of state’s office, who also| 


‘Elect Officers; 


Amor President 
CHICAGO._-W Howard Amor, 


| Cleveland, was elected president at 


the 13th annual meeting of National 


| Truck Leasing System. 


Samuel J. Palisano, Buffalo, was 
elected vice-president; John J. Bar- 


| rett, San Francisco, treasurer, and 
| Frank Max jr., Baltimore, secretary. 


Elected to the executive commit- 


|tee were Nathan Katzman, New 
York; Haskell Schultz, Fort Wayne, 


Ind.; Walter Mills, St. Louis; John 
Black jr., Birmingham, Ala.; How- 
ard Willett. jr. Chicago, and Hir- 
schel C. Samit, Montreal, “Cana- 
dian liaison.” 

Board members elected: 

H. E. Williams, Mansfield, O.; K. 
J. Kopecky, San Diego, Calif.; F. J. 
Tuohy, Little Ferry, N. J.; F. P. 
Baker, Denver; John J. Barrett, San 
Francisco; A. F. Toppins, Green 
Bay, Wis.; C. A. Higgins jr.. Boston; 
G. R. Hester, Des Moines, Ia.; W. F. 
Mills, St. Louis; R, A. Mueller, 
Hartford. Conn. 

John Black jr., Birmingham, Al 

R. L. Grames, Salt 
Rouse, Pittsbu; ' 
Davenport, Ia : gh; HA 
a J. §. , 
Ia.; oO. peo” nan, Weds ‘TL; 
R. J. inate, Canton, O.; S. B. 
Ackerman, Lima, O.; S. J. Palisona, 
Buffalo; Haydn Coryell, Omaha; 
T. R. Blando, Utica, N. Y. 

W. A. Morse jr.. Minneapolis; H. 
E,. Johnson, Youngstown, O.; Na- 
than Katzman, New York; Robert 
Bailey, Harrisburg, Pa.; Hugh Cor- 
bett, Seattle; J. P. Casey, Provi- 
dence, R. L.; William Mallon, Tawas 
City, Mich.; J. P. McArdle, Chicago; 
William Warren, Rochester, N. Y.; 
J. A. Ryder, Miami; J. F. DeAngelis, 
El Monte, Calif.; Ben Spina, Read- 
ing, Pa.; Roy Treloar, Joliet, IIL; 
G, E. Williams, Shreveport, La.; W. 
W. Ward, Altoona, Pa; L. J. Gor- 
ecki, Manitowoc, Wis. 

W. Howard Amor, Cleveland; Eu- 
gene Pikovsky, Aberdeen, S. D 
H, Colwell, New Haven, Conn.; Max 
Lyon, Springfield, Mass.; Frank 
Max jr., Baltimore; Thomas Palum- 
bo, Newburgh, N. Y.; H. Barnard, 
Richmond, Va; J. S. Toppins, 
Appleton, Wis.; E. Walde Peterson, 
Falconer, N. Y. 

Wayne P. Williams, Scranton, 
Pa.; R. J. Wilhelm, Portland, Ore.; 
H. L, Willett jr. Chicago; R. A. 
Munder, Philadelphia; P. N. Ludo- 
wissi, Milwaukee; Moe Koffman, 
Ottawa, Ont.; Walter Stewart, 
Vancouver, B. C.; D. M. Pollock, 
Kerrwood, Ont. Canada; J. M. 
Atwell, Winnipeg, Man. and H. C. 
Samit, Montreal. 


Canadian Truck Drivers 


Cited as Good Example 

MONTREAL.—Last year’s 10 per- 
cent drop in accidents involving 
trucks is the most important one 
ever registered in all classes of 
motor vehicles, according to 
Camille Archambault, assistant to 
the president of the Quebec Truck- 
ing Assn. 

Speaking to members of the 
Junior Chamber of Commerce, 
Archambault urged all motorists to 
follow the good-driving example of 
truck, bus and taxi drivers. 
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News to Note... 


AUTOMOTIVE NEWS, NOVEMBER 4, 1957 


Truck World in Brief 


CHICAGO.—Garfield-Linn & Co. 
has been appointed advertising and 
marketing agency for Saf-T-Fend 
Co., a division of Paramount Truck 
Body Co., maker of contour splash 
guards. 

According to Robert Witt, Gar- 
field-Linn general manager, the 
recent ruling by the Illinois legis- 
lature which requires that all 
trucks traveling within or through 
Illinois be equipped with contour 
splash guards, will initially dictate 
all promotional efforts for Saf-T- 
Fend. 

aa af * 
Ton-Mile Tax on Trucks 


Nets Colorado $8.5 Million 


DENVER.— Trucking companies 
contributed about $8.5 million in 
ton-mile taxes in the last 12 months 
and now are paying “an equitable 
share” of Colorado’s highway costs, 
said S. T. Parsons, State port-of- 
entry director 

More than three million vehicles 
have been checked at ports-of-entry 
since the system was set up, he 
said. The gross ton-mile tax went 
into effect July 1, 1955. The 12 per- 
manent and 10 portable ports of 
entry checked 179,989 vehicles in 
August, compared with 135,000 dur- 
ing the same month last year, Par- 
sons said. 

> = * 


Width Limits Increased 


On Some Pa. Highways 


HARRISBURG, Pa—Gov. 
George Leader has signed a bill 
authorizing a maximum width of 
102 inches for vehicles carrying 
nondivisible loads when operating 
during daylight hours on high- 
ways 20 feet or more wide except 
the Pennsylvania Turnpike or 
interstate system roads. 





Leader vetoed a bill which | 


would have permitted a 10 per- 
cent overload for dump trucks 
transporting excavated materials 
on highways not included in the 
interstate system. 


Frette Elected President 


Of lowa Motor Truck Assn. 


DES MOINES. Otis Frette, 
Story City, was elected president 
of the Iowa Motor Truck Assn. at 
the group’s convention. J. J. Brady 
Sr.. Fort Dodge, was named vice- 
president; John Ruan, Des Moines, 
treasurer, and L. E. Crowley, Des 
Moines, executive secretary. _ 

Peter Crowley, Iowa City, a 
driver for Ruan Transportation 
Co., Des Moines, was presented 
with a trophy as “Iowa Driver of 
the Year.” He has driven 670,000 
miles in 16 years without a charge- 
able accident. 

* . > 


Farm Implement Factory 


In Indiana to Be Sold by 1H 


_ CHICAGO.—AIl land and build- 
ings of International Harvester’s 
Richmond (Ind.) farm implement 
factory will be sold for an undis- 
closed sum to Richmond Industrial 
Center, Inc., it was announced. 

Also included in the sale are 
more than 300 machine tools and 
foundry equipment. Harvester’s 
Production of farm machines has 
been transferred to the company’s 
McCormick works in Chicago and 
its Canton (IIl.) plant. 


® * > 


2nd Hotel for Truckers 
Being Built in Chicago 

CHICAGO.—The second elabo- 
rate hotel for truck drivers in the 
Chicago area, a $400,000 structure 
called the Motor World West, is 
being built at 5255 W. Forty- 
Seventh, Forest View. 

The hotel will accommodate 100. 
It will be similar to the 150 room 
Motor World Hotel, which was 
opened in January, 1956, at 5300 
8S. Pulaski. Accommodations will 
range from double bedrooms to 
executive rooms and suites. 

a cS * 


State of Indiana Acquires 
180 Dump Bodies, Hoists 


BOWLING GREEN, O. — Day- 
brook Hydraulic division, L. A. 








Young Spring & Wire Corp., Bowl- 


ing Green, has completed shipment |Employes, Investment House 
of 180 dump bodies and hoists to be Purchase Watson Firm 


used by the State of Indiana on its 
new highway program. 


Dump bodies are of three cubic 
yards capacity with reinforced un- 
derstructures, full-height corner 
posts and are equipped with the 
Daybrook double-acting tailgate for 
fast unloading. Hoists are the Day-| 
brook model 7-A_ single-cylinder | 
sealed type with double arm lifts to} 
handle load capacities ranging from 


7 to 10 tons. | 


Ryder System Purchases 


3 Truck-Rental Firms 
MIAMI.—Purchase of Barnett} 
Truck Leasing Co., Detroit, has 
been announced by James A. Ryder, 
president of Ryder System, Inc., 
parent company of Ryder Truck’ 












keep trucks 
YOUNG! 


Rental and Great Southern Truck- 
ing Co. 

Addition of two other trucking 
firms to Ryder System also was 
announced. They are Lincoln Truck 
Rental Co., Buffalo and Syracuse, 
and Monumental Truck Rental, 
Baltimore, Total purchase price of 
the three firms was $1,575,000, 
Ryder said. | 

* + + 


EMERYVILLE, Calif.—H. S. 
Watson Co., manufacturer and 
distributor o f Watson-Brownie 
auxiliary truck transmissions and 
other truck equipment, has been 
sold to a group of officer-employes 
and other investors headed by 
Eastland, Douglass & Co., Inc., 
a San Francisco investment firm. 

Operating management con- 
tinues with Frank M. House as | 
president and R. S. Pershing as | 
vice-president. The sale includes | 
the company’s branch office and | 
plant in Toledo. 


> > > 





Decker Named Sales Chief 


SPOKANE. — Marvin E. Decker 
has been named sales manager of 
Inland Truck & Diesel Co. 





MORE THAN 


TWO MILLION 


EATON AXLES 


IN TRUCKS TODAY! 


EATO 








MANUFACTURING 





Rescue Bodies by Reading— 


A new series of “emergency-planned" rescue squad truck bodies is being manu- 
factured by Reading Body Works, Inc., Reading, Pa. Specially adapted by the 
Providence Body Co., Cranston, Pa., the above unit includes a power generator 
mounted on top of the body to the rear of the cab and two pairs of searchlights. 
Watertight compartments hold resuscitator, coils of rope and wire, blankets, axes, 
first aid equipment and other emergency gear. The basic unit is made to fit any 
standard chassis from Y to 1% tons,with body sizes from 6% to 11 feet for 
both single and dual-wheel models. 





Add Extra Thousands of 
Low-Cost, Trouble-Free Miles 


Drivers of Eaton 2-Speed Axle trucks select from 
double the conventional number of gear ratios— 
pick the gear ratio best suited to road, load, and 
traffic conditions. Using the RIGHT gear ratio for 
every condition permits engines to run in their 
most efficient and economical speed range—re- 
duces stress and wear on engine, transmission, 
and the axle itself. This reduction in stress and 
wear keeps trucks on the job and out of the shop, 
cuts operating and maintenance costs, and adds 
thousands of miles of low-cost operation to the 
life of the truck. Whenever a hauling job requires 
the combination of pulling power and speed, 
trucks equipped with Eaton 2-Speed Axles do the 
job quicker at lower cost; they stay YOUNG 
longer—and are worth more when traded in. 








AXLE DIVISION 


COMPANY 
CLEVELAND, OHIO 


a PRODUCTS: Engine Valves « Tappets « Hydraulic Valve Lifters « Valve Seat Inserts « Jet Engine Parts e Hydraulic Pumps 
Motor Truck Axles « Permanent Mold Gray Iron Castings » Forgings « Heater-Defrostet Units » Automotive Air Conditioners 
Fastening Devices « Cold Drawn Steel « Stampings « Gears « Leaf and Coil Springs e Dynamatic Drives, Brakes, Dynamometers 





* Auto Co., Clintonville, 


AUTOMOTIVE NEWS, NOVEMBER 4, 1957 


Auto Personnel 





Harry Lampman has been named 
sales representative of the Hamil- 
ton (Ont.) and Niagara Peninsula 
sales area for White Motor Co, of 
Canada. 


* * + 


Jacobsen Picks Hornibrook 


Jacobsen Mfg. Co. has announced 
appointment of Don E. Hornibrook 
as field service supervisor for the 
southeastern states. 

* * 


Furrer Heads New Division 


Fermed by ACF Industries 


ACF Industries, Inc., has formed 
an advanced products division 
which will be headed by Rudolph 
Furrer, manufacturing and engi- 
neering vice-president. 

The division’s products will in- 
clude those for petroleum, gas, 
chemical and nuclear energy fields, 
aircraft and missile components, 
ordnance products and weapons 
systems. 


Mason Concludes 50th Year 


As Goodrich Employe 

Claude R. Mason, who entered 
the rubber industry when the 
future of the auto was still in 
doubt, celebrated his 50th year 
with B. F. Goodrich Co. 

Mason, service manager of 
Goodrich Tire Co., is the ninth 
employe to complete 50 years with 
the company. He will retire in 
May, 1958. 


Westinghouse Picks Harris 


Robert M. Harris has been ap- 
pointed sales manager of the mini- 
ature lamp department of Westing- 
house. He joined Westinghouse in 
1938. oy i 

> 


Grey-Rock Names Scott 


James Scott, Vancouver, B. C., 
has been appointed Grey-Rock rep- 
resentative for British Columbia. 

7 * > 
Gavin Joins Edsel 

Jack M. Gavin has been named 
marketing representative manager 
of the Philadelphia district of Edsel. 

= 7 


FWD Promotes Lewis 


Wilfred R. Lewis, a field sales 
manager for Four Wheel Drive 
Wis., has 
been appointed district sales man- 
ager for the Pacific Northwest. 

> > * 


Porter Names Two 

E. G. Counselman, Washington 
representative) H. K. Porter Co., 
Inc., has been appointed manager, 
industrial sales, for Porter, with 
headquarters in New York. 
E. Haines, director of industrial de- 
fense, Department of Commerce, 
has been named Washington rep- 


resentative to succeed Counselman. 
- > > 


Lee Tire Appoints 
5 Branch Sales Reps 

Lee Rubber & Tire Corp., Con- 
shohocken, Pa., has appointed five 
sales representatives for its factory 
branches in the East and South. 

The appointees and their head- 
quarters are: Arthur C. Cullifer jr. 
Atlanta; Julian Carr Lamm jr. 
Norfolk, Va; Charlies E. Riggs, 
Syracuse; L. Peter Lebo, Harris- 
burg, Pa., and William D, Galyean 
jr. Spartanburg, S. C. 

> 7” - 


Thor Power Promotes 


Converse and Moroz 

Irving M. Converse has been 
named comptroller of Thor Power 
Tool Co., Chicago, succeeding the 
late Frank J. Weitekamp. 

A. V. Moroz has been appointed 
electric tool sales manager for Thor 
Power’s Chicago branch, succeed- 
ing Arthur H. Nelson, who ‘has 
retired. d 

= * 

Biggs Joins Trailer Firm 

S. E. Biggs has been elected vice- 
president of Kentucky Mfg. Co., 
Louisville, trailer-making division 
of R, C. Tway Co. For the last five 
years, Biggs has been operations 
vice-president of Youngstown Steel 
Car Corp., Niles, O. 

* > a 


Sharples Gets Added Job 


C. M. Sharples, special shoe rep- 
resentative for the Goodyear Tire & 


Rubber Co.’s foam products sales 
division, has been given the addi- 
tional job of coordinating general 
sales of that office with Airfoam 
distributors and the field organiza- 
tion. 

+ > * 


Mohawk Names Goodhand 

©. Richard Goodhand has been 
appointed regional sales manager 
for Mohawk Rubber Co. His terri- 
tory covers Minnesota, Wisconsin, 
Iowa, North and South Dakota and 
Nebraska. 

7. * > 


Dunlop Promotes Boyd 
James Boyd has been appointed 
technical manager-tires by Dunlop 
Tire & Rubber Corp. He was 
formerly in charge of factory 
technical-service departments. 
> > > 


Diamond T Appoints 
Hitchcock to Research Post 


Diamond T has appointed Clare 
L. Hitchcock director of market 


research, He will report directly 
to Z. C. R,. Hansen, Diamond T 
president. 

Hitchcock hag been truck sales 
manager of Studebaker-Packard 
Corp. Previously he was on the 
staff of the national truck sales 
manager of Ford Motor Co., con- 
tact engineer for Chrysler Corp. 
and representative of the Techni- 
cal service division of General 
Motors Truck and Coach, 


aa > = 
Pecaro Moves Up 
George J. Pecaro has been elected 
executive vice-president of Flintkote 
Co. He succeeds Perce C. Rowe, 


who was recently named president. 
. * > 


Brown Joins Arvey 
Harry J. Brown has joined the 
Arvey -Corp., Detroit, as a sales 
representative, Brown previously 
was associated with Chrysler Cor- 
poration. 


* - * 
Hughes Promoted 
Felix T. Hughes has been named 
assistant to the vice-president, 
merchandising division, Pittsburgh 
Plate Glass Co, He has been with 
the company since 1934, and most 


recently was manager of the 
Nashville and Memphis distribut- 
ing branches. 

* * * 


General Tire Names Wagner 


To Sales Post in Detroit 


Lloyd M. Wagner has been ap- 
pointed sales representative for 
General Tire & 
Rubber Co.’s De- 
troit automotive 
sales division. 

Wagner form- 
erly was with 
Baldwin Rubber 
Co. at Pontiac, 
and has been in 
the rubber indus- 
try 22 years in 
both the techni- 
cal and sales 
ends. He studied 





Lioyd M. Wagner 
at Detroit’s Wayne State Univer- 
sity and is a member of the De- 
troit Rubber and Plastics Group. 


+ * * 


5 Assistant Sales Chiefs 
Named in Edsel Districts 
Edsel has appointed assistant 
sales managers in five districts. 
They are: Harry M. Pritchard, 
Chicago; Rudolph F. Conti, Los An- 


geles; Frank T. Corcoran, St. Louis 
Orlan O. Griffith, Indianapolis, ann 
L. J. Michals, Des Moines, 


* * * 


Willys Shifts Rathje 
Bob Rathje, formerly of Minnea- 
polis, has been named new district 
manager for Willys in Bismarck, 
N, D. 


+ * 


Duttweiler Named 


Alfred F. Duttweiler jr. has been 
appointed plant manager of the 
Universal Die-Casting division of 
Hoover Ball & Bearing Co. in 
Saline, Mich. 


* > * 


Gladding to Head Service 


For Rochester Products 


Howard Gladding has been ap- 
appointed service manager of the 
Rochester Products division of Gen- 
eral Motors. 

He replaces Kenneth F. Lingg, 
who has been named assistant sales 
manager for the division. 

* *¢ 


Wagner Names Richey 


Phil H. Richey, former plant 
manager of the Bowling Green 
(Ky.) facilities of Detrex Chemical 

(Continued on Page 41, Col. 3) 














33% of all adults in families with incomes 
of $10,000 and up in New York City « 
and suburbs read The News 


Source: Profile of the Millions . . . a study conducted by 
W. R. Simmons & Associates Research, Inc. . . . after 
consultation and in accordance with the recommendations 
of the Advertising Research Foundation. Any 

New York News office can show you Profile. 










Pa areas tee 


I 





ok oe Oo & S&S 





ap- 
the 
2n- 


44 
les 


ant 
en 
cal 





; 
: 
i 
: 


—_ > — 


_— 


AUTOMOTIVE NEWS, NOVEMBER 4, 1957 





Dump-Tanker Added to Revere Fleet— 


Revere Sugar Refining Co., Boston, has added this 157-inch wheelbase International 
model V-225 tractor and 24-foot long, insulated stainless steel tank semitrailer to its 
delivery fleet. Gross combination weight of the new unit is 58,000 pounds. Unloading 
of sugar is speeded through operation of the dump tank body, which can be raised 
to a 50-degree angle by a single-piston telescopic hoist. The tractor is powered by a 
461-cubic inch V-8 engine with 15-inch clutch, and features a single-reduction rear 
axle, reinforced frame, and a power fifth wheel to handle the trailer. 


Auto Personnel 





(Continued from Page 40) 


Industries, Inc., has been appointed 
finance ce-president for Wagner 
Bros., Inc., Detroit, manufacturer 
of plating equipment and supplies. 


Auto Accountants Elect 
Officers in Philadelphia 

John Keating, Scott-Smith Cad- 
illac, has been elected president of 
the Automotive Accountants of 
Philadelphia. 

Other officers: Joseph DiVece, 
Bushong Pontiac, Inc., vice-presi- 
dent; Rose McGill, Flohr Chevrolet, 
treasurer; Elsie Tachopp, Main 
Line Olds, corresponding secretary, 
and Theresa Garramone, H. L. 
Peterson, Inc., recording secretary. 

e * * 


Tillinghast Appointed 
Bendix Vice-President 

Charles C. Tillinghast jr. has 
joined Bendix Aviation Corp. as a 


director, member of the adminis- 
tration committee and vice-presi- 


dent in charge of foreign invest- 
ments and plants. 

He was a partner of Hughes, 
Hubbard, Blair & Reed, New York, 
and since 1946 has represented his 
firm as general counsel to Bendix. 
Charles who has directed 
Bendix worldwide operations since 
1929, continues as a director and 
vice-president in charge of foreign 
sales and licensing. 

= + * 


Schenk Promoted 


Robert J. Schenk has been pro- 
moted to staff assistant to C. P. 
Dragin, finance vice-president at 
White Motor Co. Replacing Schenk 
as assistant to the controller is 
Gordon R. Currie. 

e 


? * 


Edsel Reassigns Neil 
William D. Neil has been ap- 
pointed service manager for the 
Midwest sales region of Ford Mo- 
tor Co.’s Edsel division. Neil form- 
erly was management services 


$10,000 and up incomes? 


The News has more readers in families with 
over $10,000 income than any other New York 
morning or evening newspaper! 


Want top-bracket customers? At the higher 
luxury level, among families with more than 
$10,000 annual income, The News delivers 


80,000 more than the 
World-Telegram & Sun 
110,000 more than the Times 
160,000 more than the Mirror 
170,000 more than the 
Herald-Tribune 
170,000 more than the 
Journal-American 
200,000 more than the Post 


Metropolitan New York has more upper 
incomes than any other market anywhere— 
and you reach the largest concentration of 
larger incomes in New York’s largest paper! 

And The News also gives you more college 
alumni, more two car owners, more stock and 
bond holders, more home owners, and more 
families with kids. It is your most effective 
medium for just about everything. 

With 4,780,000 adult readers daily, The 
News is your greatest selling opportunity. 
Want more sales, incomes, profits? Ask the 
nearest News office for all the facts. 


The [af News, New York’s Picture Newspaper . . 


with more than twice the circulation, daily and Sunday, of any other newspaper in America... 
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manager for the region’s Kansas 
City sales district. He succeeds J. 
A. Gundry, who was promoted to 
assistant divisional service man- 
ager at the division’s headquarters 


in Dearborn. 
* = a 


Fruehauf Elects Grace 


Executive Vice-President 


Election of William E. Grace as 
executive vice-president of Frue- 
hauf Trailer Co, has been an- 
nounced by Roy Fruehauf, presi- 
dent. 

Grace, a veteran in the truck- 
trailer field, had been general man- 
ager of Hobbs Trailers in Fort 
Worth, and vice-president of Frue- 
hauf since Fruehauf acquired 
Hobbs in November, 1955. Grace 
will make his headquarters in De- 


troit. 
* 


Registered-Tested Cars 
Picks 6 District Managers 


Ed Nelken, Midwest regional 
manager for Registered Tested 
Cars, a car warranty service, has 
appointed the following district 
managers: Bruce Cromie in De- 
troit; Herb C. Serader in Chicago; 
Gaylord Mathews in Marshalltown, 
Ia.; Armand G. Kayarian in St. 
Louis, and Harold V. Ball in Louis- 

e. 

G. K. Clowes, west coast regional 
manager, has named Douglas A. 
Hancy as manager of the Salt Lake 
City district. 


Diamond T Picks Daline 
To Head Sales District 


Kenneth M. Daline has joined 
Diamond T Motor Car Co, as 
district sales manager for Wis- 
— Minnesota. 

veteran of the heavy-duty 

truck field, Daline was with Reo 

Motors, Inc., 28 years, serving as 

a regional manager, district sales 

manager and branch manager. 
> 


Chrysler Names Logan 
Philadelphia Zone Chief 

Martin J. Logan, former manager 
of dealer planning and placement 
for Chrysler Corp.’s group market- 
ing organization, has been named 
manager of the Philadelphia zone. 

He succeeds H, L. Corley, who has ~ 
been assigned to the group market- 
ing central office in Detroit. 

. . > 


Brooks Named Director 


Of Binks Research Lab 


William R. Brooks has been 
named director of the Binks Mfg. 
Co.’s customer research laboratory. 
He will be stationed in Chicago, the 
firm’s home. 

Brooks will conduct a spray- 
painting school and direct tests to 
determine sprayability of new 
Paints and materials. 

> + . 

Phillips Shifted by GMC 

S. E. Phillips has been appointed 
manager of the GMC retail store 
in Los Angeles. Phillips, former 
manager of the GMC eveland 
store, succeeds Henry Bernstein, 
who has been named manager of 
the Oakland zone. 

> > 


Wesson Appoints Wheeler 


Thomas M. Wheeler has been ap- 
Pointed assistant secretary-treasur- 
er of Wesson Tool Co, and Wesson 
Co., Ferndale, Mich. and Wesson 
Multicut Co., "Brighton, Mich. 


Wallace Joins Board 


of directors of Sheller Mfg. Corp. 

He is a former president of 

Chrysler division. 
> 


Chrysler Names Tighe 
To Budgetary Post 


Edward P. Tighe has been named 
manager of Chrysler Corp.’s general 
and administrative budget = 
ment, reporting to Lynn A. 
send, comptroller. 

Tighe joined Chrysler Corp. in 
August, 1956, as a member of the 
corporation’s profit planning and 
control task force. 


Oxwall Appoints Dempsey 
Mel Merians, sales director of 


the appointment of J. A. Dempsey 

as sales manager. Dempsey form- 

a ae 
r 
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gallon molasses payload eastbound. 


Two-Way, Two-Payload Hauler— 


This unusual livestock carrier is pulled by a White Freightliner four-wheel-drive 
tractor, model WF7244T, with sleeper cab. It pulls two livestock trailers that have 
1,900-gallon tanks under the trailer floor. Bice Bros., Billings, Mont., haul cattle to 
the West Coast and molasses on the return trip to the mountain states—providing a 
payload each way. Bice gets 37,000-pound livestock payload westbound and a 3,800- 





It pays to 
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How They're Pushing Sales .. . 





Dealer Ad Ideas 


Dealers Help Festivities 
EMBERS of the Buffalo Auto- 
mobile Dealers Assn. took an 

active part in the recent 125th an- 

niversary and world-port celebra- 
tion of the City of Buffalo. They 
supplied convertibles to carry the 
queens and princesses during the 

“Hello World” 

well as cars for other celebration 


functions. 
* * * 


Statement of Policies 
ATZEL OLDSMOBILE, P asa- 
dena, Calif., spells out its poli- 
cies in a Statement of Warranty to 
Rocket Oldsmobile owners. The 
card lists Natzel policies as: 
Honest and above-board pricing 
in plain view, no trickery in fi- 
nance or handling charges, no wild 
or fantastic advertising, no mis- 
leading statements of any kind, 
courtesy and friendliness always, 
expert, efficient and honest em- 





performances, as| 


| ployes in all departments and no 
high-pressure selling. 
| * * 


\Cars for Kiddies 

| F2IG OAK MOTORS, Nashville, 
will supply 13 1958 Ford Sun- 
liner jr. kiddie cars which the 
Cooper & Martin store chain will 
| give to children of its customers. 


A 


Banner, Cooper & Martin announces 
| there will be a winner for each of 


awarded Dec. 22. 


‘Thanks, Folks’ 


S HIS firm observed its 18th 

anniversary, George P. Nissen, 
Nissen Motor Co. (Ford), Albany, 
Ore., took time out to thank the 
people who made the big day pos- 
sible—his customers. 

“I would like each of you to 
know how sincerely I have enjoyed 
your friendship and patronage,” 
Nissen’s advertisement said. 


= 





“Looking back over the years and 


In a full-page ad in the Nashville | 


|its 13 stores. The cars will be| 


noting the many changes that have 
taken place on Second St. alone, we 
realize that our firm has been a 
| stable and dependable one. 

“These factors have made it pos- 
sible for us to merit your confi- 
dence and support, and we hope 
that we may continue our pleasant 
relationship for many years to 
come. 


“So again I say, ‘Thanks, folks’ 
. Maybe you were born in Al- 
bany, but I came here because I 


liked it.” 
2 * 


‘Thanks, Folks...’ 
L, TAAFE, Studebaker-Packard 
dealer in Girard, O., took a 
newspaper ad to thank his custom. 
ers and employes for enabling him 
| to win a sales contest and a trip to 
Europe. 


| Said the ad: “... Out of 126 deal- 
|} ers in the Cleveland Zone, Al Taafe 
Motor Co. came out in first posi- 
tion, ahead of Cleveland, Akron, 
Columbus and all other cities .. . 
“This was made possible by your 
patronage and by your purchases 
. and only spurs us on to make 
you .. . better deals and better 
| trades.” 





* * > 


Store Shows Import Cars 


eas cars were displayed on 

the main floor of Kilpatricks, a 
major Omaha department store. as 
part of the store’s World Bazaar 
Week. The Renault, MG and Volks- 
wagen attracted considerable at- 
tention. 


Truck-F. leet Aides 
To Be Tutored 
In Safe Driving 


CHICAGO.—tTraining courses in 
the Smith System for Safe Driving 
will be offered by the Ford divi- 
sion’s Midwest sales region, accord- 
ing to J. P. Roberts, regional man- 
ager. 

Instruction in the new system is 
open to safety and training super- 
visors for Midwest companies with 
large truck fleets, according to 
Roberts. He said the five-day course 
is designed to enable the super- 
visors to teach the system to their 
drivers. 

The courses will be held in Chi- 
cago Nov, 4-8, 11-15 and 18-22, and 
Dec. 2-6, 9-13 and 16-20. Coordinator 
for the program is J. A. Taylor, 
Ford's Midwest regional fleet sales 
manager. 

The Smith System, an “on-the- 
road” training course, was devised 
by Harold L. Smith, director of De- 
| troit’s Institute of Driver Behavior, 
to teach drivers how to perfect 
their traffic “seeing” habits. 

Basically, it involves evaluating 
individua] drivers on a _ 12-point 
rating system, and then outlining 
five simple principles for new habit 
formation that will help the drivers 
avoid accidents. 


2 Truck Groups 
Select Officers 

DETROIT.—Two trucking groups 

have elected officers for the coming 
year. 
Key Robinson, Sunnyside, Wash., 
is new president of the Washington 
Motor Transport Assn. He succeeds 
Robert E. Olson, Enumclaw. 

The Maryland Motor Truck Assn. 
has elected Ward L. Bennett, board 
chairman; Lewis W. Higgins, presi- 
dent; Frank Luther, first vice-presi- 
dent; H. D. Arrup, second 
vice-president; Robert F. Moore, 
third vice-president; Gene Bounds, 
fourth vice-president; J. Harold 


Bryson, secretary, and Marshall! T. 
Brandt, treasurer. 





Nashville Trucker Buys 


Fleet of 175 Whites 


CLEVELAND. —R. M. Crichton, 
president of Super Service Motor 
Freight Co., Nashville, has an- 
nounced completion of a $4 million 
improvement and expansion pro- 
gram, which included purchase of 
175 new White diesel tractors. Also 
added were a Nashville terminal, 
dock and office facilities. 

Crichton also said Super Service 
has acquired rights into Chicago, 
St. Louis and Evansville, Ind. 
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By Martin L. Whitmyer 
Staff Writer 


The combined resources of a com- | 
pany, rather than promotional ac- 
tivities in themselves, are the prime | 
movers of product merchandising | 
success, John R. Barlow, manager | 
of product advertising for Chrysler | 


Corp., told the Assn. of National 
Advertisers in Atlantic City last 
week. 


Speaking at the association’s fall 


Affecting Factories and Dealers . . . 


Auto Advertising 
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their own car as to be mowing their 
spacious suburban lawn with a 
hand mower. 


“It takes skillful advertising and 
selling to change what has become 
almost a folkway,” Vollbrecht con- 
cluded, “but people can be wooed 
away from washing their own cars. 
That day is surely coming, and 
advertising can bring it here years 
faster.” 

* * + 


| 


meeting, Barlow said that those| Film on Alloy Steels 


professionally concerned with ad- 
vertising and allied activities profit 
by remembering that men and 
women such as the scientist, the 
engineer, the designer, the product 
planner and the assembly line 


worker are the basic and frontline | 


creative forces of an industrial 
organization. 

“In our business especially,” 
Barlow said, “we know that the 
cars themselves, those ultra-visi- 
ble moving billboards, are the 
most successful ads we can have.” 
Documenting his conclusions with 
references to Chrysler Corp.’s “For- 
ward Look” program, Barlow out- 
lined the development and launch- 
ing of this campaign, which he said 
actually began when the first “For- 

ward Look” cars were being de- 
signed as early as 1952. 

Pointing out that the Chrysler 
view of the “Forward Look” ex- 
tends far beyond its concept as an 
advertising slogan, Barlow ex- 
plained its integration with every 
phase of the corporation’s opera- 
tions. 

“The Forward Look,” Barlow 
said, “merely clothes with words 
a planned, organized conduct of 
our business, a progressive orien- 
tation of our company’s manage- 
ment, and a systematic accelera- 
tion of research, engineering and 
styling development.” 

Barlow also stressed the need for 
the joint and spirited effort of pub- 
lic relations, market research, ad- 
vertising, merchandising, and every 


other related activity for the effec- | 


tive presentation of a company and 
its product. 

“Just as valid advertising themes 
arise out of the life of a company,” 
Barlow said, “so a great promo- 
tional effort has a better chance of 
succeeding if the combined re- 
sources of a company continue to 
feed it with ideas and vitality.” 


Louisville Show Edition 

The Louisville Courier-Journal 
will publish a special automobdile 
show edition Sunday, Feb. 2, in 
connection with the Louisville 
Automobile Show Feb. 1-9 at the 
Kentucky State Fair & Ezposi- 
tion Center. 

It will mark the first. time in 
23 years that the Louisville Auto- 


mobile Dealers Assn. has con- 
ducted a show. 
= > > 


Renault Drive Begins 


Aiming at even deeper penetra- 
tion of the United States auto mar- 
ket for 1958, Renault is using the 
Saturday Evening Post to promote 
its Renault Dauphine model with a 
“4-4-40” theme: Four-passenger, 
Soue-Geee, over 40 miles per gal- 
on. 

Planned as a coordinated na- 
tienal and local campaign, Renault 
will supply the over 400 Renault 
dealers with a “4-4-40” promotion 
kit, including newspaper mats, ads, 
window trim, outdoor posters and 
radio scripts. Additional merchan- 
dising support will be supplied by 
the Saturday Evening Post. 


Naughty, Naughty 

“The day is coming,” says John 
Volibrecht, Chicago creative direc- 
tor for Cunningham & Walsh Ad- 
vertising Agency, “when all cars 
will be washed automatically.” 
Speaking at the recent conven- 
tion of the American Auto Laundry 
Assn. at the Hotel Sherman in Chi- 
cago, Vollbrecht said “the car wash 
business has 50 million competitors, 
and they are the 50 million con- 
Sumers who wash their own cars.” 

“It is advertising’s job in the car 
wash industry to make people as 
ashamed to be caught washing 


How the lighter, tougher, new 
super alloy steels and reactive 
metals are made and used is the 
subject of a film, “Steel Valley,” 
released jointly by the Industrial 
| Information Institute of Youngs- 





|town, O., and Sharon Steel Corp. 
| Narration is by NBC commentator 
Frank Blair. 

Running 18 minutes, “Steel| 
Valley” is available for showing 
without charge to factory employe 
groups, professional societies, serv- 


ice clubs, colleges and schools. Re- 
quests for showing should be di- 
rected to Schmidt Associates, 342 
Madison Ave., New York 17, New 
York; or Public Relations Dept., 
Sharon Steel Corp., Sharon, Penn. 


* * * 


Hertz Ups Ad Budget 


Hertz Rent A Car System will 
spend a record $3,400,000 for na- 
tional advertising in 1958, an in- 
crease of 31 percent over the $2,- 
600,000 spent in 1957. 

Hertz also will spend an addi- 
tional sum of approximately $3,- 
400,000 in local newspaper adver- 
tising and promotion. 

Joseph J. Stedem, executive vice- 
president of Hertz and chairman of 
the firm’s advertising committee, 
announced that for the first time 
the company’s program will include 
large spectacular electric signs to 
be erected in four major cities. 

“We will also increase our con- 
sumer advertising in magazines and 
newspapers,” he said, “and expand 
the number of publications in 
which we advertise.” 

+” * . 


Doyle to Address OAI 


J. C. Doyle, general sales and 
marketing manager for Edsel, will 








sales session of the 60th National 
Convention of the Outdoor Adver- 
tising Assn. Nov. 12, at the Jung 
Hotel in New Orleans. 


concludes Nov. 14. 
be a guest speaker at the national Other speakers for the sales ses- 
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sion include Warner R. Moore, 
president of OAI; Charles H. 
Brower, executive vice-president of 
Batten, Barton, Durstine & Osborn, 
Inc.; G. W. Carrington, director of 
advertising for Morton Salt Co.; 
George D. F. French, vice-president 
of the western division of OAI, and 
Robert C. McBrine, vice-president 
of the eastern division of OAI. 
* * * 





Names 


Raymond F. Connors has joined 
the Hollywood office of N. W. Ayer 
& Son, Inc., to coordinate West 
Coast news bureau activities for 
Plymouth. He succeeds Tom U. 
Engelman, who is transferring to 
Ayer’s Chicago office for service on 
the United Air Lines account. 
Connors formerly was with Strom- 
berger, LaVene, McKensie, Inc., 
Los Angeles, where he was in 
charge of the public relations de- 
partment. 


“I didn’t expect we'd do such a 
good job of cleanup we'd have to 
walk!” See: | 


Paul M. Douglas, former assist- 
ant to the president and director 
of public relations at Oberlin Col- 
lege, has been named manager of 
the newly opened Cleveland office 
of Communications Counselors, Inc., 
International public relations or- 
ganization. 


The convention opens Nov. 10 and 





one of 





the few 
vehicles 
that 


need 
Signal-Stat 
Flashers! 






It didn’t take long for smart automotive men to learn about the new Signal-Stat 
Flasher. Millions are already in use on millions of motor vehicles throughout the 
country. The reason is simple — Signal-Stat Flashers are engineered for longer 
life and every type of signalling application. There’s a variable toad flasher with 
positive pilot action that does the impossible by accommodating almost every 
type of flasher application — flashes 1, 2, 3 or 4 lamps without change in 
flasher rate . . . circuit breaker Flashers that are not subject to damage due to 
temporary shorts, for passenger cars and trucks, and a complete line of 


J 


Dispenser-Display 
Carton 


& ¢ 


Revolutionary, New 


Signal-Stat Flashers and Hardware 


Universal Mounting Clip 


alternating flashers. There is a special #STS-1 assortment that will take care 
of 100% of 6-12 volt installations. 

Top this off with a saturation advertising and sales promotion campaign 
plus a field engineering force to solve your customers’ flasher problems plus 
Signal-Stat’s no tie-in sales policy and you have a winning combination for 
building good will and extra profits. Start selling Signal-Stat Flashers — write 
for catalog, TODAY! 


Signal-Stat 


Always creating — never imitating 
DIRECTIONAL SIGNALS * SWITCHES « FLASHERS 
SIGNAL-STAT CORPORATION, 523-539 Kent Ave., Brooklyn 11, N. Y. 
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available for synchromesh or slid. 
ing-gear four-speed transmissions 
on International model A-120 ix4), 


S-120 (4x4) and R-120 (4x4) tri icks, 
| They are one-speed units which 


sure-sensitive “Scotchlite” in sizes 
from 1% to 6 inches, are available 
to the trucking industry for fleet 
designations and identification. 
Pee Cee Tape & Label Co., 521 
N. La Brea Ave., Los Angeles 36, 
Calif., says the self- luminous, light- 
reflecting letters and numbers are 
durable, weatherproof, permanent 
and will stick to any kind of sur- 


face—metal, wood 7 synthetic, 





TELESCOPIC HOISTS — A line of 
telescopic hydraulic hoists called Micro- 
Tel, is being manufactured by Perfec- 
tion Steel Body Co., Galion, O. According 
to the firm, a telescopic. -type hoist can 
add as much as 1,000 pounds of ad- 
ditional legal payload through the savings 
in hoist weight alone. Further additions 
to payload can result through improved 
load distribution. And because a forward 
mounted telescopic hoist applies lifting 
power directly to the load and ahead of 
load center, this type of hoist has definite 
lift advantages which mean easier lifting 
and longer life of both the hoist and 
the hydraulic system, it is claimed. Micro- 
Tel Hoists are available in both single 
front-mount and twin-cylinder in-or-out 
mount for use on either trucks or trailers 
of all types end capacities, 





TORQUE ACTUATOR—A standard Rotac 
H-10-12 Torque Actuator manufactured by 
Ex-Cell-O Corp., Greenville, O., is being 
used above to rotate a truck-mounted 
crane to handle heavy material. The actu- 
ator is vertically mounted to swing the 
boom through a splined coupling. The 
entire load and upper winch-and-boom 
assembly can thus be rotated through a 
travel arc up to 280 degrees by opera- 
tion of a fouf-way valve mounted in a 
control bank on the side of structure. The 
standard ROTAC utilizes only about 500 


Grote Catalogue 


Grote Mfg. Co., Bellevue, Ky., has 
released a catalogue of all products 
manufactured by its automotive 
truck division. Included, also, is a 
complete digest summary of official 
lighting regulations for trucks, 
busses, tractors, trailers and com- 
binations. 


p.s.i. of the 1,000 p.s.i. capacity of the 
unit under normal conditions, it is 
claimed. 


MOBILE REPAIR SHOP—A specially 
designed half-ton truck, equipped with a 
telescoping ladder, serves as an on-the- 
spot repair shop for the City of Miami's 
vast network of troffic signals. The tele- 
scoping aluminum lodder enables service 
crews to reach overheod troffic signals. 
Shelves and divider trays in the truck's 
six watertight compartments hold special- 
ized tools, equipment and parts. Manvu- 
factured by Reading Body Works, Inc., 
Reading, Pa., the truck also provides two 
wide working areas. Doors on both hori- 
zontal compartments also double as work- 
benches when opened. The body is 
mounted on a stendard Ford chassis. 


Luminous Lemere, Figures 
Designed for Truck Use 





CAR POLISH—Glitter Glaze, produced 
by Glitter Products, Inc., P. O. Box 5157, 
Grosse Pointe Farms 36, Mich., is said 
to produce a hard glass-like finish that 
is not affected by heat or cold tempera- 
tures. The product contains no wax or 
grease—won't become impregnated with 
dust when heated. Glitter Gloze is said 
to give the cor a protective finish against 
salt, alkali, acids and chemicals used to 

Silver and flame-bright letters| melt snow and ice. Available to dealers 
and numerals, die-cut from pres-'and shops in gallons as well as in pints. 

i eo * * « 





WRECKING CRANE—Shown ‘is a wrecking crane developed by the Manley Division, 
Douglas Motors Corp., 2025 W. Clybourn St., Milwaukee, Wis. This crane is said to 
contain many new engineering features, heavier booms reinforced for rigidity, frames 
have been made wider, and formed sections comprise the ends of the super-structure. 
The out-riggers are all mounted at the top of the frame, giving additional support 
for side pulls. The new crane carries a boom capacity rating of 10 tons per boom, 
total possible capacity of both booms is 20 tons, it is claimed. 





MUD FENDERS—Sof-T-Fend Co. Division, 
Paramount Truck Body Co., 2363 Blue 
Island Ave., Chicago 8, Ill., has intro- 
duced a truck and trailer contour mud 
fender that is of one-piece construction 


and fully undercoated. Other features are | Milwaukee 1, 


said to include a 2%%-inch crimped fen- 
der lip and special crown-top design for 


added strength; specially treated cord 
rubber flaps banded with a steel brace. 
ie 








DOCK LIGHT—tLoading and unloading 


trailers is said to be done faster and 
better by illuminating the dork trailer 
interior with the Fostoria Docklite. 


Mounted at dock doorways, the Docklite 
can be easily swung out of the way when 
not in use. The ventilated heat shield 
reflector is designed to accommodate 
R-40, 150-watt lamps. The two 15 x %&- 
inch steel tubing lamp arms cre equipped 
with four-collar joints which revolve 360 
degress and three frictional disc 
which move 270 degrees. Fostoria Pressed 
Steel Corp., a o. 





SERVICE STAND—Automotive Division, 
K. R. Wilson, Inc., Arcade, N. Y., has an- 
nounced the development of a service 
stand specially designed and constructed 


to handle large, heavy engines and 
transmissions. The No. 1009 Stand 
features a special “outboard support” 


which permits fastening of the truck or 
car engine or transmission to the stand 
at two points, assuring complete safety 
when handling heavy loads, it is claimed. 
The stand also features a self-locking 
Geared Head which allows effortless rota- 
tion of any engine or transmission from 
a fraction of an inch through 360 de- 


grees rotation. 
ee 


Strong Silicone Rubber 


Is Developed by GE 


A silicone rubber, said to be 
strong enough to replace organic 
rubber in many applications, has 
been developed by the silicone 
products department, General Elec- 
tric Co. Designated SE-555, this 
compound is available in commer- 
cial quantities. 


GE said it has unusual physical 


| cially suited for aircraft seals and 


| designed for maximum rigidity and lighter | 
| weight, it is 





joints | 


model, it 





mount on the right-hand side of the 
transmission, Controls are mounted 
inside the cab on the instrument 


gaskets for use in the 150 degrees | Panel. 


below zero to 500 degrees Fahren- 
heit range. 


Service Supply Markets 


Winter Starting Fluid 


Serco Starting Fluid, which is 
|said to start gasoline or diese] 
engines easily in cold weather, is 
being marketed by Service Supply 
Co., 1115 Seventh St., Denver, Colo, 
The fluid is injected into the air- 
intake manifold or blower housings 
from its self-spraying containers. 





* * Ed 








TAILGATE—Heil Co., 3042 W. Montana, | 
Wis., has announced pro- | 
duction of a hydraulic elevating tailgate, | 
the Heiloader, with a corrugated platform | 
sub- structure. This corrugated, high-tensile 
steel, “bridge-built,” welded platform is 





claimed. This is said to 
eliminate ‘“‘deck-sag" and makes for | 


easier loading and unloading. For indus- | structural strength by use of flange plates 
trial hauling applications which require on the lifting assembly, the improved 


greater lifting capacity, Heil now has | sep, tz Uni-link Hoist h 

available a 4,000-pound Heiloader in ad- ee oe = eee, aa 

dition to its standard 2,000-pound unit. 
a ae 


Paper Cutter for Office 


A power paper cutter, designed 
for office use, has been released for 
sale by Addressograph- Multigraph 
Corp., Cleveland 17, O. 


* + as 


TRUCK HOIST — Featuring greater 


bility and extra sturdiness for longer life, 
tougher usage, it is claimed. Coupled 
with greater structural strength of the 
new improved Uni-Link Hoist is its in- 
creased lifting capacity. Also, lower hoist 
mounting permits easier mounting of the 
truck box, it is said. The redesign of 
the pivot point fastening to body long 
beams eliminates welding, when mounting 
on the body. Schwortz Mfg. Co., Lester 
Prairie, Minn. 





# 
: 









VAN BODY—A van body with custom- 
ized features is being offered by Premier 
manufacturing Co., 5730 Northwestern, 
Indianapolis, Ind. Known as the “Custom” 
features all the options and 
| customized features normally found only 
in custom built bodies. The vans are avail- 
able in four basic hauling styles—general 
Purpose, furniture, beverage and insulated 
in all popular lengths. Over 32 different 
options are available for the users. 

2 2 


\ta -. Wil iA | 


CARGO HANDLING DEVICES — Truck 
cargo handling equipment has been mar- 
keted by General Logistics division, Aero- 
quip Corp., Pasadena, Calif. The 
equipment includes an industrial track, a 
track fitting that attaches to strap or 
rope tie-downs, and steel beams for 
second decking or shoring cargo separa- 
| tion bars. The industrial steel track, avail- 


International Introdaces jae in 8-foot lengths, installs inside the 


Dower Take-Off pe | walls of a truck trailer. Connecting to the 


|track is ao unique fitting, the Tracklock, 

Two transmission side - mounted | which in one second installs and removes 

| power take-off assemblies for In-| from the track. Standard strap assemblies 
ternational light-duty four-wheel-|or rope connect to the Tracklock fitting 


drive trucks have been introduced | for 





cargo tie-down. The Tracklock con 
by the Motor Truck Division, In-| be used directly as an end fitting for the 
ternational Harvester Co., Chicago, | strap or with a short loop of 1-inch 
Til. | nylon webbing to which strap assemblies 
The power take-off assemblies are' can be attached. 
a * * * 
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LOW-BED TRAILER — Introduction of a 12-ton capacity low-bed trailer, has just 
been announced by LaCrosse Trailer Corp., LaCrosse, Wis. Designated as the DFS-!2, 
the single-axle semi makes use of two main beams and full-length outer channels as 
load-carrying members, to provide maximum strength with minimum weight. Engi- 
neered for use behind standard fifth-wheel tractors, the trailer has an 8 by 14-foot 
oak deck platform, with 41-inch gooseneck and 2-foot beavertail, and comes 
equipped with (4) 825 by 15-14 Ply tires, ICC lights, lastr rings, and 124%, by 6-inch 
air or vacuum brakes. The trailer, has an 18,000-pound 6 by 6-inch H-beam cam- 


strength, low moisture absorption | bered axel designed for a gross load of 17,800 pounds, with a gross load of 
and good oil resistance and is espe-! 10,650 pounds on the kingpin. 
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News in Brief 





(Continued from Page 28) 
division of Gabriel Co., also of |\Clark Acquires Interst 


had been associated with the Jet 
Propulsion Laboratory at the Cali- 
fornia Institute of Technology. 
They developed “Poroloy” as a new 
porous metal of stainless steel which 
has found many applications in 
meeting “heat barrier” and filtra- 
tion problems in guided missiles, 
jet engines and other aircraft and 
industrial applications. 

> * = 


New Sales Office Opens 

NEW YORK.— Olin Mathieson 
Chemical Corp. has opened a New 
England sales office for Olin Alu- 
minum at 49 Waltham St., Lexing- 
ton, Mass. The office will be man- 
aged by Robert W. Pierce, formerly 
with the Aluminum Co, of America 
Conn. 


in Bridgeport, 
» £. 6 


Reservations Offices 
Opened on Coast by Herts 


Cleveland. 


Under the agreement, Huppower 
received rights to Gabriel’s line of 
automotive heaters, defrosting kits 
and fans and to the trade names 
HaDees, Redhead and E. A. It also 
authorizes Huppower to continue 
the use of the trade names Gabriel 
and Briggs. 

+ * + 
Harrill Joins Thompson 
ASHEVILLE, N. C.—C. B. Har- 
rill has been appointed service 
manager for Wayne Thompson, 

Inc. (Dodge-Plymouth), here. He 
formerly headed service for Fol- 
som Motor Co., Hendersonville, 

N. C. 

as +. + 


American Enka Claims 


New Rayon Is Stronger 
ENKA, N. C.—American Enka 


yarn for tires which the company 
says is far stronger than other 
rayons. 

Called Super-Superenka, the yarn 
is said to have a high level of 
fatigue quality and high resistance 
to rupture by impact. 


* * * 


In British Fork-Lift Firm 
BUCHANAN, Mich. — Clark 
Equipment International, C. A., an- 
nounced that it has acquired a 
one-third interest in ITD, Ltd., 
manufacturer of fork trucks in the 
British Isles, from Austin Motor 
Co. and Crompton Parkinson, Ltd. 


The two companies will continue 
to participate in the joint owner- 
ship of ITD with Clark Equipment 
Co.’s wholly owned international 
subsidiary, according to Walter E. 
Schirmer, vice-president in charge 
of Clark’s international operations. 
The English company is being re- 
organized to introduce the manu- 
facture of the Clark line of indus- 
trial trucks in England, Schirmer 
said. 

= +: * 


Florida Branch Opened 
JACKSONVILLE, Fla—aA sales 


CHICAGO. — Hertz Rent-A-Car| Corp, has developed a new rayo2| office has been opened here by “Au- 


System has opened international 
and domestic reservation offices in 
Los Angeles, at 603 W. Sixth St., 
and in San Francisco, at 451 Post 
St. 

Joseph J. Stedem, executive vice- 
president, said that the offices will 
handle reservations for car rental 
in any of the more than 900 cities 
in this country and abroad where 


Hertz service is available. 
> . = 


Inland to Double Capacity 


For Wide-Flange Beams 

CHICAGO.—Inland Steel Co. has 
announced a multimillion-dollar ex- 
pansion program that will double its 
output of wide flange beams, a 
structural shape used widely in the 
construction industry. 

Joseph L. Block, president, said 
the program, scheduled to be com- 
pleted in the first half of 1959, will 
lift capacity for this type beam to 
54,000 tons a month. He also dis- 
closed that when the new beam 
capacity is installed, Inland will dis- 
continue the manufacture of steel 
rails. 


Milwaukee Car Lease Firm 


Formed; Slocum Is Head 

MILWAUKEE. — Slocum-Braeger 
Car Lease Corp. has been estab- 
lished here with Sidney B. Slocum 
as president and Robert W. 
Braeger, secretary-treasurer. 

Slocum said the firm will spe- 
cialize in fleet leasing of cars and 
trucks to business concerns and in- 
dividual leasing to professional 
people. 


> 


New Jersey Parts Depot 
Is Opened by Ford Motor 


sories to 290 Ford and Edsel 
dealers in the East and export 
Fords overseas. 

7 * 


= 
Honolulu Car-Rental Firm 


Is Acquired by Hertz 
CHICAGO.-~Hertz Corp. has ac- 
quired Hawaiian Car Rental Co., 
Honolulu car rental firm, from Earl 
Thacker, Hertz System licensee. 
Walter L. Jacobs, Hertz presi- 
dent, said that the acquisition in- 
cluded 75 automobiles and locations 
at the Honolulu Airport and on 
Waikiki Beach. He said the fleet 
would be increased by 50 percent 
within the next few months, and 
that construction of a new office 
and service building would begin 
pumodiately at the Waikiki Beach 


tion. 
* * 


7 
Edsel Dealer Names Dool 
AMARILLO, Tex.—Ray Dool has 
been named general manager of 
Fred Jones Edsel, Inc, He replaces 
M. B. Witt. 
7 + «© 
Gabriel Heater Division 
Acquired by Huppower 
CLEVELAND. — Huppower 
division of Hupp Corp. has 
acquired the manufacturing equip- 
ment and inventories of the heater 
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“I never run down a competi- 
tor’s product, sir. But the other 
make car you're considering— 
phooey!” 





tomatic” Sprinkler Corp. of Amer- 
ica at 2721 Park Street. 


* * * 


Hargroder Appointed 


To Road Safety Post 
WASHINGTON, D. C.—Appoint- 
ment of Charles M. Hargroder as 
southern regional representative of 
the Inter-Industry Highway Safety 


Committee, Inc., was announced by 
M. R. Darlington jr., managing di- 
rector. 

His region includes Alabama, 
Arkansas, Florida, Georgia, Ken- 
tucky, Louisiana, Missisippi, North 
Carolina, Oklahoma, South Caro- 
lina, Tennessee, Texas, Virginia 
and West Virginia. 


* + + 


Site for Research Center 


Acquired by Aeronutronic 


LOS ANGELES.—A multimillion- 
dollar research, development and 
prototype center will be built on a 
200-acre site acquired near New- 
port Beach, according to Aeronu- 
tronic Systems, Inc., Ford Motor 
Co, subsidiary. 

Aeronutronic, which develops and 
manufactures advanced systems for 
military and commercial applica- 
tion, will continue to maintain its 
Glendale facilities and computer 
development laboratory in Van 
Nuys. 

o * 


= 
Hertz Adds Florida Outlet 


CHICAGO.—Hertz Corp. has ac- 
quired McCord’s Car & Truck 
Service, Pensacola (Fla.) car and 
truck rental firm, from H. D. Mc- 
Cord, former Hertz System licensee. 


BLUE-EYED NURSES 


want Delco Batteries! 


And they’ve got inside information from doctors, who also prefer Delco. In fact, the 
surveys of three leading national publications proved that all America names Delco 
as its No. 1 battery preference. For very good reasons, too. A Delco battery not only 
offers the freshest power money can buy but is also backed by a General Motors 
warranty good all over the United States and Canada. Stock Delco, and see how 
profits take a turn for the better—even if a nurse never comes near your place. 





ON CBS RADIO—LOWELL THOMAS NEWSCAST e 


distributed nationally by 





General Motors leads the way—Starting with Delco Batteries 


ON CBS-TV—“HIGH ADVENTURE WITH LOWELL THOMAS.” GG 





There's no catching Plymouth...no stopping Plymouth | 


AHEAD FOR 


Spurred on by their overwhelming success of 1957...still riding the crest of tremendous public acceptance... 
The air burns with excitement...with the smell of success! And why not? To a car that was already 3 years 


their showrooms...there’s no stopping Plymouth dealers! You’re money ahead when you sell the car that’s 





ee 


hy dealers... Plymouth is... 


KEEPS! 


Plymouth dealers have now jumped off to what is certain to be an even bigger, even more profitable year! 


ahead Plymouth has added brilliant new styling and magnificent new power plants. With a star like this in 


ahead for keeps... Plymouth! << Star of the Forward Look “fy 
A SHOU 
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Chippewa Chief Wins Bulld 


Frank W. Babbit, president, Chippewa Motor Freight, Eau Claire, Wis., poses with 
“Mack,” pedigree English bulidog, which he won in a drawing held by Mack Trucks, 
Inc., at the American Trucking Assns. Convention in Chicago. Looking on, from left, 
ore R. J. Meinert, Mack Chicago district manager; Vivian Devine, of Chicago, Miss 
Mack Trucks, and Henry J. Rowold, manager of Mack's national fleet sales. 


“NO MORE DRAINING AND FILLING 


Across the Nation .. . 


Auto Dealer Changes 


Anderson Motor Co., 2820 West 
Seventh St., has been formed by 
David G. Anderson to sell five for- 
eign cars—the Swedish Volvo, 
Italian Alfa-Romeo and the Ger- 
man BMW, Porsche and Borgward. 


> + aa 


Smith Sells One Outlet 


Downtown Chevrolet Co., At- 
lanta, formerly owned by Hal 
Smith, has been sold to Tim 
Timmers Chevrolet. Smith will 
devote his entire time to opera- 
tion of John Smith Co. (Chev- 
rolet), 555 Spring St., N. W. 


Galles Expands Staff 


Al Onsgard has joined the Cadil- 
lac service staff of Galles Motor 
Co., 1601 Central N. E., Albuquerque, 
N. M. George Day and Ray Ward 
have been added to the Cadillac 
| sales staff, and Bob Andre, Al Ka- 


lik, George Kloop, Robert Crews 
and Marvin Smylie to the Oldsmo- 
bile sales staff. 

= 


+ + 


Buxton Motors to Open 
Buxton Motors, 10610 N. E. Sandy 
Blvd., Portland, Ore. is a new 
Rambler dealership. Gilbert E. 
Buxton heads the firm. 
> 


+ = 


Saxon Opens Ford Deal 


Ron Saxon Ford is a new dealer- 
ship at 225 University Ave., St. 


Paul. Ron Saxon’s father formerly 


Cars of the World 


Cars of the World, Inc., 3009 
University Ave., Madison, Wis., 
has been formed to handle the 
Borgward, Isetta and Volvo. 
James A. Simmonds is president 


new cars are all set when ethylene glycol antifreeze is installed at the factory” 


“As far as I’m concerned, factory-installed glycol antifreeze 
means one less make-ready item for us, and one more bene- 
fit for our customers. 

“We don’t have to take the time and trouble to drain and 
backflush the cooling system and install the antifreeze our- 


glycol is the kind of antifreeze they want—gives them a feel- 
ing of confidence all winter long. And they know it’s best 
for their cars because it’s engineering-approved. 

“Quality service like this brings customers back time and 
time again—for service, parts and accessories, and another 


and treasurer, Alan J. Peek, vice. 
president, and A. F. Plescia, see. 
retary. 
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Kaplan Expands 
Jake Kaplan, foreign car dealer, 
has opened a second showr 
Continental Motors, Inc., at 29] 
Broad St., Providence. 


+ + > 


Renault for F. M. R. 

F. M. R, Electric Co., Bismarck, 
N. D., has been given a franchise 
for Renault, according to F. M 
Roberts, owner of the Bismarck 
firm. 


> * 


= 
Joy Adds Mercedes 
Joy Brothers Motor Car Co, 
(Studebaker-Packard), 199 N. Smith, 
St. Paul, has been granted a Mer 
cedes-Benz franchise. 
= + = 


2 Acquire Lammi Motors 

Bob Anderson and Bob Lammi 
are the new owners of Lammi 
Motors, Inc. (Hudson), Hibbing, 
Minn. 


> * > 


Olson Adds British Ford 
Olson Motors (Lincoln-Mercury), 
Great Falls, Mont., is adding the 
British Ford. 
= 


Haltom Buick-Pontiac Opens 
Larry Haltom Buick - Pontiac, 
Inc., headed by Larry Haltom, is 
a new dealership at Austin, Minn. 
Haltom formerly was assistant 
manager of the Buick zone office 
in Minneapolis. 
« 


* * 


= > 


Lemmel Quits Business 
Paul J. Lemmel, owner of Lem- 
mel Motor Co. (DeSoto-Plymouth), 
Jackson, Minn., has gone out of 
business, 
> . 
Lincoln Signs Up Doran 
Doran Lincoln, Inc., 1715 N. 
Akard, Dallas, has been named a 
Lincoln dealer. Felix Doran jr. is 
president, Felix (Mike) Doran vice- 
president and Edward F. Doran, 
secretary-treasurer and manager of 
the firm. 


> 


* > > 


More Service Space 
S-P Motors, Inc., Albuquerque, 
N. M., is constructing a building 
at 7833 Lomas Blvd. to house its 
expanded service department. O. 
M. Smith will be service manager 
of the new facility. 


Carports for Imports : 

A. Ray Barker Motor Ce 
(Willys), 1121 Fourth N. W., Albu- | 
querque, N. M., has constructed 

nine carports to house its recently 
acquired English Ford line. The™ 
carports occupy an area 90 feet by™ 
20 feet. | 


2 Get L-M 


Franchise 
Hartung-Parchman Motors, 
Junction City, Kans., has taken 
over the Mercury-Lincoin fran- 
chise formerly held by Bill Coates 
Motors. William L. Hartung and 
Dale Parchman, both formerly 
with Coates, own the new firm. 

> « as 


Volume Dodge Opens 
The Dodge dealership in Port © 
Arthur, Tex., has been transferred © 
from Raiford Motors to Volume- 
Dodge, of which C, E. 
is president and general manager. 
- > > 


Ray-Bradford Moves 
Ray - Bradford Lincoln - Mercury, 
Inc., has opened in its new location 
at 714 Meridian St., Huntsville, 
Ala. 


Ruff Buick in New Home 

George Ruff Buick has opened 
for business in its new location 
on North Gloster St, Tupelo, 
Miss. 

* + > 
McCarney in Control 
R. P. McCarney has purchased & 


controlling interest in the Univer- ~ 
(Ford-Lincoln-Mer- ~ 


sal Motor Co. 
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selves, so our profit is pure profit. And every car is fully 
protected at the factory, regardless of the temperature. 


“Of course, our customers like to know their antifreeze is 
factory: recommended and factory approved. Ethylene 


new car!” 
The Dow Chemical Company formulates ethylene glycol 
antifreeze to meet the specifications of individual automo- 
bile manufacturers. 


cury) at Bismarck, N. D., from | 
Earle F. Tucker, former president 7 
and manager of the company. Mc- | 
Carney has taken over as president © 
of the firm; Milton Rue, another = 
partner, is vice-president and treas- 
urer, and Tucker now is secretary. — 
McCarney sold his former business, 
Midway Motor Mart, located be- 
tween Bismarck and Mandan, 
N.D., to Bruce Belk. 


THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN 


|}was a Ford dealer at Albert Lea 
| and Faribault, Minn. 
* + = 











Average Prices of Used Cars Sold at Auction 


Prices of "566 added and '48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956, 


Market Trend 


| The overall average price of 
used cars sold at wholesale auc- 
tion last week declined $7 to $795, 
gecording to Automotive News’ 
index. 

It was the first time this year 
that the average had fallen below 
$300. 

Only 1950 models, which ad- 
vanced one dollar, escaped the 
downward trend. Losses amounted 
to $12 on ’56s, $10 on "54s, $9 on 
Sis, $9 on ’55s, $9 on ’53s, $7 on 
52s and $1 on ’5is. 

New lows were established for 
all models except ’52s and ’50s. 

At a group of representative 

guctions last week, the average 

nt was 190.9 units, com- 
pared with 2269 the previous 
week. The sales ratio was 62.4 


tion. 
sale of Oct. 


BUICK—’'55 Super Riviera, 
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Figures alongside bars represent dollars. 


percent, compared with 63.7 per- 
cent a week earlier. 

Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

* * * 


LOS ANGELES 


(Harold Henry's Los Angeles Auto Auc- 
Sale every Tuesday, Prices are for 
15.) 

$1,275°* (ps); 
Special Riviera, $1,225* (ps). '54 Special 
2-dr., $625. ‘53 Super 4-dr., $675*; Rivi- 
era, $635*, $495°; RM 4-dr., $665; conv., 
$465*. °51 Super Riviera, $240°. '50 Spe- 
cial 4-dr., $120°. 


CADILLAC — ‘56 sedan de Ville, $3,500° 


(ps), $3,285* (ps); (62) coupe, $2,900° 
(ps). °55 coupe de Ville, $2,840* 
$2.705* (ps); (62) coupe, $2,450° (ps). 
"54 Eldorado, $2,200* (ps); (62) coupe, 
$1,850° (ps). "53 (60) 4-dr., $1,150° (ps); 
(62) coupe, $1,120° (ps). "52 coupe de 


(ps), 


Ville $1,000* (ps). "49 (60) 4-dr., $325°, | 


’57 Bel 
coupe, 2 at $2,230° (ps), 


Air (8) sport 
$2,225° (ps), 


MICHIGAN 





COLORADO AUTO AUCTION 
oO. SOUTH DENVER 


Sele Every Monday—11:00 a.m. 
Francis R. Casseli—Carroll K: 


paid for by our own check through 
The Bank of Denver 


MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Burden-Caswell-Nace-Dudley 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at I! A.M. 

Phone Sherman 4-3263 


___ 


CONNECTICUT 


NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. Municipal Airport. Sale 
every Tuesday at 11:00 A. M. Com- 
pletely under shelter. 


GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half ame west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Coil. W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 


MISSISSIPPI 





JACKSON — Greater Jackson Auto | 
Auction, Inc., Wilmington St., P. O. | 


Box 8468, Wednesday, 12:30 P. M. 





MISSOURI 








ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 


CLASSIFIED WANT ADS 
BRING RESULTS 


MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located ¥% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEBO HIGHWAY (U. 5. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 


Phone Dunkirk 3-0150 


$2,100* (ps), $2,040* (ps), $2,015* (ps); 
sport sedan, $2,100* (ps); Two-ten (8) 
4-dr., $1,745*. °56 Corvette, $2,600; Bel 
Air (8) station wagon, 2 at $1,800*; 
sport sedan, $1,750*, $1,650°, 4-dr., $1,- 
545, $1,470* (ps); Two-ten (8) sedan, 
$1,675*. '55 Bel Air (8) 2-dr., $1,295°; 
conv., $880*; Two-ten (8) Delray coupe, 
$1,100, $1,005; 4-dr., $1,000, $980; Two- 
ten (6) 2-dr., $950; 4-dr., $800, $725, 
$710; One-fifty (6) Handy-man, $990; 2- 
dr., $850°; 4-dr., $815. '54 Two-ten Del- 
Tay coupe, $800; Bel Air 2-dr.. $740, 
$695; One-fifty 4-dr., $600. ‘53 1 Air 
4-dr., $750°; Two-ten 2-dr., $395; One- 
fifty 2-dr., $390. '52 Bel Air sedan, $500; 
4-dr., $305. °51 station wagon, $335°; 4- 
dr., $295, $265, $235, $200; 2-dr., $295°, 
$175; coupe, $235; conv., $215. 


CHRYSLER — ‘55 NY Newport, $1,585*° 
(ps). "54 NY 4-dr., $900° <‘ps). ‘52 
Windsor 4-dr., $275*. 

DeSOTO—'55 Fireflite sportsman, 
(ps). 

DODGE — ‘55 Coronet 4-dr., $1,275. 
Meadowbrook 4-dr., $245*. 

FORD—’'57 Thunderbird, $3,105*, $3,030°*, 
$3,025*, $2,975°, $2,925°; Fairlane (8) 
500 club Victoria, 2 at $2,230° (ps), $2,- 
225° (ps), $2,195° (ps), $2,150*°, $2,100, 
$2,050* (ps), $1,900; Country sedan, $2,- 
150°; conv., $2,100° (ps); club sedan, 
$2,000*, $1,955*, $1,800°; Custom (6) 300 


$1,480° 








NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 

Auctioneers—David 8. Spielman 

| John W. Becker 


| Thruway Auto Auction, Inc. 

| Route 188 Buffalo, New York 
EVERY MONDAY 

Insured Checks — Insured Titles 

| Fast, Accurate Market Reports 

Phone: HObart 4700 Al Clements, Owner 


Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, 
Checks and Titles (Wed.). 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Eve 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M 


Crossroads 


- .. where they meet . . . buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 


"53 | 


49 


2-dr., $1,230*; (98) Holiday coupe, $950*. 
'54 (98) Holiday, $1,195* (ps), ’53 (98) 
conv. $800* (ps); Holiday, $725* (ps); 
(88) Super 4-dr., $645*, '52 (98) Holi- 
day, $270*; conv., $215* (ps). '51 (98) 
4-dr., $155*. '49 (88) 4-dr., $165°. 

PLYMOUTH ’57 Belvedere (8) sport 
coupe, $2,150*; club sedan, $1,950*; Sa- 
voy (8) 4-dr., $1,725*. °56 Belvedere (8) 
sport coupe, $1,475*; station wagon, §$1,- 
405. '55 Belvedere (8) conv., $805; Savoy 
(6) 4-dr., $750*; club sedan, $745. °54 
Belvedere conv., $700*; Plaza Suburban, 
$690; Savoy 4-dr., $525*. '53 sedan, $525, 
$350*. '52 sedan, $345. '50 4-dr., $120. 
49 4-dr., $135, 

PONTIAC—'56 Safari station wagon, §$1,- 
975* (ps). ’54 Star Chief Catalina, $895*; 
4-dr., $445* (ps). '53 conv., $420*. 52 4- 
dr., $265*, $215*, $210*. '50 4-dr., $130°*. 

RAMBLER—’55 Country club, $1,165, ’51 
station wagon, $275. 

STUDEBAKER — ‘55 Commander sedan, 
$850. '51 Commander 4-dr., $175*; Cham- 
pion 4-dr., $140. 

WILLYS — '50 station wagon, 
Jeepster, $330. 

MISCELLANEOUS — 

i a Fs $1,760*; %-ton pickup, $1,250; Simca 4- 

— ww ae dr., $1,495. '56 Volkswagen 2-dr., $1,460, 

‘ ‘ $1,400; pickup, $1,400. '55 Chevrolet (6) 

56°57 \%-ton pickup, $800; Ford %-ton pickup, 
Aug. 2 at $900; Porsche conv., $1,900; Volks- 

wagen conv., $1,255. "53 Chevrolet %-ton 
pickup, $585; Volkswagen Sunroof, $610. 

"52 Chevrolet %-ton pickup, $515. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Sept. 18.) 

(Sold 176 cars out of 266 consign- 
ments.) 


BUICK—’'56 Century Riviera, $1,650*, $1,- 
400° (ps). '55 Special Riwera, $1,325*. 
'54 Super 4-dr., $895*; Riviera, $970, 
$875*, $800°; Special Riviera, $900*, $805. 
‘53 Special Riviera, $600°; 4-dr., $535; 
Super 4-dr., $470*. ‘52 Special 4-dr., 
$235°. 

CADILLAC—'56 (62) coupe, $2,680* (ps). 
"62 (62) 4-dr., $840°, $700° (ps), ‘51 
(60) 4-dr., $555°. "47 4-dr., $120°*. 

CHEVROLET—'57 Bel Air (8) coupe, §2,- 
010°; Two-ten (6) 2-dr., $1,690*, $1,350. 
‘56 Two-ten (6) 2-dr., $1,165. $1,150*, 
$1,145*. 54 Two-ten 4-dr., $465. °53 Bel 
Air coupe, $500, ‘52 2-dr., $330. 51 4-dr., 
$200°; 2-dr., $300°, $245, $180°; club 
coupe, $255. "50 4-dr., $155°, ° 
4-dr., $100. 

CHRYSLER—'54 Windsor 2-dr., $560* (ps). 

DeSOTO—'52 Custom 4-dr., $235. 

DODGE — '56 Coronet 2-dr., $1,085*, "54 
Coronet 4-dr.. $635; Meadowbrook 4-dr., 
$575°. '53 Coronet 4-dr., $480°, $240. "52 
Coronet 4-dr., $265, $130. 

FORD—’'57 Fairlane (8) conv., $1,720*. ’56 
Fairlane (8) Victoria, $1,425*; Custom 
2-dr., $1,050, $1,020, $975, $950. '55 Cus- 


(Continued on Page 57, Col. 1) 


$220. *49 


‘57 Ford Ranchero, 


2-dr., $1,475; Custom (8) 4-dr., $1,385. 
’56 Thunderbird, $2,700* (ps), $2,390*°; 
Ranch Wagon, $1,495*; Fairlane (8) 4- 
dr., $1,195*; Custom (8) 4-dr., $1,025. 
’55 Thunderbird, $2,075*, $1,650; Country 
sedan, $1,450°; Fairlane (8) Victoria, 
$1,250°; 4-dr., $965°; Main (8) Ranch 
Wagon, $1,010; 4-dr., $435; Custom (8) 
2-dr., $890. °54 Crest Victoria, $905*; 
conv., $815*°; 4-dr., $800*%; Custom (8) 
4-dr., $585°; Main (6) 4-dr., $475, $350. 
"53 station wagon, $685; Custom (8) 4- 
dr., $570°, $485, $455°; Main (8) 2-dr., 
$395. '52 Custom 2-dr., $425, $275; Main 
2-dr., $165. °51 Victoria, $345; 4-dr., 
$265, $225, $120; 2-dr.. $265; station 
wagon, $250; coupe, $125. 

HUDSON—’55 Hornet 4-dr.. $1,000; Jet 4- 
dr., $750. ‘53 4-dr., $290. 

| LINCOLN—'54 Capri ‘coupe, $1,370* (ps). 
"52 Capri 4-dr.. $375°. 

MERCURY—’'57 Turnpike Cruiser, $2,800° 
(ps); Montclair coupe, $2,400* (ps); 
Monterey 2-dr. $1,800. ‘56 Montclair 
coupe, $1,685*° (ps). '55 Monterey station 
wagon $1,390°. ‘52 Custom 4-dr., $345°. 
"51 club coupe, $250. '50 4-dr.. $100. 

NASH—'55 Ambassador 4-dr.. $1,000*. ‘54 

| statesman Country club, $635. '53 States- 
man 2-dr., $400. '52 sedan, $310. 

OLDSMOBILE — ‘57 (88) Holiday coupe, 
$2,495*° (ps). '56 (88) Holiday coupe, $1,- 
800°, (ps). "55 (88) Holiday, $1,300° (ps); 


| 
| 


$220, 
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Frequency rates on request. 
Contact 


Automotive News 


2666 PENOBSCOT BLDG., DETROIT 26, MICH. 


(Space in “Leading Used-Car Auction Directory" reserved for 
recognized wholesale auto auctions only.) 








The biggest, boldest move any ca 





00! 





Here it is... the beautifully 
moving 58 Chevrolet! It’s so 
panther-quick, so silk-smooth it 
goes far beyond even the great 
Chevrolet performers of the past. 
Here are radical departures in 
power, ride and body-frame 
design, a V8 unlike any other, 
a Full Coil suspension system, 
and a real air ride. . . even two 
new super models! It’s all 

part of Chevrolet’s giant step! 


So low, so long, so supremely smart 


The year’s newest car, the newest car in years ~ 
that’s the °58 Chevrolet! It’s lower, wider, nine 
inches longer. There’s a crisp new silhouette, 
impressive new front, airy gull-wing styling in 
the rear. But the story’s only started! 


All sedans have sleek, thin pillar styling. There 
are bold new interiors — beautiful to behold, 
There’s an all-new outlook from the driver’s seat 
—a bigger windshield that rakes back at the 
corner posts, new control pantl, new steering 
wheel. And new power, new ride besides! 


New Turbo-Thrust V8 


For 1958, Chevrolet takes the wraps off an en- 
gine that’s so new it even looks different! The 
combustion chambers are machined in the cyl- 
inder block. Chevrolet’s new Turbo-Thrust V8* 


with Wedge-Fire design brings a new pinnacle 


ALMOST TOO NeW vO B 





Bel Air Impala Sport Coupe — Such luxury never came out of the low-price field before! 
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,..and Chevrolet dealers have it! 


of performance! Here’s a sweet, velvet-smooth 
brand of 250-h.p. action that’s as frisky and 
eager as Chevrolet looks. And when Turbo- 
Thrust is teamed with Turboglide*, first triple- 
turbine transmission, Chevrolet dealers can offer 
the quickest, smoothest combination on the road. 


A magnificent new ride 


Two, in fact. Chevrolet for 1958 has a standard 
Full Coil suspension and, as optional choice 
at extra cost, a new Level Air ride, first time in 
the field. Talk about having it soft . . . there’s 
nothing softer than Chevy’s new ride! There’s 
also a new and different body-frame design that 
cradles you closer to the road and gives a solid 
new handling feel. 


The beautiful way to be thrifty 


Never before have so many new things and so 


many fine things been offered in a low-priced 
car! (And practically all America has spotted 
that fact from the start!) There’s new 6 and V8 
power. Improved transmissions, including Power- 
glide*! A new foot-operated parking brake. 
Beautiful new 8-lamp effect in front. 


And Chevrolet outdid itself with two new 
super models — the Bel Air Impala Sport Coupe 
and Convertible. They’re the most lavishly ap- 
pointed and distinctive cars that ever came out 
of Chevrolet’s field. Buyers who look for luxury 
will find it here in full measure. 


In every way, the 58 Chevrolet is the biggest, 
boldest move any car ever made. And you only 
have to look into a Chevrolet dealer’s show- 
room to see that it’s getting a big and warm 
reception. . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 


*Optional equipment at extra cost. 
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Bel Air 4-Door Sedan — One of 17 all-new Chevrolets for a brilliant 1958! 





New ’58 Chevrolet Corvette — 
America’s only sports car goes even sportier! 
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1958 MODELS 


BUICK—Special—4-dr. sed., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr, 2-seat 
stat. wag., $3,145; 4-dr. 2-seat hardtop 
stat. wag., $3,261. Century—4-dr. sed., $3,- 
316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 
sed., 


—4-dr, hardtop, $4,667; 2- ‘dr, hardtop, $4,- 
557; conv., $4,680. Limited—4- dr, hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitch Dynafiow standard on Cen- 
tury and Super; Flight-pitch Dynfliow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 
master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 


CHEVROLET (Prices are for six- 
cylinder models. 





The following imported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U, 8S, excise tax 
and import duty. They do not include 
“emergency freight”’ charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment, 
ASTON-MARTIN—DB24 Mark III cpe., 
$6,950. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,545; 
A-55 deluxe 4-dr. sed., $2,116. (Heater 
standard.) 

AUSTIN-HEALEY—conv., $2,919; deluxe 
conv., $3,195. (Heater standard on deluxe.) 

BENTLEY — Series S — Standard Steel 
Saloon, $12,200; conv., $20,383. Continen- 
tal—4-dr. sed. (Mulliner), $20,035. (Series 
8 chassis, $9,160.) 

BMW Isetta 300—$1,048. 
ard.) 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298. Panhard 4-dr. sed., $1,995; 4-dr. de- 
luxe sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard; power brakes, power 


(Heater stand- 


For V-8s, add $107.) Del-| standard on Corsair and Citation.) 


Port-of-Entry Prices 
On Imported Cars 





steering and automatic clutch standard on) 
| Tourer deluxe sed., $1,688; stat. wag. $1,- 


D8-19.) 


DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 


995; 2-dr. hardtop, $2,195; stat. wag., $2,-/| 


495. (Heater standard on all models.) 


FIAT—600 Series—Multipla 4-dr. sed., 
$1,508; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Series—4-dr. sed., $1,655; 4- 
dr. TV (Fast-Touring) sed., $2,035; stat. 
wag. $2,069; TV roadster 
tional), $2,498. (Heater standard on all 
models. ) 


FORD (Engiand)—Angtia Series—Angliia_ 


2-dr. sed., $1,539; Prefect 4-dr. sed., $1,- 
639; Escort 2-dr. stat. wag., $1,629; Squire 
2-dr. stat. wag., $1,739. Mark Il Series— 


Consul—4-dr, sed., $2,012; conv., $2,351; 
Zephyr 4-dr. sed., $2,193; conv., $2,552; 
Zodiac—4-dr. sed., $2,365; conv., $2.910. 
HILLMAN—4-dr. sed., $1,849; conv., $2,- 
098; 2-dr. stat. wag. (Husky), $1,535; 
4-dr. stat. wag. (Minx), $2,299. 
sed., $5,605 


4AGUAR—Mark VIII 4-dr. 


First Piggy-Back Service 


Southern Trucking Co. and the 


Florida East Coast Railway have) 


been authorized by the Florida 
Railroad and Public Utilities Com- 
mission to inaugurate the first rail- 
road-truck “piggy-back” service in 
the South. 

The commission said, “Special 
equipment will be needed for the 
operation by the railroad. Truck 
parking space near loading ter- 
minals, special clamps to hold the 
trailers on the flat cars and special 
tracks served by loading ramps are 
needed.” 
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Current Prices on U. S. Cars 


ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr, util, sed., $2,013, Biscayne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr, sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr, hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734. Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman, $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvet hardtop cpe. or conv. 
(V-8 std.), $3,631. 


EDSEL—Ranger—4-dr. 
dr. sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr, hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
—Roundup—2-dr. 2-seat, $2,876. Villager— 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission | 


sed,, $2,592; 2- 





(overdrive), $5,695 (automatic transmis- 
sion). 3.4 Liter sed., $4,460 (overdrive), 
$4,560 (automatic transmission). XK-150 
cpe., $4,475; conv., $4,595. 


MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL ecpe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-S 4-dr. sed., $4,283; 
220-8 conv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL. epe., $8,905; 300-SL roadster, 
$10,928; 300-SC conv. or roadster, $12,- 
272. (Power brakes standard on 219 sed.; 


automatic transmission standard on 300-C 
sed.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
567.15; conv., $1,591.15. 

MG—MGA roadster (disk wheels), $2,- 
376; roadster (wire wheels), $2,459; cpe. | 
(disk wheels), $2,670; cpe. (wire wheels), 
$2,759. Magnette — 4-dr. sed., $2,650. 
(Heater standard on Magnette.) 


MORRIS—4-dr. sed., $1,735; 4-dr. deluxe 
sed., $1,800; 2-dr. sed., $1,648; 2-dr. de- 
luxe sed., $1,704; Tourer sed., $1,629; 


854; deluxe stat. wag., 
standard on deluxe models.) 


OPEL — Rekord — 2-dr. 
(Heater standard.) 

RENAULT —4CV 4-dr. sed., 
Dauphine 4-dr. sed., $1,645. 
ard on both models.) 

ROVER—90 4-dr. 
dr. sed., $3,625 


$1,909. (¢ r 


sed., $1,957.50 


$1,345; 
(Heater stand-| 


sed., $3,295; 1058 4- 
(overdrive); 105R 4-dr. 
sed., $3,765 ‘(automatic transmission and) 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 


ROLIS ROYCE—Sliver Cloud—Standard 
Steel Saloon, $12,500; conv., $20,657. Sil- 
ver Wraith—Touring limousine (Mulliner), 
$20,858. (Silver Cloud chassis, $9,480; Sil- 
ver Wraith chassis, $9,976.) 

SAAB—2-dr. sed., $1,895. 
ard.) 


SIMCA — Aronde Series — Deluxe 4-dr. 
$1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat. wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Piein Ciel 
$2,688; Oceane conv., $2,888. | 


(Heater stand- 


Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
sed., $2,199. (Heater | 
standard on Grand Large, 
Oceane. ) 


| 
SUNBEAM—Rapier 2-dr. sed., $2,499. 
(Heater and overdrive standard.) } 


TEMPO — Matador — 12-passenger stat. 


Plein Ciel and | 


wag., $2,575. (Heater standard.) 
TRIUMPH TR-3—softtop, $2,625; hard- 
top, $2,790. | 
VAUXHALL — Victor — 2-dr. sed., $1, 
957.50. (Heater standard.) 
VOLKSWAGEN —- 2-dr. sed., $1,545; 2- | 
dr. sunroof, $1,625; conmv., $2,045; Kar-| 
mann-Ghia sport cpe., $2,445; Combi stat. 
wag. (8-passenger), $2,020; deluxe stat. | 
wag., $2,120; deluxe camper, $2,737. | 


(Heater standard on all models.) 


VOLVO — 2-dr. sed., $2,170; 2-dr. stat. 
wag., $2,345. (Heater standard on both 
models. ) 


| $5,292.96; Eldorado Seville 


RAMBLER—Deluxe Six—4-dr. sed., $2,- 
047. Super Six—4-dr. sed., $2,212; 4-dr. 
hardtop, $2,287; 4-dr. 2-seat stat. wag., $2,- 
506. Custom Six—4-dr. sed., 


——4-dr, sed., $2,342; 4-dr, 2-seat stat. wag., 


$2,636. Custom—4-dr. sed., $2,457; 4-dr. 
hardtop, $2,532; 4-dr. 2-seat stat. wag., 
$2,751. Ambassador — Super — 4-dr. sed., 


$2,587; 4-dr. 2-seat stat. wag., $2,881. Cus- 
tom—4-dr. sed., $2,732; 4-dr. hardtop, $2,- 
822; 4-dr. 2-seat stat. wag., $3,026; 4-dr. 
2-seat hardtop stat. wag., $3,116. 


STUDEBAKER—Scotsman 6—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 4-dr. 2-seat stat. 
wag., $2,055. Champion 6— 4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-8 

4-dr. sed., $2,378; 4-dr. 2-seat Provincial 
stat. wag., $2,644. President V-8—Classic 
4-dr. sed., $2,639. Hawks—Silver Hawk 6 
cpe., $2,219; Silver Hawk V-8 cpe., $2,352; 
Golden Hawk V-8 2-dr. hardtop, $3,282. 
(Overdrive standard on Golden Hawk. 
Heater standard on Scotsman.) 
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CADILLAO — Series 62 — 4-dr. hardtop, | 


| $4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv.. 


2-dr, hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 
top, $13,074. Sixty Special—4-dr, hardtop, 
$5,614.32. Series 75—8-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 


CHRYSLER — Windsor — 4-dr. sed., $3,- 


088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 
| $3,153; 4-dr. 2-seat stat. wag., $3,575; 

-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr. 2-seat stat. wag., $4,- 


745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 


CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, power 
brakes standard.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr, hardtop, $2,911.75; 2-dr. hard- 





$2,327; 4-dr. | 
2-seat stat. wag. $2,621. Rebel V-8—Super 





top, $2,835.75; 4-dr, 2-seat stat, wag., $3,- 


169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr, hard- 
top, $%141.75; 2-dr. hardtop, $3,084.75; 
conv., $3,361.25. Firefilte—4-dr. sed., $3,- 


486.75; 4-dr, hardtop, $3,670.75; 2-dr. hard- 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr, hardtop, 
$3,996.75; conv., $4,272.25. 
standard on Fireflite and Adventurer. 
brakes standard on Adventurer.) 


DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,861; 
4-dr, 2-seat Sierra, $2,946; 4-dr 3-seat 
Sierra, $3,073; 4-dr. 2-seat Custom Sierra, 
$3,087; 4-dr, 3-seat Custom Sierra, $3,215. 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custom—4-dr, sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., 
$1,878.64. Custom 300 — 4-dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28 F 
4-dr. sed., $2,286.36: 2-dr. sed., $2,235.08; 
4-dr, hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
2-dr, sed., $2,281.40; 4-dr. hardtop, §$2,- 
403.76; 2-dr. hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe, (V-8 only), 
$2,942.05. Station Wagons — 2-dr. 


Rio Ranch Wagon, $2,397.32; 4-dr, 2-seat 


try sedan, $2,556.08; 4-dr. 3-seat Country 
Squire, $2,683.64. Thunderbird — hardtop 
cepe. (V-8 only), $3,408.12, 


IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 
4-dr. hardtop, $5,406; = hardtop, 
268.50; conv., $5,597 LeBaron—4-dr. 
sed., $5,742.50; 4-dr., _ $5,742.50. 
| Limousine prices not available. ( ue Flite 
power steering, power brakes standard.) 


LINCOLN—Capri—4-ar. sed., $4,794; 4- 





dr. hardtop, $4,794; 2-dr. hardtop, $4,649. 
-dr. sed., $5,293.50; 4-dr. hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 


(TorqueFlite | 
Power 


2-seat | 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Del| 


Country sedan, $2,451.32; 4-dr. 3-seat Coun- | 


5. | 


| 757.80; Pace Car conv., 





conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 


MERCURY — Monterey — 4-dr. sea., $2,. 
644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2,762.80; 2-dr, hardtop, $2,692.80; cony,, 
$3,004.80. Montelair—4-dr. sed., $3. 187.86; 
4-dr. hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnpike Cruiser 





| 4-dr, hardtop, $3,848.80; 2-dr. hardtop, $3. 


$4,102.80. Station 
Wagons — Commuter — 2-dr. 2-seat, “ 
902.80; 4-dr, 2-seat, $2,972.80; 4-dr, 3. 
seat $3,069.80. Voyager 2-dr, 2-seat, 
$3,402.80; 4-dr. 3-seat $3,569.80. Colony 
Park 4-dr. 3-seat, $3,676.80. (Mere. 
O-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser. ) 


OLDSMOBILE — Series 88 — 4-cir. 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. 
top, $2,932.47; 2-dr. hardtop, $2 
conv., $3,182.47; 4-dr, 2-seat stat 
$3, 202. 47; 4-dr, 2-seat hardtop, stat. 
$3,313.47. Super 88—4-dr. sed., $3,030. 47: 
2-dr. sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr, hardtop, $3,180.47; conv., $3,. 
447.47; 4-dr, 2-seat hardtop, ‘stat, wag, 
$3,541. ‘47. Series 98—4-dr. sed., $3.7 40.55: 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4, 216.55 (Jetaway Hydra. 
Matic, power ‘steering, power brakes stand. 
ard on Series 98.) 


PACKARD CLIPPER—4-dr. sed., $3, 212; 
4-dr. 2-seat stat. wag., $3,384. (Flighte- 
matic standard.) 


PLYMOUTH—(Prices are for 6-cy!. mod- 
els. For V-8s, add $100.) Plaza—4-dr. sed, 
$2,054.75; 2-dr. sed., $2,008.50; bus. cpe,, 
$1,898.75. Savoy—4- -dr, sed., $2, 193.50; 2 
dr, sed., $2,147.25; 4-dr. hardtop, $2, 317. 25; 
2-dr. hardtop, $2,229, Belvedere—4-dr. sed., 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr. hard. 
top, $2,418.50; 2- dr. hardtop, $2,348.50; 
conv. (V-8 std.), $2,638, Fury—2-dr. hard 
top, $2,925.25. Station wagons—2-dr. 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, $2. 
440; 4-dr, 2-seat Custom, $2,493.75; 4-dr, 
3-seat Custom, $2,648.75; 4-dr. 2-seat S 
$2,621.75; 4-dr, 3-seat Sport, $2,776.75, 


PONTIAC — Chieftain — 4-dr. sed., $2. 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop, $2,529.39; 2-dp, 
2-seat stat. wag., $2,441.39; 4-dr. 3-seat 
stat. wag., $2, 898. 39. Super Chief—4-dr, 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr. hardtop, $2,735.39; 4-dr. 2-seat stat. 
wag., $3,021.39. Star Chiet—4-dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4- dr. hardtop, "$2, 975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3,105.39; Bonneville conv, 
(fuel injection), $5,782. 39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr, 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matie, 
power steering, power brakes standard on 
Bonneville. ) 


sed,, 
hard. 
354.47; 
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New Commercial Car Registrations, 









Truck registrations by states 
are released here weekly, as 
compiled by R. L Polk repre- 
sentatives in state capitals. 
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37 States for wont 1957-1956 





Stude- 


Reo | baker | White 





Willys | Misc. 























































“The information contained in this report 
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has been compiled from official 


state documents. 


Every reasonable precaution has bees 


exercised to insure accuracy of this report to the extent of the registrations received eed tabulated at the time the report is published: i 


R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’ 
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ont a lot of folks get mixed 

: up over the relationship of 

Spational spending and their own 
rity? 

_ As kids, we learned from our 
parents and our copybooks that a 
y saved is a penny earned— 
ee it we just spend as little as 

ble we're bound to have pros- 
perity sitting in our lap. 

And now look what’s bringing 
the second set of spending protests 
to Congress: 

_ Folks across the land, squeez- 
‘ing their pocket s over 
higher-priced meat and the mid- 
' April tragedy of taxes, fired 

salvos at Congress to cut back 

Government spending. 

“Why all those billions, even for 
defense and specially for so 
‘Blamed many Government em- 

?” they wondered. 

Well, this is a democracy, and 
Congressmen get cauliflower ears 
holding them to the ground. So 
gutbacks came about. Layoffs des- 
eended not only on naval stations, 
but among shipyard workers, air- 
eraft personnel and civilian em- 
ployes. 

Now, protests are demanding the 
opposite. Congress heard: 

“What's going to happen to our 
towns that depend largely on 
money spent on defense and air- 
craft, and on the civilian clerks 
and technicians who were part of 
the cutback.” 

The pinch came from Ports- 
mouth, N. H., through Baltimore, 
to Palm Beach, Fla... . past St. 
Louis and Lawrence, Kans., to San 
Francisco, and Flagstaff, Ariz. 
More than half a hundred regions 
were hit heavily. 


Money Must Circulate 
oo brings our old friends 
Economics and Flow of Money 
to the front. We used to think 
that when a rich man spent 
geveral thousand dollars on a 
“coming-out party” for his daugh- 
ter he was evilly wasteful. Particu- 
when so many men didn’t 
make that much in a year — and 
their daughters worked instead of 

coming out. 

But what about the waiters and 
the caterers, the butchers and the 
musicians, the dressmakers and-the 


Self-Regulation 
Urged to Curb 
Bait Ads in N.Y. 


ALBANY. — Self-regulation 
Tfather than new laws was favored 
by most speakers at a statewide 
conference called by Gov. Averell 

an in Albany to consider 
Means of curbing “phony bargain” 
advertising claims. 

The conference sought ways to 
curb advertisements that give fic- 
titious list prices and inflated 
tradein offers and those that offer 
Sensational reductions only as bait 
for higher-priced items. 

Among those opposing any new 

regulation, William A. Mills, 
executive vice-president of the Em- 
ome State Chamber of Commerce, 

“The enactment of emotionally 
inspired legislation will not make 
honest men out of those who at 
Present are misrepresenting their 
merchandise. It will not effectively 
limit their field of operation. But 
One thing we may be sure — it will 
add governmental snoopers to 
further harass legitimate business.” 

Henry Stock, advertising director 
of the Albany Knickerbocker 
News, expressed belief that “the 
newspapers and other advertising 
Media of the State of New York 
can successfully meet and solve 
these problems by the voluntary 
Policing of copy.” 

About 200 representatives of bet- 
‘ter business bureaus, chambers of 
commerce, trade associations, mer- 
chants, advertisers and consumer 
Sroups attended the conference. 
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florists — and 30 or 40 others, in- 
cluding farmers, truck drivers, 
gasoline stations and the automo- 
bile industry, that got the money 
rich papas spent for the daugh- 
ters who came out luxuriously, 
walking for a time at least on 
what Shakespeare calls “patina of 
bright gold.” 

Suppose rich fathers locked all 
those thousands up in safe- 
deposit boxes, What good would 
that do the rest of us? When 
papa buys three cars, lots of 
gasoline, and hires chauffeurs, 
the money goes into circulation. 
More car dealers make sales, 
Manufacturers make more cars— 
and hire more men, 

Good circulation of money means 
as much to healthy business as 
a good circulation of blood means 
to a healthy man or woman. 

That layoff, with its tightening 
of our dollar arteries, is happen- 
ing today. Sure, there has to be 
a reasonable balance. Good cir- 
culation doesn’t mean bleeding 
ourselves white. But sound eco- 
nomics is not a big income for one 
region with sharply reduced spend- 
ing across the nation. 

Now, Congress, swimming up 
from the tidal wave of new pro- 





tests, has appropriated “aid to de- 
pressed areas” — out of one pocket 
|into another. Now you see it, now 
you don’t. 
= + = 
Seneca Wasn’t 100% Right 
AYOR JESSE SMITH, of Havre 
de Grace, Md., declared: 
“We're in real bad trouble. Our 
location makes ug dependent on 





Newspaper Acquires Rambler Fleet— 


The Peoria Journal Star has put this fleet of nine Rambler station wagons into 
service. The cars are being leased to the newspaper by Avis Rent-a-Car, which 
purchased them from Peoria Nash Co. Seven of the Ramblers are used by circulation 
personnel, one by the classified department and one by a messenger. 


military installations. We’re geared 
on that basis.” 

Unless the cutbacks in his re- 
gion are called off, his town with 
its picturesque name will really 
go through the wringer. And of 
course that’s happening across 
the country. 

One trouble is we’ve believed too 
strongly in the ancient Greek Sene- 
ca’s saying that “Man is a reason- 
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ing animal.” Man reasons better 
than the beast, though not always 
very differently. 

And some men reason logically 
and brilliantly. But most folks are 
feeling like animals predominantly, 
and many don’t have all the facts. 

P.S. Before too long, the busi- 
ness balance always comes to help 
us out. We've never felt the pinch 
in this country too long. So it isn’t 
merely “foreign news” that our 
earnings from investments abroad 
rose 12 percent last year over ’55. 
In Switzerland, General Motors has 
just opened a new assembly plant 
with a capacity of: 16,000 cars a 
year. 

In our foreign investments, too, 
many of us jump to a wrong 
conclusion, When Standard Oil 
or United Fruit or the automo- 
bile industry increases its busi- 
ness abroad, it increases business 
at home. 

I learned as an editor, before I 
became a car manufacturer, that 
Americans are justifiably optimis- 
tic people. We can be optimistic 
now about the swinging balance 
of business, particularly in the 
automotive field. Congressmen and 
the people who elect them always 
have come through in the end. 





Whether you own 1 truck —5 trucks — or 50 trucks 


the Allison Fully Automatic Truck Transmission will enable you 


to haul more payload — faster—safer—and at lower cost than 


ever before —in every type of trucking service 


“Sltion 


Oniy the Allison fully automatic truck transmis- 
sion gives you all these cost saving features: 


Torque Converter featuring direct-drive 
lockup— boosts operating efficiency —slashes 
engine and drive-line maintenance. 


Integral-Hydraulic Retarder—brings 
a new high in road safety—a new low in 
brake and tire maintenance. 


Six-Speed Automatic Transmis- 
sion featuring Triple-Drive Range for 
faster trip time — increased driver 


efficiency. 


Two Power Take-Off Openings 
—with exclusive torque converter 
drive for more power and faster 

» operation of auxiliary equipment. 


Allison Automatic Transmissions 
are currently sold by leading 
truck manufacturers under 
various trade names. Find 
out how an Allison fully 
automatic truck transmis- 
sion can repay its modest 

cost many times over in 


your trucking operation. 
See your truck dealer 


or write: 


ALLISON DIVISION OF GENERAL MOTORS, indianapolis 6, indiana 


~~ FORQMATIC DRIVES 
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DELCO HAS 


CAR RADIO 





IN: ST DE 1% O UR CAR, this engineering masterpiece combines 


with a powerful built-in transistor audio system, antenna, and big, full-range 
speaker for the finest in car radio performance. 


Delco now brings you the only car radio that’s portable .. . a 
car radio that plays anywhere—inside your car or out of it. It’s 
one of Delco Radio’s most exciting developments in a long string 
of electronic “firsts.” While locked in the instrument panel, this 
versatile radio operates off the car’s electrical system, uses the 
car’s built-in audio system, speaker and antenna for the finest 


tone possible in car radios. When you slip it out of the instrument 
panel, it’s a self-contained unit with its own speaker, antenna, 
carrying handle, and batteries. 

This rugged, dual-purpose radio is equipped with tiny tran- 
sistors that take up less space, use 90% less power, and last 
for years and years! It plays without warmup or mechanical 


as advertised in The 





J THE FIRST 
Lihat LH 


Fe 





O OT, ST. DE Yt O UR CAR, you have an all-transistor portable 


radio complete with its own speaker, antenna and batteries. It goes 
where you go, plays where you play. 





noises. And, in the car, it provides greater tonal range, volume 


and clarity than the most expensive vacuum tube sets. DD E LLCO RAD i O 


The Delco portable car radio is moderately priced and avail- 
able on the 1958 Oldsmobile and Pontiac. Ask your new car 


Division of General Motors 
dealer today about the only car radio that goes where you go— Kokomo, Indiana Sry : 
plays where you play. WORLD LEADER IN AUTO RADIO FORWARO FROM FIFTY 


| Saturday Evening Post 














Crushproof 
0WOFFERS 


FIVE SIZES OF NEOPRENE (1700-250) TUBING 








FOR ALL PASSENGER CARS AND TRUCKS 


Stteetteee 


FITTINGS FOR ALL 1958 CARS 


NOW IN JOBBERS’ HANDS 


steeeseete 


PLUS: 


@ NEOPRENE TWIN TAILPIPE FITTINGS FOR ALL CARS 
@ NEOPRENE ‘Y’ CONNECTORS — UNIVERSAL ADAPTERS 


® NEW! NEOPRENE DOOR FITTINGS FOR 
FILLING STATIONS AND SMALL GARAGES 


Handled by Leading Automotive Jobbers Everywhere 


(Exclusive Canadian Distributor: 
B. F. Goodrich Canada Ltd., Kitchener, Ontario) 


1 ae 7 
| 1 Our New Factory: I 
| 
i 
| 


r 
For Catalogs and Necrest 
Jobber, Write-— 


CRUSHPROOF TUBING CO. | CRUSHPROOF TUBING CO. | 


I McCOMB, Ohio 
Cleveland 2; L 


aA TY) 


EFF) CAR 





INSPIRES CUSTOMERS TO 


TED CONFIDENCE 


in your 


INTEGRITY 


ONE YEAR GUARANTEE 
100% Parts and Labor 
Nation-wide inspection 

and warrantee service 
guaranteed by Best’s 

rated “A+” (excellent) 

U.S. insurance company .. . 
for complete details 


WRITE TODAY 


SURE-CAR Yao ese eee Tac. 


MAIN OFFICE: SEA CLIFF, NEW YORK 





Profitable EFFICIENT SERVICE 


with 
WRITTEN GUARANTEE 


® Te increase customer paid labor sales 25% 
® To raise your absorption figures 
® To improve te high level customer relations 
or 
YOU OWE US NOTHING! 
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As service consultants, we will train your service personnel to: Free shop of internal 

so you are available for paid labor, departmentalize, sell more per car handled, 

eliminate one-item repair orders, comebacks and non-productive time accumulated 

by mechanics in job change-over, waiting at parts window, looking for tools and 

jockeying cars. 

You may purchase or rent a complete program for as little as $70 per month up. 
Neo Obligation, Write Us Today, for More Gross Profit 


FLASH-A-CALL SERVICE CONTROL 317° i. ‘7, 


Avenue 
8, i. 





Highway & Safety... 





Electronic Road ‘Cops’ 
Control Traffic Flow 


A new weapon in the campaign 
against driving hazards on the 
nation’s highways has been demon- 
strated in Nebraska by the State 
Department of Roads and Radio 
Corp. of America. 


It is an electronic system for 
vehicle control that requires no 
special equipment in motor vehi- 
cles. 

Tested over a specially equipped 
320-foot section of highway, the 
novel system: 

Operated lights giving right-of- 
way at a point of merging traffic. 

Warned a driver when he fol- 
lowed too closely behind another 
car. 


Indicated to a driver the presence 
of an obstacle in the highway 
ahead. 

Warned a driver when he was 
going too fast. 

“All of these are accomplished 
without actual control of the 
vehicle themselves, but rather by 
means of a series of lights along 
the edge of the highway which go 
on automatically as a vehicle 
passes and remain on until the 
vehicle is a specified distance be- 
yond the light,” said State Engi- 
neer L. N. Ress. 


“In the case of vehicles approach- 
ing from the opposite direction on 
hills or curves, the system can 
respond to their presence by operat- 
ing a warning light or signal placed 
within view of the driver from 
whom the approaching vehicles 
themselves are hidden.” 


Ress emphasized that the test 
installation represents a “purely ex- 
perimental step designed to study 
and demonstrate the principles” of 


Mass Transit 
Presses Drive 


For Road Funds 


WASHINGTON. —A redefinition 
of the use of money going into the 
Federal-State highway program has 
been urged so that it could be used 
to aid mass transportation. 

Elroy C. Sandquist, chairman of 
the Illinois Mass Transit Commis- 
sion, said mass transportation is 
“just as much a part of the high- 
ways as the highways are them- 
selves,” and should receive Federal 
road funds collected from taxes on 
motor vehicles. 


He said a subsidy from highway 
funds for the Chicago Transit Au- 
thority was defeated in the last 
session of the Legislature because 
highway users had convinced the 
public that highway-user taxes 
should not be used for mass transit. 


Sandquist testified before a spe- 
cial House subcommittee on inter- 
governmental relations. 


George DeMent, Chicago commis- 
sioner of public works, said mass 
transportation is a part of the over- 
all highway problem and should be 
taken into consideration in highway 
planning. 

He said large metropolitan areas 
should provide for the use of the 
median strip on expressway proj- 
ects for fixed rail transportation, 
and urged that mass transportation 
be provided for in the interstate 
system program. 


Use of Stainless 
On Edsel Is Cited 


NEW YORK.—Further evidence 
of the growing importance of stain- 
less steel in the auto industry is 
provided by the use of 36 pounds 
of the material on each Edsel, says 
Richard E. Paret, of the Committee 
of Stainless Steel Producers. 


Choice of stainless on Edsel trim 
was particularly significant, Paret 
said, because the designers were 
free to experiment with new meth- 
ods, forms and materials and were 
not “bound by custom or tradition.” 

Use of stainless on the Edsel in- 
cludes side accent moldings, for- 
ward body moldings, rocker panel 
moldings, windshield wipers and 
wheel covers. 





electronic vehicle control and evalu- 
ate certain features of the present 
system. ' 

The next logical step, said Ress, 
would be development of a more 
extensive test facility, such as a 
mile or two of highway equipped 
with a variety of safety devices 
and including fully equipped test 
vehicles. 


The system, described basically 
as a series of electronic elements 
buried in and along the highway to 
detect and respond to the passage 
of vehicles, was developed by an 
RCA research team. 

Ress said the electronic-detector 
units can be installed in existing 
highways as well as in new roads. 

He said cost of complete installa- 
tion of the system in new highways 
probably would amount to only a 
small fraction of highway cost 


per mile. 
= * = 


Winners Named 
In Police Contest 


The International Assn. of Chiefs 
of Police, at the traffic session of 
its 64th annual conference in 
Honolulu, announced winners of 
the 1956-57 police fleet safety con- 
test, co-sponsored by the IACP 
and the National Safety Council as 
a division of the national fleet 
safety contest. 

Chief George A. Otlewis, Chica- 
go Park District Police, association 
president, said 148 participating 
police fleets travelled 377,067,000 
miles and had 5,291 reportable ac- 
cidents, for a rate of 14 per 
100,000 vehicle miles. The winners: 

Municipal group 1 — Honolulu 
Police Dept., first; Austin, Tex. 
second; Hamilton, Ont., third. 

Municipal group 2 — Oak Ridge 
(Tenn.) Police Dept., first; Ingle- 
wood, Calif, second; Riverside, 
Calif., third. 

State group — Nebraska Safety 
Patrol, 

Two-wheeled motorcycle group— 
California Highway Patrol, first; 
Columbia (S. C.) Police Dept. 
second. 

Three-wheeled motorcycle group 
—California Highway Patrol, first; 
Greensboro (N. C.) Police Dept. 
second, 

Small fleets group — E] Cerrito 
(Calif.) Police Dept., first; Los 
Alamos, N. M., second. 

oa * . 


Public Education Urged 
On Acquisition of Land 

The New York Department of 
Public Works was urged to under- 
take a program to familiarize the 
people of the state with the depart- 
ment’s policy on land acquisition 
for highway construction. 

The informational campaign was 
suggested by John Wickham, pres- 


A Delco Spectacular— 








ident of the New York Good Roads 
Assn., who said large amounts of 
private property must be taken 
Over as part of the combined State 
and Federal highway programs. 

“Thousands of people,” he said, 
“are having and will have their 
first experience in this field. Unless 
they understand the necessity for 
such acquisition and the methods 
by which it is done, there wili be 
a wave of resentment, based on 
misunderstandings, which will deny 
the state the wholehearted public 
support for modern, safe roads 
which should prevail.” 


U.S. Road Funds 
For Urban Areas 
Called Plentiful 


The Federal Highway Act of 1956 
offers tremendous opportunities to 
metropolitan areas to alleviate ar- 
terial highway problems, J. O. Matt- 
son, Automotive Safety Foundation 
president, told the ninth annual 
dinner of the Greater Philadelphia 
Movement. 


More than half of the money pro- 
vided by the act will be available 
for expenditure in metropolitan 
areas, he said, with about $17 bil- 
lion available to urban areas. 

Mattson warned that the Federal 
program concerns only a fifth of 
America’s roads—about 750,000 out 
of 3.5 million miles. The remaining 
80 percent remains a state and local 
responsibility, he said. 

James M. Symes, Pennsylvania 
Railroad president, said congestion 
is harming the Philadelphia area’s 
economy because of difficulty in 
getting to and moving about in 
center-city. He blamed a shift in 
the travel pattern from mass 
transit to private auto. 

> > * 


Localities Warned 
On Traffic Action 


Unless local government takes 
early and firm action to reduce 
traffic accidents, one more function 
of the states will pass to the na- 
tional level, the National Safety 
Congress was told by Thomas N. 
Boate, manager of the accident 
prevention department of the As- 
sociation of Casualty and Surety 
Cos., New York City. 


Boate, chairman of the National 
Safety Council’s Traffic and Trans- 
portation Conference, said he some- 
times thinks it “already is too late 
to salvage state and local govern- 
ment from the morass of our high- 
way traffic accident mess.” 

Stressing the role of the National 
Safety Council and all business, in- 
dustry and civic groups, Boate said 
“we must provide inspiration, en- 
couragement and professional as- 
sistance to responsible officials of 
state and city government to help 
them do the job.” 

* * = 


Dailey Heads Parking Unit 
Charles A. Dailey, Erie (Pa.) 


auto dealer, has been elected chair- 
man of the Erie Parking Authority. 





United Motors Service division, General Motors Corp., has added a third ‘‘spec- 
tacular" to its outdoor Delco battery advertising schedule. The new sign, erected in 
Detroit, carries the latest type jump-clock within a 17-foot silhovette of a Delco 
battery. Other Delco signs have been turned on in Chicago and Indianapolis. Shown 
at the Detroit ‘‘turning-on" ceremony are, from left, Clarence Blessed, president, 
Walker and Co., manufacturers of the sign; Roland S. Withers, UMS general manager; 
Edward L. Lape, UMS general sales manager, Sydney M. Cowan, UMS advertising 
manager, and Thomas B. Adams, vice-president, Campbell-Ewald Co., advertising 
agency for UMS. 
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’55 Bel Air (8) Hardtop, $1,575* (ps); | Champion 4-dr., $360. °52 Commander 
station wagon, $1,535"; 4-dr., $1,345* | 4-dr., $355*, $290°, °51 4-dr., $155*. °50 
(ps), $1,335 ‘(ps); 2-dr., $1,205*; Bal Model Breakdown 4-dr., $200. 
<a: aa *as deer? On ete ce a Of Auction Averages WILLYS—’52 2-dr., $195. 
(6) 4-dr. ; One-fifty (8) station | a : 19 a9 
: > ; s | MISC LANEOUS—’57 MG roadster, $1,- 
naan naan core.’ an 9:68.08 De Oct., Sept., Aug., 965; Chevrolet %-ton pickup, $1,165. "54 
Nir He sense. fifty clu te Model 1957 1957 1957 Willys 4x4 pickup, $785. '53 Ford pickup, 
| $330 iardtop, $805 oa fifty club coupe, $530. °52 Chevrolet %-ton pickup, $510; 
(Continued from Page 49) $355, $345, $905 50 '2-ar. “3270 ta BS. .o00 $1,964 $2,062 Ets ee ee Oe, ee ee ee 
$220*. 2 at $205*: ante. $170* ree ee 1,481 1,523 %-ton pickup, $475; Ford %-ton pickup, 
a - 7 , , ee eee! eee “9 ; + $375. ' %- 2 
tom (8) 2-dr., $850, $845, $760. 54 Cou. eee an een 2-dr., $425°. ’51 4-| CHRYSLER—'52 Saratoga 4-dr., $420*, '51| 195% . 1,087 1,166 1,195 375. '48 Dodge %-ton pickup, $225. 
try Sale SBARLON AsO, Fee Cee | PN MSUTN OT Boned Aah ddr, $1 | pVindeet dadt, S318 1954......... 787 790816 ALBANY 
(8) 4-dr., 9050, 4 ahs eee ae ad grt 5 are *- | DeSOTO—’53 Firedome 4-dr., $455* (ps). rr 
53 Crest (8) conv., $420. "52 Custom (8) | 900° (ps) ; Savoy (8) coupe, $1,875° (ps). DODGE 86 Govenet (8) Sar $1,125°. — ee 471 494 529 (T M ae - Denton’ aut Auett 
g-dr., $245, "51 4-dr., $480. 56 Belvedere (8) 4-dr., $1,325 (ps). 55 ‘55 Royal (8) Hardtop, $1,355° (ps), ’54 1952... ove 297 328 330 ia im Anspecs = er's Auto Aue om, 
HUDSON "54 Wasp 4-dr., $370. ee ae Belvedere (8) 2-dr.. $890 ° 54 Belvedere Coronet (8) 4-dr., $750. 1951..... os 220 230 236 = e avers Monday. rices are for sale o 
MERCURY—'54 Monterey 4-dr., $795*, '53| (6), 4-dr., $545, '53 2-dr., $425*. '51 4-| pORD—°57 (8) 4-dr, station wagon, $2-| 1950 185 185 A sc oc 
coupe, $670*, $570*. — oe) weg eee - i 300* (ps), $2,200; Fairlane (8) 500 2-dr. aa (The car market here today followed 
NASH-_'54 Statesman Country Club, $660*; | WILLYS 2 2-dr., $125. Hardtop, '$2,065*, $2,030 (ps), $1.875* Overall the stock exchange trend with the lowest 
4-d $545*. "53 Statesman 4-dr., $240*. | MISCELLANEOUS "57 Volkswagen 2-dr., (ps); 4-dr.. $1.755. °56 Thunderbird. $2.- Average $ 795 $ 842 $ 873 percentage sold since Sept, 30 on this 
52 Ambassador 4-dr., $345*. $1,770. '51 Willys jeep, $550. °50 Willys 375*: (8) 4-dr, station wagon, $1.655*, generally high average market, Buyers 
OLDSMOBILE—'55 (98) Holiday, $1,515* jeep, $450, $1,650*: Fairlane (8) conv., $1,515* (ps): galore attended but were not buying with 


(ps 53 (88) 4-dr., $650*. "51 (88) 4- 
dr.. $160*. "50 (88) club coupe, $145*. 
PACKARD 55 Panama coupe, $875*. °54 

4-dr., $575* 
pPLYMOUTH—'57 Savoy (5) 2-dr., $1,400. 
'55 Savoy (8) 2-dr., 2 at $750; Savoy (6) 
9.dr.. $615. '53 Cranbrook 4-dr., $370*; 
$300. °52 station wagon, $200. 








coupe ‘ 

PONTIAC 56 Star Chief Catalina, $1,-| 
g00* (ps). "55 Star Chief Catalina, $1,- 
100*: conv., $1,075* (ps) 3 Chieftain 
Catalina, $500, $315, $285 2 Chieftain | 
qcdr., $200*. °50 4-dr., $105*. ‘48 club 
coupe, $110*. | 


RAMBLER '56 Cross Country, $1,575* 

STUDEBAKER—'53 Champion 2-dr $270. 
‘50 Champion 2-dr., $125* 

WILLYS 53 Aero Lark 2-dr $295* 

MISCELLANEOUS—'57 Volkswagen 2-dr., 
$1,520; Karmann Ghia coupe $2,295. °56 
Ford -ton pickup, $990, 2 at $850, °49 


99F 


Chevrolet %-ton pickup, $225. 


BUFFALO 


(Thruway Auto Auction, Inc, Sale every 
Monday. Prices are for sale of Oct. 21.) 

(The market continued at its cautious 
pace, brought about by the approaching 
release dates of all the new models. Sold 
44 cars out of 83 consignments.) 





BUICK 55 RM Hardtop, $1,170* (ps); 
Special 4-dr $1,190*. °53 Special 4-dr., 
$395° 


CHEVROLET 56 Two-ten station wagon, 
$1.550*: One-fifty station wagon, $1,230. | 
55 Two-ten station wagon, $1,135; Bel 





Air 2-dr $1,080; 4-dr,. $1,000* (ps) 53 | 
Be! Air Hardtop $640: sedan $575* ; | 
Two-ten station wagon $575; i-dr., | 
$495°* 2-dr $390* $290° '52 4-dr., 


$310*. ‘51 4-dr., $155 





a } 

FORD 56 Fairlane conv., $1 ’ (ps); 
Custom 4-<r $500* (taxi) 5 Fairlane | 
(8) conv.. $1,025*;: Custom dr., $635. | 





54 Main (8) 2-dr $440* 53 Ranch 


Wagon, $475 
LINCOLN 54 Capri 4-dr $1,225° 
MERCURY 54 Monterey 4-dr $780*, 
$745*. "52 Custom 4-dr., $270 
OLDSMOBILE 56 ‘(S88) Hardtop, $1,625* 
53 OS) 4-dr S720*° (ps) $410° (ps); 
Hardtop, $645° (ps) 5 (98) Hardtop, 
$325" ps} (S8) 4-dr $225° 
PACKARD—'51 4-dr., $120* 
PLYMOUTH 55 Belvedere 4-d $870. 
53 Cranbrook 4-dr $230°. °S2 4-dr., 
$110 
PONTIAC 55 Chieftain 4-dr., $885* 
RAMBLER—' 54 Hardtop, $450 
STU DEBAKER—’'53 Champion coupe, $200. 
MISCELLANEOUS—'56 Volkswagen 2-dr., 
$1,200 








FLINT, MICH. 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Oct. 23.) 
(Net much you can say when it rains 
all day and the sale is lousy. Buyers are 
not very impressed, Sold 65 cars out of 

122 consignments.) 

BUICK—'55 Super Riviera 2-dr., $1,290°| 
(ps) Special 2-dr., $960* '54 Special 
Riviera 2-dr., $960*, $900°; 4-dr., $725°; | 
Century Riviera 2-dr., $900*; 4-dr., $690. 
"52 Special 4-dr. $165*. ‘51 Super Riviera 
2-dr., $290*; Special 2-dr., $130°. 

CADILLAC—'53 (62) 4-dr., $625°. 

CHEVROLET—'56 Bel Air (8) 4-dr., $1,- 
340°; 2-dr., $1,175*; One-fifty (6) 2-dr., 
$905. "55 Delray (8) club coupe, $965°; 
(6) $890°; Two-ten (6) station wagon, 
$905: 4-dr.. $880; (8) 2-dr $765; Bel 
Air (6) 2-dr., $705*. ‘54 Two-ten station 
wagon, $760; 2-dr., $755°, $450; 4-dr., 
$570; Delray club coupe, $735*; conv. /| 
coupe, $650°; Bel Air 4-dr., $530. ‘53 
Two-ten station wagon, $605; 4-dr., $300; 
Bel Air 2-dr., $500° (ps), $475; 4-dr., | 
$310 | 

DeSOTO — ‘57 Firesweep Hardtop, $1,880° | 
(ps) 

DODGE—'55 Coronet (8) 2-dr., $690°; 4- 
dr., $265° 

FORD—'57 Fairlane Victoria (8) 2-dr., $1,- | 
650° 56 Country sedan (8) station 
wagon, $1,380. ‘55 Country Squire (8) 4-| 
dr. $1,370*; Fairlane (8) conv., $965°; 
4-dr., $930; Custom (8) 4-dr., $915; (8) 
station wagon, 710. °54 Fairlane (6) 
Station wagon, $510*; Custom (6) 2-dr., 
$450; Main (6) 4-dr., $335. '53 Victoria 
(8) 2-dr.. $765* (ps), $670° (ps); Cus- 
tom (8) conv., $570*; (6) 4-dr., $350; 
Main (6) 2-dr., $370. 

MERCURY—’'53 Custom 2-dr., $430. 

OLDSMOBILE—'56 Super (88) 4-dr., $1,- 
560°. '55 Super (88) 4-dr., $1,415° (ps); 
Holiday (88) coupe, $1,275*, $1,010*. 

PLYMOUTH—'54 Savoy (6) 4-dr., $355. 

PONTIAC—'54 Catalina (8) 2-dr., $890°*. 

RAMBLER—’54 (6) 4-dr., $600. 

STUDEBAKER — '56 President (8) 4-dr., 
$1,400*, $1,375*. 

WILLYS — '55 Hardtop, $645. '50 station 
wagon $120. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of Oct. 18.) 





BUICK—’52 Special 4-dr., $285*. 
CADILLAC—'56 (62) coupe, $3,050* (ps). 
"50 (62) coupe, $425*. 
CHEVROLET—'56 Bel Air (8) 4-dr., $1,- 
320°. '55 Bel Air (8) sports coupe 
$1,450*, $1,425*, $1,300*, $1,080; Two- 
ten (8) coupe, $1,375*; station wagon, 
$1,185. "54 Two-ten 4-dr., $575. ’53 Two- 
ten 2-dr., 2 at $545. ’52 2-dr., 2 at $375. 
51 4-dr., $250*. '50 4-dr., 3 at $175. 
DODGE—'57 Sierra (8) station wagon, $2,- 
600° (ps); Coronet sport coupe, 2 at 
2,000" (ps). °56 Sierra (8) station 
wagon, $1,685*; Coronet coupe (8), $1,- 
_vov*. °52 Coronet 4-dr., $235*. 
FORD—'57 Thunderbird (8), $2,500; Cus- 
tom (8) 2-dr., $1,525. ’56 Fairlane (8) 
4-dr., 2 at $1,330*. '55 Country Squire 
(5S) station wagon, $1,500* (ps); Cus- 
ton (8) 4-dr., $975; (8) conv., 2 at 
$905*. °53 4-dr., 2 at $550. '52 4-dr., 2 
at $360°*. "51 2-dr., $265. °50 2-dr., $150. 
HUDSON—’50 Commodore (8) 2-dr., $155. 
MERCURY—'55 Monterey 4-dr., $1,325*. 
5@ Custom 4-dr., $700*; Monterey 4-dr., 


their usual zest and determination, Ner- 


2-dr., $1,440°, $1,280; Custom (8) sta-| vagH vous dealers acted panicky, asking when 


PORTLAND, ORE. tion wagon, $1,470, $1,430. '55 Fairlane ~~ 





Ambassador 4-dr., $1,250*. 51 | 














*> | 
(8) station wagon, $1,445; 2-dr., $1,050, 5°. 49 4-dr., $125, $100. the market might improve. They were 
(Portland Auto Auction, Inc. Sale every $1,040*, $1,030*, $1,020: Crown Victoria, | OLDSMOBILE '56 (98) 2-dr. Hardtop,| gasping for market rise encouragement. 
Tuesday. Prices are for sale of Oct. 22.) $1.355*: Custom (8) 2-dr.. $1,005*: 4- $2.030* (ps); (88) 2-dr., $1,450*, '55 (88) | Clean car quality above average, Buy 
BUICK—’56 Century 4-dr. Hardtop, $1,- dr., $975*; Main (8) 2-dr., $845. '54 Cus- Super 2-dr. Hardtop, $1,685* (ps), $1,-| them cheaper or let them atone, Sold 
805* (ps); 2-dr, Hardtop, $1,780*; Super tom (8) 2-dr.. $720. '53 Custom (8) sta- 525* (ps); (98) 4-dr.. $1,510* (ps); (88) 117 cars out of 210 consignments.) 
2-dr. Hardtop, $1,775* (ps); Special 2- tion wagon, $1,000; club coupe, $515; 2-dr. Hardtop, $1,435*; 4-dr., $1,210*; | gysoK—'55 Century Riviera, $1,310*; Spe- 
dr. Hardtop, $1,615*. '55 Special Riviera, 4-dr 35; conv., $695; Main (6) 4-dr., 2-dr., $1,210*. °54 (88) 2-dr. Hardtop, cial 4-dr., $1,170. "54 Special Riviera, $1,- 
$1,350*; 2-dr., $1,055. '54 Special 2-dr.| $325 Main (6) 4-dr., $270. 50 2-dr.,| $1,090"; 4-dr., $1,010*. '53 (88) 2-dr.,| 30%; Super Riviera, $770* (ps); 4-dr., 
Hardtop, $1,000; 4-dr., $905, $875*; Super $305; club coupe, $240; 4-dr., $230, °49 $575. "52 (98) 4-dr $522*, $400. °50 $580 53 Super Riviera, $530*, °51 Spe- 
t-ir., $975* (ps). ’53 Special conv., club coupe, $125 (S88) 4-dr., $275*; (98) 4-dr., $200°. cial 2-dr., $170; Super 4-dr $160*. °50 
$600*. 52 Super 4-dr., $330; a 4- | HUDSON—’'53 Hornet (6) 4-dr., $450*. ‘52 PLYMOUTH—’56 Savoy (8) Hardtop, $1,- Super Riviera, $170 
dr., $310, °51 Special 4-dr., 270*, °50 Hornet 4-dr., $225*. 295. °55 Plaza (6) 2-dr., $795, '54 Plaza ‘ ne 2 , * . 
Super 4-dr., $350*, $245*; RM 4-dr.,|' KAISER—’51 4-dr., $190, $115 station wagon, $750*; Savoy 4-dr., $655*. ae a @00° ‘) —.. aa coms 
$155* LINCOLN—’'55 Capri 4-dr., $1,305* (ps). 53 station wagon, $615; Cranbrook 4-dr., enn ( aa) ° sed “ $2 610° Can rae (62) 
CADILLAC—’54 (62) coupe de Ville, $2,- ‘53 Capri 2-dr. Hardtop, $685* (ps). $430. ‘52 conv., $350; 2-dr., $235; club ca i 350° (ps) $2.110° ‘ped zo 


250* (ps); (60) Special 4-dr.. $2,045* MERCURY—’56 Montclair 2-dr. Hardtop, coupe, $200. 


‘ "51 Cambridge 2-dr., $235. 
(ps). "52 coupe de Ville, $1,105* (ps). $1,660* (ps); Custom 4-dr. Hardtop, PONTIAC 


Star Chief 4-dr., $1,265*; | CHEVROLET—'56 Two-ten (6) 4-dr., $1,- 





‘50 (62) 4-dr., $615*; coupe, $575*. ‘49  $1,590*; Medalist 2-dr., $1,255*. '54 Mon-| Chieftain 2-dr, $1,085*; 2-dr. Hardtop,| 175*; 2-dr., $1,025. "55 Bel Air (8) 4-dr., 
(62) 4-dr.. $275* terey 2-dr. Hardtop, $1,040*, $975* (ps);| $1,000. '52 2-dr., $275*. $1,100°; Two-ten (6) 2-dr., $775; 4-dr., 

CHEVROLET - "57 Two-ten (8) station Custom 2-dr., $735. "52 Monterey Hard-| RAMBLER—’51 station wagon, $310. $760, $720. °'54 Two-ten 4-dr., station 
wagon, $2,135*, $2,070*%: conv., $2,000*. top, $550*, $505; Custom 2-dr., $525*. STUDEBAKER—’57 President 4-dr., $1,- wagon $650*; Bel Air 4-dr., $535*; One- 
’56 Two-ten (8) station wagon, $1,570. "51 2-dr., $310*, $265*. °49 4-dr., $145. 780* (ps); Champion 4-dr., $1,485, °53 (Continued on Page 58, Col. 1) 








Bower bearings are bound to wear better... 


they’re ground fo fit 


Some bearings need ‘breaking in’. Not Bower tapered roller bearing 
They require no ‘‘run-in’’ because exclusive Spher-O-Honed design provids 
roller heads precision ground to operating contour. This means they hold 
adjustment and pre-load longer, give better performance over a 

life. And Bower exclusive higher flange design provides large 

contact for roller heads to reduce unit pressure, improve rol 


ment, cut down wear and resultant end-play 


Bower roller bearings are widely used as original equipment and are readily 
available from your jobber for your replacement needs. Insist on Bower 


roller bearings for easier installation, positive fit, better performance 





FEDERAL- MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 


roller bearings 








OLDSMOBILE — ‘57 (88) Holiday coupe, 


FORD—’57 Fairlane (8) Hardtop, $1,965°; 


PLYMOUTH—'56 Savoy , $1,450°. 


MISCELLANEOUS—’54 Ford 2-ton truck, 


Thursday. Prices are for sale of Oct. 24.) 


Used-Car Auction Prices 


"54 Savoy (6) 4-dr., $425; club coupe, $985. '53 (88) 4-dr., ; -, $690. 4-dr., $410*. ’52 Firedome 4-dr., $295*, 
$335. '53 Cranbrook 4-dr., $335°. PLYMOUTH—’56 Belvedere (8) 2-dr., $1,- DODGE—’57 Royal (8) Lancer, :: 050° 7 
PONTIAC—’ 54 Chieftain 2-dr, $720, $640*. 240°. (ps); Coronet 2-dr., $1,725*. °55 Royal ; 
MISCELLANEOUS—’ 57 Volkswagen 2-dr., | MISCELLANEOUS—’57 Volkswagen 2-dr., Lancer, $960*; Mayfair 2-dr., $75). °53 : 
$1,555. "56 MG conv., $1,525. '54 Ford $1,585. °55 Chevrolet %-ton pickup, $710. Coronet Diplomat, $500*, i 
%-ton pickup, $695. ‘53 Chevrolet, %-ton FORD—’57 Fairlane (8) Retractable Hard- 
pickup, $595. °51 GMC %-ton pickup, CHICAGO top $2,525* (ps); Country sedan, $2,109 
$450. '51 Dodge Power wagon, $110. (ps), $2,095* (ps); Victoria, $1,975 - (ps) pA 
(Greater Chicago Auto Auction, Sale $1,900*, $1,835°*, $1,825*; conv., <1,725¢ 
DANVILLE, VA. a Prices are for sale of : ee ia. ‘ oer ne, 2-dr., 
Oct, ») ’ (ps); 4-dr., ; Custem 2 
Special 2-dr., $855; Riviera, $850°. °53 (Danville Auto Auction. Sale every Wed- (Sold 245 cars out of 406 consign- 2-dr., $1,400, $1,360, °56 Country ae j 
. Special 4-dr., $495*. '51 4-dr., $285°*. nesday. Prices are for sale of Oct. 23.) ments.) station wagon, $1,630* (ps), £1,589*- * 
CADILLAC—’55 coupe de Ville, $2,500° (Just average sale, Retail is showing | puICK—'57 Super Riviera coupe, $2,450*| Fairlane (8) 2-dr., $1,325*) $1189: 
(ps); (62) 4-dr., $2,255° (ps). decline waiting for ’58 models, This is (ps). °56 Super Riviera coupe, $1.835*| COMV., $1,110*; Main (6) 4-dr., $970; 
CHEVROLET—’57 Bel Air 4-dr. Hardtop,| reflected in auction sales, Sold 130 cars (ps), $1,805* (ps); Riviera cow Custom (8) 4-dr., $930; Custom (6) Vie. 
$2,150*; sport coupe, $2,000*°. 56 Two-| out of 188 consignments.) $1.700° (pe); Special 4-dr 56 
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fifty 4-dr., $430. °53 Two-ten Handyman, 
$680; 4-dr., $480. '52 4-dr., $160. 

DESOTO—’54 Firedome club coupe, $570°*. 

DODGE—’57 Lancer coupe, $2,060*; Royal 
4-dr., $1,950° (ps). °55 Sierra station 
wagon, $1,190. 53 Coronet 4-dr., $350°. 
'52 Diplomat coupe, $225. ‘51 Coronet 
4-dr., $130*. 

EDSEL—’'58 Ranger 4-dr., $2,710* (ps). 

FORD—'57 Fairlane (8) 2-dr., $2,015°; 
Country sedan, $1,650; Custom (8) 300 
2-dr., $1,640, "56 Country sedan, $1,300; 
Sunliner conv., $1,290*; Main (8) 4-dr., 
$1,000; Custom (8) 2-dr., $850. '55 Fair- 
lane (8) 4-dr., $1,115*, $1,100*; 2-dr., 
$1,050*, $950°; Custom (8) 2-dr., $825, 
$785. '54 Custom (8) 2-dr., $785°, $725*° 
(ps), $435; 4-dr., $470; Country sedan, 
$600; Main (8) 4-dr., $590. '53 Ranch 
Wagon, $780*, $630, $580; 
toria coupe, $550; 4-dr., $500, $480, $440, 
$400, $310; 2-dr., $520; Main (8) 4-dr., 
$280. *52 Country sedan, $400. '51 Cus- 
tom 4-dr., $170. 

KAISER—4-dr., $145°. 

LINCOLN—’53 Capri sport coupe, $610*. 

MERCURY—’57 Montclair coupe, $1,910* 
(ps). 

NASH'S Ambassador 4-dr., $980°. 

OLUDSMOBILE—’57 (88) Super 4-dr., Holi- 
day $2,470* (ps). °55 (88) Holiday $1,- 
520°; (98) 4-dr., $1,400°; (88) Super 
2-dr., $1,315* (ps). '51 (88) 4-dr., $120°. 

PACKARD—’55 ‘‘400°’ sport coupe $1,400* 
(ps). "53 Clipper conv., $300°, '52 Clip- 
per conv., $250°. 

PLYMOUTH—'57 Savoy (6) 4-dr., $1,750°. 
'55 Belvedere (8) sport coupe, $1,120°*, 
$1,070*; Belvedere (6) 4-dr.. $1,020. "54 
Cranbrook club coupe, 

PONTIAC — ‘55 Star Chief (8) Catalina 
coupe, $1,190°. °54 Chieftain (8) conv., 
$820° (ps). 

MISCELLANEOUS—’57 Volkswagen 2-dr., 
$1,475, $1,250; Isetta Sunroof, $535. "56 
Volkswagen Micro bus, $1,585; Metro- 
politan sport coupe, $830; German Ford, 
$730. °55 Ford %-ton pickup $625. 


JENISON, MICH. 


(Grand Rapids Auction. Sale every Tues- 

day. Prices are for sale of Oct. 22.) 

(Rain throughout sale. Selling was 
really tough.) 

BUICK—’'56 Century station wagon, $2,085* 
(ps); 4-dr., $1,720°; Special 4-dr., $1,- 
625°, $1,575; Special Deluxe 2-dr., $1,325. 
'S5 Super conv., $1,190°; 2-dr., $1,065° 
(ps); Special Riviera 2-dr., $1,145*; Spe- 
cial Deluxe 2-dr., $1,000° (ps). ‘54 
Special Riviera 2-dr., $950°, $890; Super 
Riviera 4-dr., $875°, $720°. 

CADILLAC—'54 (62) ‘coupe, $2,025* (ps). 

CHEVROLET—'57 Bel Air (8) sport coupe, 
$1,900° (ps); 4-dr., $1,835° (ps); Two- 
ten (8) 2-dr., $1,500, $1,410. "56 Bel Air 
(8) 4-dr., $1, 315°; Delray (8) club coupe, 
$1,265*; Two-ten (8) 4-dr., $1,165°. "55 
Bel Air sport coupe, $1,105, $1,095*; 4- 
dr., $1,100°; Two-ten 2-dr., $800°. ‘54 
Bel Air 4-dr., $750°, $735*; Two-ten 
4-dr., $730. 

CHRYSLER—'55 Nassau club coupe, $1,- 
065°. "50 4-dr., $120°. 

DODGE—'5S6 Royal (8) 4-dr., $1,315°. 

FORD — ‘57 Fairlane (8) 4-dr., $1,830° 

(ps); Custom ‘300° (8) 4-dr.. $1,675. 

"56 Country Squire (8) station wagon, 

$1,775° (ps); Fairiane (8) Victoria 

coupe, $1,405*; 4-dr., $1,345. ‘55 Country 
sedan (8) station wagon, $1,275°; .Cus- 
tom (8) 4-dr., $850°. 

HUDSON — ‘55 Hornet 4-dr., $975°. °S3 

Wasp, 4-dr., $300°. 

MERCURY — ‘57 Monterey Hardtop, $2,- 

160°. °55 station wagon, $1,555° (ps); 

Custom 4-dr., $1,140°. 

NASH—'56 Ambassador 4-dr., $1,180*. 


$2,.250°. ‘56 Super (88) 4-dr.. $1,825° 
(ps). "55 Super (88) 4-dr., $1,400° (ps). 
PACKARD—'55 Custom Clipper club coupe, 


$1,050°. 

PLYMOUTH—’'55 Savoy (8) 2-dr., $805°. 
"54 4-dr., $625. 

PONTIAC—'S6 Star Chief (8) 4-dr., $1,- 
445° (ps). "55 Safari (8) station wagon, 
$1,375°; Star Chief club coupe, $1,215°; 
Chieftain club coupe, $1,205*; 4-dr., 
$960°. "52 Catalina club coupe, $330°. 
RAMBLER—'55 station wagon, $1,250°. 


FARGO, N. D. 


(Tri-State Auction Co., Inc. Sale every 
Thursday. Prices are for sale of Oct. 24.) 
(Seld 70 cars out of 116 entered.) 

BUICK—’'56 Special Riviera, $1,670°. ‘54 
RM Hardtop, $875° (ps). '51 RM conv., 


57 Bel Air (8) 4-dr., $1,- 
875°; Two-ten (6) 4-dr., $1,700, $1,675. 
"56 Two-ten 4-dr., $1,495*, $1,440*; One- 
fifty 2-dr., $1,090. "55 Bel Air Hardtop, 

$1,150*; sport coupe, $1,140* (ps); 4-dr., 
rere: Two-ten (6) station wagon, $1,- 
000. °54 Bel Air 4-dr., $740*; Two-ten 
4-dr., $700. ‘53 Bel Air 4-dr., $575, 
"$405; 2-dr., $530°. 

CHRYSLER 54 NY 4-dr., $930° (ps), 


$890°. 
DeSOTO—'53 Firedome (8) 4-dr., $390*. 


4-dr., $1,830°; Country sedan, $1,800°; 
300 4-dr., 2 at $1,700°, 





Custom +e $750. *53 Monterey’ 4-dr., 
$490°. °5 sport sedan, $210. 


"55 Plaza (8) 4-dr., $710. '54 Cranbrook 
4-dr., $450. ‘53 Cambridge 4-dr. $150. 
INTIAC—'56 Chieftain Catalina, $1,370°. 
"55 Chieftain 4-dr., $1,015; 2-dr., $890. 
'S4 Chieftain 4-dr., $560°; Star Chief 
4-dr., $550* (ps). ''53 Chieftain 4-dr., 
$430*/ "52 Chieftain 4-dr., $350*. 


$650. '53 Willys %-ton Jeep, $535, $435, 
$420. '51 Ford F-5, $300. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
(Both buying and selling seemed brisk. 


Market strong.) 

BUICK—'57 Seecial 2-dr. Hardtop, $2,250*. 
"55 Century Hardtop, $1,400* (ps); Ri- 
viera, $1,300* (ps); Super 4-dr. $1,295° 
(ps); Special Hardtop, $900* (ps). '54 
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ten (8) sport coupe, $1,195"; One-fifty | puIcK—'54 RM conv., $1,070* (ps); Super 


RM Riviera coupe, 





55 toria, $880; 2-dr., $840. °55 Thuncerbirg | 


54 Hardtop, $1, 700; "Fairlane (8) Vi ictoria, 


2-dr., $1,000*, $990. '55 Bel Air (8) sta- ’ , ‘ Pe . i : 

tion wagon, $1,395*; 4-dr., $1,195*, $1,- —— os 53 Super 2-dr., $630°, °52 Super Riviera coupe, , ’ $850°, teeee i eon Sh ee, — sie5es 

025, $1,010. '54 station wagon, ‘$750; -dr., $290. $750 (ps), $535 ; Special 4-dr., $830 . 4-dr., $735° 005° $6754 oees* — 

Two-ten 2-dr., $635. '53 Bel Air 4-dr., | CADILLAC — ‘53 coupe de Ville, $1,055*. conv., $800*. '53 Special 4-dr., . 52 $675*: Custom (6) 2-dr.. $535 +." 

$640°. '52 2-dr., $400°, '51 4-dr., $330°. | CHEVROLET—'57 Bel Air (8) 2-dr., $1,-| Super Riviera, $400°, ; 4-dr., $260°,| cope: Main (6) 4-dr.. $430. re 
DODGE—'55 Coronet (8) 4-dr., $805. '54| 865°; 4-dr., $1,880°; Two-ten (6) 4-dr.,| $250°; Special coupe, $235. "51 Super! wihcow 54 Jet sedan. $330. 

Royal (8) 2-dr., $685°, '53 Coronet 4-dr.,| $1,625. '56 Bel Air 4-dr., $980. 55 Bel| ‘4-dr., $300°, $250°; Riviera coupe, $240°. | FincorN — ‘56 Premiere 4-dr., $2,155¢ D 

$235, $155. Air 2-dr., $1,140, $1,000; Bel Air (6) 2-| CADILLAC—’57 (60) 4-dr., (ps). (ps); Capri coupe, $1,950*; 4-dr.. $1 
FORD—'57 Fairlane (8) 500 Hardtop, $1,- r., $960; Two-ten (6) 2-dr., $970, $900; '56 (62) coupe, $3,750* , (62) 850° (ps). °52 Capri coupe, $440°. a 

900* (ps); Custom (8) sedan, $1,625. '56 One-fifty (6) 2-dr., $705*. °54 Bel Air 4-dr., $2,100* (ps); coupe, $2,000* (ps). | yERCURY-——'57 Montclair conv $2,325¢ or 

Custom (8) 4-dr., $1,275*; Main (6) (6) 2-dr., $830°, $775, $725; Two-ten (6) "54 (62) 4-dr., $1,680* (62) (ps); Phaeton, $2,295* (ps) 56 Mont | 

4-dr., $1,020, '55 Fairlane (8) 4-dr., $1,-| 4-dr., $480, coupe de Ville, $750°. 4-dr.,| rey ‘station wagon, $1,870° (ps). 55 th 

290° (ps). ‘54 Crest Victoria, $875* (ps); DODGE—'55 Royal (8) 4- dr., $950. $720*, $520*. '51 (62) coupe, $665*. °50 Monterey coupe $1.165*: Custom cou re 

4-dr., $680°; station wagon, $765; Cus- EDSEL—’58 2- dr., $2,655 4-dr., $500*. °49 4-dr., e $1,090*: 2-dr ‘$900, $740, ’54 Mont Pe, 

tom (8) 4-dr., $750; (6) 4-dr. $550.| F OR D — ’57 Fairlane (3) 4-dr., $2,080° | CHEVROLET—'57 Bei Air (8) 4-dr., $1,-| Coupe, $600: Custom 4-dr.. $550. 54 - 
LINCOLN-—'54 Capri Hardtop, $1,090* (ps). "56 Fairlane (8) Victoria, $1,380; 830° (ps), $1,550°. "56 Bel Air (8) sta- Custom 4-dr.. $500*, $490, $410: Meaane 

(ps). 2-dr., $1,320°, $1,250, $1,140*; Custom tion wagon, $1,650°; sport sedan, $1,- rey 4-dr $425*. '52'Custom 4-dr $270°. 6 
MERCURY—'56 Monterey 4-dr., $1,535*: (8) 2-dr., $1,065, $1,025, $1,005; 4-dr., 595*; Two-ten (8) station wagon, $1,-| oLDSMOBILE—’57 (88) Super cons $2. 


Hardtop, $1,525*. ‘55 4-dr. station wagon, $970. '55 station wagon, $1,225*, $1,050, 580°; 2-dr., $1,180; Two-ten (6) station 270° 


$1,470*. ‘54 Monterey 4-dr., $800*. '53 $955; Fairlane (8) 2-dr., $1,250; 2-dr., 
Monterey coupe, $630°*. $1,000; Custom (8) 2-dr., 2 at $950*, 


wagon, $1,375; 2-dr., 
Bel Air (8) sport coupe, $1,170*, $1,120*; 


$1,290, $1,240. 


55) 56 


(ps); (88) 4-dr., $1,850*, $1,700*, 
(88) 4-dr., $1,400*°. °55 (88) 2-dr, 
Holiday, $1,380*, $1,325*; 2-dr., $1,040*; ' 


NASH—'54 Ambassador 4-dr., $695*. $880, $810; 4-dr., $1,025, $980. °54 Crest 4-dr., $1,150*; Bel Air (6) sport coupe, «> 
OLDSMOBILE—'56 (88) Super 4-dr. Hard- Hardtop, $900: Custom coupe, $690; 2-| $1,110 (ps). ""54 Bel Air o-dr., $720", esos eee: (as) Gener Dae oe ¢ 
top, $1,695° (ps); 4-dr., $1,530*; (88) $755*, $705; 4-dr., $785, $735, $725°, | CHRYSLER—'57 Windsor Hardtop, $2,215*| 44° ‘gi9q*: 198) 4-dr. $985* (pe) 3 
4-dr., $1,400*. °55 (98) Holiday, $1,590° $705, $680, $530. (ps). 55 NY 4-dr., $1,220° (ps). '54 NY | pacKARD -- °56 Clipper coupe ¢1.390° F 
(ps). "54 (88) Super 2-dr., $1,090 (ps); | LINCOLN—'55 Capri sedan, $1,235* (ps).| 4-dr., $455*. ‘53 NY 4-dr., (9s). |" (ps), 65 Clinger 4car, ae . 
4-dr., $990*. '53 (88) Super 4-dr., $705*| 54 Capri sedan, $920° (ps). $540*, '52 Windsor 4-dr., ; eae on . 
(ps). "51 (88) Deluxe 4-dr., $220°. MERCURY — '56 station wagon, $1,505*.| DeSOTO—'55 Firedome Sportsman, $1,080* | PLYMOUTH — '57 Suburban (8) station 
PLYMOUTH—’56 Belvedere 4- -dr., $1,220°. OLDSMOBILE — ‘54 (88) 4-dr., $1,015, (ps), $1,050°, $1,005* (ps). 53 Firedome (Continued on Page 62, Col. 2) a 











SOURCE: 


52nd Consumer Magazine Report—Daniel Starch and Stoft 





FARM OPERATOR HOUSEHOLDS: 


Own Farm 


¢ 260 acres and over 
* 140 to 259 acres 
¢ 70 to 139 acres 

e Under 70 acres 


Economic Status 


¢ Top Quarter 

e Middle Half 

e Lower Quarter 

Have one or more farm tractors 
Have one or more trucks 


ALL HOUSEHOLDS: 


Home ownership 

Own one or more automobiles 
Have a home freezer 

Have an electric or gas range 
Have a room air conditioner 
White Households 


A/¢ FARM andi 
Better Customers 


HOUSEHOLD AND READER CHARACTERISTICS 











FARM AND | Other Southwide 
RANCH Farm Magazine 
77.3% 76.3% 

22.9 18.0 

20.4 16.6 

22.2 23.2 

34.6 42.1 
A 
4 

25.2 21.2 ¢ 

51.8 54.1 

22.9 24.8 

68.7 63.9 Z 

56.7 52.9 ¢ 
t 

73.1 71.4 

77.8 73.0 

33.2 29.7 

83.1 79.9 

11.8 6.8 

92.4 89.1 
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Cruise-O-Matic Transmission Added .. . 


’ ° 332-inch unit will be the standard 
What s New: engine in all Fairlane, Fairlane 


Two new V-8 engines ..- | 599 and station-wagon models 
Cruise-O-Matic transmission .. . ordered with V-8s. 


air suspension. ., . four-door 





Dual Headlights and Tail Lights— rear deck. 


Ford tyling includes a massive wrapa d bumper, anodized alumin eo te Blinkers Mandatory 

"s new stylt inciy s st roun ° ' inum TYLING a n i neer i n ’ e 

“jet-intake” grille and dual headlights. The front fenders have been redesigned, and ~ changes ao ime onthe po For 58s in Colorado 

the new roof features seven front-to-rear flutes or grooves. Twin oval tail lights}, now automatic transmission are DENVER. — All automobiles 
replace last year's single, round assembly. among the features of the 1958 manufactured after Jan. 1, 1958, 


- models which Ford dealers will| 2nd sold in Colorado must be 








re ‘ a ; squipped with directional signal 
> place on display Thursday (Nov. 7).| ©@U ; 
‘Beauty Contest’ Planned for Cars Ford division spent $185 million | Mm"Ps, secording & Glee vay 


: to develop the new line, according! patrol. 
SAN FRANCISCO. —A concours) gion of the Sports Car Club of|to J. O. Wright, general manager. As fawe pasnedt by thee tend i: 


It has a 9.5-to-1 compression 
Ranch Wagon .. . new grille ..- | ratio, torque rating of 340-360 
dual headlights and tail lights ... | pounds-foot at 2,400-2,800 r.p.m. and 
grooved roof ... redesigned front | develops 240 horsepower with a 
fenders, rear quarter panels and | two-barrel carburetor and 265 with 





| 


59 


Ford Offers 2 New Engines 


a four-barrel unit. Bore and stroke 
are 4 by 3.30 inches, This engine 
is an extra-cost option on Custom 
and Custom 300 V-8 models. 


* * * 


HE 352-inch power plant is up- 
tional on station wagons and 


the two Fairlane series. It’s a 300- 
horsepower engine with a compres- 
sion ratio of 10.2 to 1 and a torque 
rating of 325 pounds-foot at 2,800 
r.p.m. 


Major new design features of 
the engines include machined, 
wedge-type combustion chambers, 
new carburetors, keystone-shaped 
exhaust manifold, internal oil 
pump, new water pump and pre- 
cision molded crankshaft with 


| increased journal overlap. 


A 292-cubic-inch, 205-horsepower 


delegance will be staged here Nov.| America with about 300 entries ex-| He believes no other auto maker lature required that new cars |V-8 may be ordered with Custom 





30 in connection with the San| pected. ever has made such a large _©X-| must have the directional sig- | and Custom 300 models, and Ford’s 
Francisco International Auto Show,/ Gjasses will include sports cars,| P¢™diture just one year after bring-| joj, But the law does not re- |standard engine is the 145-horse- 
Nov. 29-Dec. 8. customs and hot-rods, competition | img Out a completely new car. quire that older cars be equipped | power, six-cylinder unit. 

The concours will be held under| cars, classic cars, antique cars, Ford’s two new V-8s displace | with the lights. ‘22 
auspices of the San Francisco re-| vintage cars and trucks. 352 and 332 cubic inches. The HE new Cruise-O-Matic trans- 








mission incorporates “D-1” and 
“D-2” drive ranges. With the new 
(Continued on Page 64, Col. 3) 










Figures Show 
Suburbs Get Top 
Population Gains 


d RANCH d li 
s & DETROIT.—Estimates published 
here last week show just how much 
total population, in general, and 
4 E es vd rs ze suburban population, in particular, 
s e have grown in recent years. 


The estimates were published by 
the Regional Planning Commission 
for the Detroit area. 

They showed the population of 


ADVERTISEMENT READERSHIP AVERAGES con bas So ag A 


since the 1950 census, The 1957 esti- 
Januvary-December, 1956 mate was 3,770,000, compared to the 
1950-census total of 3,016,197. 
The seven-year increase is about 
e SOURCE: % NOTED equal to the population of Pitts- 
54th Adnorms Report— burgh or San Francisco at the time 
Daniel Starch and Staff of the 1950 census. The Detroit- 
area gain amounted to 25 percent. 
The increase in the last year was 
put at 107,000. 
ont panies figures show 
at the largest increases came in 
FARM and RAMEH the suburbs in the last seven years. 
While Detroit’s gain amounted to 
3.3 percent (60,432), the suburbs had 
such gains as Oak Park, 494 per- 
cent (26,033); Bloomfield Township, 
315 percent (12,149), and Garden 
City, 248 percent (22,388). 


awaage av = case anor dell ial 
seadlerahjb Among Mbt ani, women % any (art Sola 
Magazine Mudie by Siirck. Mhgle Die by Calif. to Require 

CUE. teed , Meare mote aalea fot You. Turn Signals 


SACRAMENTO, Calif.—F lashing 


Jhane, 6 Qtilo™ turn signals will be required on 

ae Che 1 yy certain vehicles registered for the 

a al eee first time after Jan. 1, 1958 accord- 

Chaclote, Ke ? , ° ? Z, fcallin. ing to the California Highway 
) " 4 Patrol. 


of All Advertisements in 





4 
; : p The vehicles include passenger 
vehicles except motorcycles and 

y 7 motor-driven cycles, trucks and 

° ° Za nate, truck-tractors and trailers or semi- 

of a yrollt sm . trailers having ‘a gross weight of 


6,000 or more pounds. 


° The law, passed by the 1957 
buatneso ang Legislature, is not retroactive and 


does not prohibit the use of hand 
. — Central Chev- 
More than 1,300,000 subscriber families in 15 Southern states. Seauy . tee setae. eee 


and arm signals or semaphore-type 
Atak heoe people 0 euy— wae signals on older vehicles, said Pa- 
trol Commissioner B. R. Caldwell. 
An Early Start 
arm anh anc r : 
CLEVELAND 
rolet held the grand opening of its 
new quarters at 3:15 a.m. 

NASHVILLE, TENNESSEE A passing driver dozed, crashed 

was estimated at $1,000. 
; The grand opening which had 
been scheduled somewhat later 


Held at 3:15 A.M. 
through two giant display windows 
ATLANTA CHICAGO DALLAS DETROIT NEW YORK LOS ANGELES SAN FRANCISCO had to be delayed. 
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The 1958 Chrysler features fine wool broadcloth in its luxury models. 


America’s 
finest cars offer 
wool upholstery 


‘loday’s customers—especially the women—are 
paying more and more attention to car interiors. 
They are looking for extra quality, extra com- 
fort, extra value. That explains why more and 
more of America’s finest cars are being trimmed 
and sold in wool upholstery. 


Here are the reasons: 


@ Wool upholstery is more luxurious, more 
richly colorful. It gives the interior a more 
smartly tailored appearance. 


@ Wool upholstery is softer to the touch, 
more comfortable to ride on. It has a natural 
springiness. 

@ Wool upholstery is cooler in summer. It 
absorbs perspiration, allows air to circulate, 
never becomes untouchably hot in the sun. 


@ Wool upholstery is kinder to clothes, 
doesn’t cause shine or excessive wear. 


@ Wool upholstery is safer. It never catches 


fire, and it helps the driver keep in position 
on sharp turns or sudden stops. 


@ Woolupholstery stays neat-looking longer, 
has greater resale value. It defies wear— 
will not ravel, sag or wrinkle. Dirt and spots 
come out more easily. 


If you aren’t ordering every car you can 
from the factory in wool upholstery, you’re 
missing one of the greatest sales advantages 
available to you in today’s highly competi- 
tive market. Better check your factory or 
zone office for information as to which 1958 
models will be upholstered in wool. 



















nothing |} 


You can feel the soft luxury of wool in this new 1958 Imperial Le Baron, by Chrysler. 
Wool suit by Harry Frechtel; gloves by Superb; jewelry by Trifari. 


[tft te rs Lh i oe : - |! |! if FL aps 
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AUTO 
TURNTABLES 


* 
Manufactured by 


$2,240* (ps); Belvedere 


$1,885°. 


wagon, 
coupe, $1,900*, 


Macton Machinery Co. 





PHYSICAL DAMAGE 


(Distressed Accounts Private Passenger) 


$100.00 Deductible Collision. Fire, Theft, Combined 
Additional Coverage 3 Times N.A.U.A. Manual Rates. 


Cancellations—Repo’s Pro Rata, Pay Offs Short Rate 
Coverage Bound When Deal Completed By Your Office. 


Coverage Available In All States 


We Allow A Guaranteed Commission 


Write For Details 


Reference 
wi Bank 
Kansas City, Missouri 


FRED MILLER CoO. 


4028 Broadway - Kansas City 11, Mo -Phone Lo 11-7640 





SOC Cae 
Under a P 


(8) 
"56 Suburban 
(8) station wagon, $1,570* (ps); Subur- 
ban (6), $1,060, $915; Savoy (6) 4-dr., 


(ps); Chieftain 2-dr., $1,230*. ’55 Chief- 
tain station wagon, $1,190*; 2-dr., $965*; 





Used-Car Auction Prices 





(Continued from Page 58) 


$700*. 
(ps). 
$5 ; 4-dr., $375*, °52 Catalina, $300*. 
RAMBLER—’56 Cross Country, $1,505*. 


‘54 Star Chief Catalina, 


4-dr., 
‘53 Star Chief Catalina, 


$900*; Plaza (8) 4-dr., $900; 2-dr., ’55 Cross Country, $1,120. 
$890; Plaza (6) 2-dr., $710, '55 Savoy | MISCELLANEOUS—’57 Ford %-ton pick- 
OYKE LANE (8) 4-dr., $740°; Plaza (6) 2-dr.. $640;| up, $1,295. ’56 Chevrolet th-ton pickup, 
Stamford 2, 4-dr., $630; Plaza (8) 2-dr., $620°. ’54/ $970, '54 Chevrolet %-ton pickup, $765. 
Conan. $500. 00 4 sm $400, °53 2-dr.,/ °38 International Bus, $275. 
+" -dr., . 
PONTIAC—’56 Star Chief 2-dr., $1,720* WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of Oct, 23.) 
(Usual falling market before the new 
models are out, Buyers picked out the 
clean cars just for current needs, Sold 

134 cars out of 213 offered.) 

BUICK—’54 Super 4-dr., $875* (ps); RM 
Hardtop, $855* (ps); Century 4-dr., $800*° 
(ps). °53 Super Hardtop, $670* (ps), 
$520*; Special Hardtop, $445*. '52 Super 
4-dr., $420°, $265°; Special 4-dr., $260*, 
$125*. °51 Super 4-dr., $270°, $165*, ‘50 


Special 4-dr., $185*. 

CADILLAC—’57 (62) coupe, $3,930* (ps). 
"56 (62) coupe, $3,040° (ps), $2,800° 
(ps). °54 (62) conv., $1,960° (ps). ‘52 
(62) coupe de Ville, $795*; 4-dr., $725° 
(ps); (60) 4-dr., $600° (ps). "51 (62) 
4-dr., $715*, $600*, $475°*, "49 (62) conv., 
$230°*. 

CHEVROLET—’57 Bel Air conv., $1,890° 
(ps). °56 Two-ten 2-dr., $1,160, $1,095, 
$1,075, $1,030; Bel Air 4-dr., $1,300°, 
$1,250*. ‘55 Bel Air Hardtop, $1,235* 


(ps); Two-ten (6) 4-dr., $805, $730; One- 
fifty 2-dr., $700. °54 Two-ten Delray, 
$745°; 2-dr., $640, $605; One-fifty station 
wagon, $695, $610. 

DODGE—’57 Custom Royal Lancer, §$2,- 
130°, '54 Coronet 4-dr., $595*. "52 Coro- 
net 4-dr.. $100. °51 Meadowbrook 4-dr., 
$245*, $105. 

FORD—’57 Fairlane (8) conv., $1,900°. 
56 Custom (8) Country sedan, $1,310*; 
Fairlane (8) 2-dr.. $1,145*; Main (8) 
Ranch Wagon, $930; 4-dr., $900. ‘55 
Fairlane (8) conv., $1,010*%; Custom (8) 
2-dr., $900° (ps), $830, $765°; Main (6) 
4-dr.. $700. '54 Main (8) Country sedan, 
$810*, $680*; Custom (6) Ranch Wagon, 


$665. 
MERCURY — ‘55 Monterey Hardtop, $1,- 





100°. *52 Custom 4-dr., $375, "51 4-dr., 
$180. 
NAS H— ‘53 Statesman 4-dr., $225. "51 
Ambassador 4-dr., $120°. 
OLDSMOBILE—'55 (88) Hardtop, $1,450* 
(ps). °54 (88) 4-dr., $930°. 


PLYMOUTH—’'57 Belvedere (6) 4-dr., $1,- 
705. °56 Plaza 2-dr.. $965. ‘54 Plaza 
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ARCO 
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New, easy-to-remove protection 


against; rain | snow sunlight | foundry 






7301 Bessemer Avenue ¢ Cleveland 27, Ohio 
A Division Of 


AMERICAN-MARIETTA COMPANY 
"Registered Trademark 





Here’s another Arco first—a revo- 
lutionary coating that protects 
new Cars stored in the open un- 





til they are sold or put on the 
showroom floor. Applied in a 
booth or out of doors, Arco 
Spray-Wrap prevents deterio- 
ration of paint film, pitting of 
chrome and other bright work. 


What’s more, it’s economical 
to use. One gallon of Arco 
Spray-Wrap covers seven to 
eight cars—and it washes off 
on the rack when they are read- 
ied for delivery. 


FCO 


PAINTS 


| PONTIAC—’57 Star Chief Catalina Hard- 


station wagon, $900; Savoy 4-dr., $790*. 

PONTIAC—’56 Chieftain 4-dr., $1,400*. '55 
Chieftain conv., $1,210* (ps); Hardtop, 
$1,110* (ps); 4-dr., $820*. °53 Chieftain 
(8) Hardtop, $495*, ’52 Chieftain Hard- 
top, $285*. 

RAMBLER—’54 Hardtop, $475, $465. ‘51 
2-dr., $85. 

MISCELLANEOUS—’56 Volkswagen 2-dr., 
$1,175, '55 Willys %-ton wrecker, $1,155, 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 

day. Prices are for sale of Oct. 22.) 

(Seasonal used-car slump appears to 
have ended, Market showing signs of 
steadying as buyers were back in action 
again here this week. Sold 110 cars out 
of 143 consignments.) 

BUICK—’54 Century 2-dr., $850* (ps); 
Super Hardtop, $845*, °51 Super Hard- 
top, $275; Century 2-dr., $200*, '50 2-dr., 
$125°. 

CADILLAC—’55 (62) 2-dr., $2,000* (ps). 

CHEVROLET—'56 Bel Air (8) 4-dr., $1,- 
325*, $1,300*; Two-ten (8) 4-dr., $1,225°*, 
$1,180, $1,100, $1,035, $1,030; 2-dr., 
$1,070, 2 at $1,025, $1,005; One-fifty 
4-dr., $900, $810°. °55 Bel Air (8) eonv., 
$1,200°; 4-dr., $940° (ps), $815, $800; 
Two-ten 4-dr., $905, $895°* $800; 2-dr., 
$800, $790, $775, $760, $750; One-fifty 
station wagon, $825; 2-dr., $725. '54 Bel 
Air 4-dr., $595, ° 

CHRYSLER—’ 54 Windsor 4-dr., $700* (ps). 
’52 conv., $305*. °51 4-dr., $165°; conv., 
$100. 

DODGE—'56 Coronet 4-dr., 


$970 (taxi). 


’54 Coronet 2-dr., $510. ‘52 2-dr., $260. 
FORD—’57 Fairlane (8) 500 2-dr., $1,710*, 
$1,650* (ps). ‘56 Fairlane (8) conv., 
$1,375*, $1,200° (ps); 2-dr., $1,210*; 


Custom (8) 2-dr., 2 at $950; Main 2-dr., 
$510; Ranch Wagon, $800. ‘55 Fairlane 
(8) conv., $940*; Custom 2-dr., $805; 
Main 2-dr., $550. '54 Country Squire sta- 
tion wagon, $700* (ps), $700°, $600°; 
Crest Victoria, $600; Main 2-dr., $550, 
$400. '53 conv., $510; Custom 4-dr., $350; 
2-dr., $350. '52 conv., $280°. 
LINCOLN—’57 Capri Hardtop, $2,450* 
(ps). "53 Capri 2-dr., $600°; conv., $510°*. 


MERCURY—’55 Montclair Hardtop, $1,- 
150°; Monterey Hardtop, $985°. ‘54 
Monterey 4-dr., $605; Custom 4-dr., 


$610, $550. 53 conv., $490°, $445°*; Hard- 
top, $655°. '52 4-dr., $300. 
OLDSMOBILE—’57 (98) Holiday, $2,475*. 
"56 (88) Hardtop, $1,700*° (ps). °54 (98) 
4-dr., $825°. "53 (88) 4-dr. $500°, $460°; 
(98) 4-dr., $300°. ‘52 (98) 4-dr., $110°. 
PLYMOUTH "55 Belvedere (6) 4-dr., 
$980°; Savoy (8) 4-dr., 2 at $825; Plaza 
2-dr., $555. °54 Belvedere 2-dr., $560*. 


top, $1,925° (ps); 
'56 Star Chief 4-dr.. 
Chief conv., $950° (ps). °54 Chieftain 
4-dr., $560*. ‘52 Chieftain 2-dr.. $310*; 
4-dr., $200°. '51 station wagon, $285°. 

RAMBLER—'56 4-dr., $800. 

MISCELLANEOUS—'56 Volkswagen Micro 
bus, $1,110; sedan, $790; Austin Healey, 
$2,100. '54 Taunus 2-dr., $305, '53 Chev- 
rolet pickup, $350; Austin Healey coupe, 
$265. "52 Jaguar, $605. 


SEATTLE, WASH. 


(South Seattle Auto Auction, Sale every | 
Wednesday. Prices are for sale of Oct. 23.) | 


4-dr., $1,750° (ps). 
$1,520°. °55 Star 


BUICK—’'56 Century Sport coupe, $1,800* 
(ps); Special 2-dr., $1,325°. °55 Century 
Sport coupe, $1,345* (ps); Special 2-dr., 
$1,320° 

CADILLAC—'S4 (60) 4-dr., $2,050° (ps): 
(62) 4-dr.. $1,650° (ps). "48 (62) 4-dr., 
$200*. "47 (62) 4-dr., $125°*. | 

CHEVROLET—'56 Bei Air (8) Sport coupe, 
$1,770*, $1,710°; 4-dr., $1,545° (ps); 
One-fifty station wagon, $1,415°. ‘°55/ 
Two-ten (6) 4-dr., $1,000°, $995°. ‘54/ 
Two-ten 4-dr., $630. ‘53 station wagon, 
$635; 4-dr., $610. ‘52 4-dr., $430. "49/ 


station wagon, $205. 

FORD—'57 Fairlane (8) 500 Victoria, $2,- 
250° (ps), $2,.145° (ps); 4-dr., $1,890°, 
$1,870° (ps). "56 Parklane station wagon, 
$1,650°; Fairlane (8) Victoria, $1,475*; 
4-dr., $1,395° (ps). °55 Custom 4-dr., 
$915°. ‘54 Custom 4-dr.. $695; 2-dr., 
$685. 53 Custom 4-dr., $635°. "52 club/ 
coupe, $460°. ‘51 4-dr., $305, $225; 2-dr., | 





$175. '49 4-dr., $100. 
MERCURY—’55 Monterey Sport coupe, $1,- 
395°; Custom 2-dr., $960°. ‘54 Custom | 


2-dr.. $385°. ‘53 Monterey 4-dr., $500°. | 

NASH '54 Statesman 4-dr., $640*. | 

OLDSMOBILE—'52 (88) Super 4-dr., $270°. | 

PLYMOUTH — ‘56 Plaza 4-dr., $880. '54| 
Belvedere station wagon, $820. '53 4-dr., 
$545. "52 club coupe, $230*. 


RAMBLER— 54 4-dr., $720. | 
STUDEBAKER —'57 President 4-dr., $1,- | 
810° (ps). ‘56 Golden Hawk, $1,950* | 
(ps). "55 Speedster, $1,520° (ps); Cham-/| 


pion Sport coupe, $920°; Commander 4- 
dr., $895*. '52 4-dr., $270. 


MISCELLANEOUS—'54 Metropolitan, $495. | 


* * > i 


— Auctions in Brief — 


EBENSBURG, PA. 
Ebensburg Auto Auction. Sale 
Thursday (Oct. 24). Prices on '56 and °57/ 
models dropping fast, but older units hold- 
ing up fairly well. Sold 91 cars out of 114 
entered. 





*” - ~ 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sale every 
Friday (Oct. 25). We had a big sale today 
as there were plenty of buyers and sellers 
present. 

* * * 


ST. LOUIS 
St..Louis Auto Auction Barn, Sale every 
Tuesday and Friday. (Oct. 15 and 18). Per- | 
centage of sales exceptional. Sold 183 cars | 
out of 270 consignments, | 
* * * | 


INDIANAPOLIS | 

Ken Schaefer Auto Auction, Inc. Sale| 

évery Thursday (Oct. 24). Prices up on | 

older cars, late models steady. Consignment | 

was good and bidding very active. 
* - * 


PA.—BEL AIR, MD. 

Manheim and Bel Air Auto Auction. Sale 
every Thursday and Friday (Oct. 24 and 
25). Car prices are slightly improved today. 
Clean cars bring a high dollar. Sold 65 per- 
cent of 597 cars entered. 
* - * 


BIRMINGHAM, ALA. 

Dixie Auto Auction, Sale every Monday 
(Oct. 21). Plenty of cars listed today. We 
had plenty of creams for the buyers, of 
whom some were missed because of the 
dealer meeting in Tuscaloosa, However, the 
sale was very good for both buyers and 
sellers. Percentage selling was firm and 
creams were still in demand as they 
brought top dollar. 
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Perhaps they like the 
quiet dignity . . . the con- 
venient location...the 
warm and hospitable 
service. But whatever the 
reason—our registrations 
show that more people 
from Detroit stay at The 
Drake than any other 
city but one. We are al- 
ways happy to have you 
...and remember, it costs 
no more to stay at The 
Drake... 


...Now 
$8,000,000 
NEW 


for your comfort! 
Completely 
Air Conditioned 


FOR RESERVATIONS 


Telephone SUperior 7-2200 
Teletype No. CG 1586 
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In Parts and Accessory Distribution 


Gas Stations Seen 
Adding Services 


WINSTON-SALEM, N. C.— The 
Virginias-Carolinas Automotive 
Assn. was told at its 30th annual 


Herbert, editor of the Southern 
Automotive Journal; Jesse Jones, 
executive secretary of the North 
Carolina association, and Dr. Hu- 
bert A. White, Atlanta. 


Some 50 dealers attended the 
meeting, presided over by Presi- 
dent R. E. Kirkland jr., Wilson, 


fall meeting here that service sta-|N.C 


tions rapidly are becoming more 
jmportant buyers in the auto-parts 
field and ere expanding their serv- 
ices across the nation. 

The speaker was Jack L. Wig- 

of Chicago, general manager 
of the National Standard Parts 
Assn. 

Other speakers included: H, B. 
Truslow, Richmond, Va., owner of 
Auto Parts, Inc.; B. W. Ruark, gen- 
eral manager, Motor & Equipment 
Wholesalers of Chicago; William 


* * * 
Drawings for Display Space 
Slated in Pacific Auto Show 


LOS ANGELES.—First and sec- 
ond drawings for display space in 
the 1958 Pacific Automotive Show 
will take place Nov. 22 at the Pan 
Pacific Auditorium. The show 
opens Feb. 21. 

Show directors said space appli- 
cations must reach the show office 

















MONEY-MAKER! 


HOOK SAFETY 
ary aad 


Ny amaiaa: 
NO ASSEMBLING! 
NSTALL IN 15 MIN 
ADMIUM OR CHROME .@ 
OS 
mn 


DRILL AND BOLT 
if) CROSS MEMBER 


BOLT TO 
DAU Utz) 
elas 

‘ 


me 


0) ie) eS 


SELL DRAW-TITE HITCHES 


Custom Built for Any Car Make or Model! 


PROVEN DEMAND —- Over 
500,000 Sold! 


CUSTOM DESIGN 
BALL Shows! © 


EASY-TO-SELL—National adver- 
tising is building a steady stream 
of prospects — AND PROFITS — for 
youl Each year thousands of car 
owners buy DRAW-TITE. This busi- 
ness can be YOUR business — with- 
out adding to your overhead or 
personnel! 


— Only the 





WE SHIP IN 24 HOURS! 


You do not need to stock a large 
inventory to sell DRAW-TITE 
HITCHES. Any car model, any year, 
there’s a hitch custom built and 


ready to install! 


way 
(ans DRAW-TITE 








at COMPANY 
Sauevut mcn] BELLEVILLE 19, MICH. 
STARKE 28, FLA. 


FINEST HITCHES & COUPLERS FOR BOAT & UTILITY TRAILERS 











PRESTO! JUST PRESS BUTTON! 
LIFT UP TO 1,000 POUNDS 


CURTIS 


(tana 


MASTER LOADER 


Ample for ALL load- 
ing jobs. Mounts on 
chassis. Smooth, 
electro- 
hydraulic system 
rises or lowers 
at any point. 


Amazing simplicity 
and ease for uSe on 








any model truck rear or side door. Loads lifted straight up. 
Platform can be loaded from either side. Light weight but 
sturdy. Mounts on chassis quickly with 2 sturdy U-bolts. No 
alterations to truck needed. Can be transferred to any other 
truck. “Power package” and remote control unit hug the 
truck. All moving parts (except lifting arms) completely 
housed for safety. e 
@ For Vz, % or 1 ton pick-up or stake trucks 

CURTIS MASTER LOADER SAVES TIME, MONEY, 
MEN; REDUCES CHANCES OF PERSONAL INJURY, 
PROPERTY . DAMAGES; INCREASES EFFICIENCY; 
LOWERS HANDLING COSTS. 


CURTIS AUTOMOTIVE DEVICES, INC. BEDFORD, IND. 


INVESTIGATE — MAIL COUPON TODAY 


COLLINS AND ASSOCIATES 
4906 Heuwerth Ave. 


Cincinnati 38, Ohio 


| 

| 

! Please send us literature pe name of nearest distributor. l 

: SN ccaauke seuss as haede eases ca cn kee dakswheeswebaw es 
RL. «din 65d ook MEbS Re ORM ee Os cnaeaee shan ebes eens eaes 

Pee OR ve aakdhtaeds Era ate nai | 





on or before Nov. 1. Manufacturers’ 
representatives who plan to draw 
space for more than one manufac- 
turer have been asked to inform 
the show office so detailed plans 
may be made for the drawings. 

az * * 


Canadians to Convene 


OTTAWA.—Annual convention of 
the Canadian Automotive Whole- 
Salers & Manufacturers’ Assn. will 
be held March 31-Apr. 2 in Winni- 
peg. 


* * * 


Wrench Test Offered 


NEW BRITAIN, Conn.—Méchan- 
ics can try the new Nutmaster 
wrench on many jobbers’ counters, 
according to New Britain Machine 
Co., manufacturers of the Euro- 
pean-designed open-end wrench. A 
counter display includes a sample 
wrench that can be used to turn a 
built-in, tension-mounted, hex bolt 
head. 


Supplier Blasts 
Use of Premiums 


To Push Sales 


CHICAGO.—Use of premiums in 
sales promotions by manufacturers 
“is getting completely out of hand 
and not helping anyone except the 
premium industry,” according to 
T. C. Watkins, Watkins Automo- 
tive Supply, Midland, Tex. 

In a discussion of premium prac- 
tices at a meeting of the National 
Standard Parts Assn.’s board of 
directors and committees, Watkins 
said: 

“I do not feel that we — 
allow any manufacturer . 
bribe our sales force into ieee 
their particular merchandise and 
premium deals. We should direct 
our sales force, ourselves, toward 
selling the merchandise we need to 
sell.” 

He contended that premium pro- 
grams have outlived their useful- 
ness and tend only to cost a par- 
ticular manufacturer money and 
antagonize other manufacturers to 
the point of getting into the pre- 
mium business. 

The practice of 
miums was condemned in 1954 by | 
NSPA. 


* * > 


Howell to Sell Rubber Parts 


Williams- Bowman Rubber Co., 
Cicero, Ill, has appointed Joe How- | 
ell, Detroit, to sell and service Wil- 
bow mechanical rubber parts in 
| Michigan. 





| Bearings Council 


Called by U-M-S 


DETROIT.—A council of indus- 
trial bearings distributors will meet | 
| Nov. 21-22 in Hartford, Conn., 
under the sponsorship of the United | 
Motors Service division of General 
Motors. 

The new bearings distributors’ 
council is composed of 12 distribu- 
tors of Hyatt and New Departure 
bearings, two from each of the six 
U-M-S sales regions. 


Letterbox 


(Continued from Page 14) 


| 
| 
| 
| 


| foreign car on the West Coast and, 


in my opinion, none can touch VW 
for economy. VW will outride and 
outperform any car and, for that 
matter, outlast them. 





Think it over. 

I have personally owned two 
VWs, which I have driven better 
than 50,000 miles each and, out- 
Side of regular inspections, I 
have spent less than $10 on either 
one. Still on the original tires, 
too. 

Many people have passed these 
figures. Try it with any other low- 
priced car.—H. Dopennorr, 239 W. 
Sixteenth St., Chico, Calif. 


Coming—December 2 


Order Your Extra Copies Today 


Automotive News 


AUTO SHOW ISSUE 


FOR 1958 


@ Photographs Of All 1958 Automobiles 
@ Specifications On All U. S. Cars 


@ Complete Truck Section 
@ Comparative Price Chart 


@ Latest Engineering Developments 
@ Market Trends 


ALL IN FULL COLOR 


EXTRA COPIES AVAILABLE ON 
ADVANCE ORDER ONLY, EACH 


Please Send Check With Your Order 


Automotive News 


DEPT. A 2666 PENOBSCOT BLDG. 
DETROIT 26, MICH. 
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Cruise-O-Matic Transmission Added... . 


Ford Offers 2 New Engines 


(Continued from Page 59) 


engines, Ford says, Cruise-O- Matic | 
“combines the economy of over-| 
drive with the convenience of an 
automatic transmission.” 

A fuel-economy increase of up to 
15 percent and a performance boost 
of 19 percent are claimed for the} 
new transmission-engine combina- | 
tion. | 

“D-1” is the regular driving 
range, while “D-2” is said to be 
ideal for operation on snow, ice | 
and loose gravel. There is a | 
“low” range for extra pulling | 
power. 

Fordomatic and overdrive also) 
ure available, while manual trans- 
mission is standard on all models. 

Another option is Ford-Aire sus- 
pension in which air replaces steel | 
as the springing medium. Ford-Aire 
maintains a constant car height) 
under all load conditions. 

> > + 





HE air supply is provided by an| 
engine-mounted, piston-type| 
compressor with a maximum re-| 
serve tank pressure of 300 pounds | 
per square inch, Ford-Aire is avail- 
able on Fairlane, Fairlane 500 and 
station-wagon models with V-8 en-| 
gines and automatic transmissions. | 
Ford's styling changes begin with | 
a@ new anodized aluminum grille | 
and dual headlights. 
The front fenders have been | 
redesigned, and the roof has 


+ * > 


a | 





2-in-| Operation— 

When the tailgate on a 1958 Ford sta- 
tion wagon is lowered, the rear window | 
raises automatically. Six wagons ore in- | 
cluded among Ford's 21 new models. | 
There also are nine sedans, four hardtops, | 
@ convertible and a retractable hardtop. | 





Behind the Wheel— 


The speedometer, transmission quadrant 
and other controls and gouges are set 
into a hooded cove on the instrument 
panel of the 1958 Ford. All models have 
deep-dish steering wheels. 


$1,000.00 REWARD 
wit - cos that they me from 
wi @ requ 
no to be eligible to win. It is entirely 
egal and very inexpensive if done on a 
cooperative basis. For details ask for 
sample form No. 224. Write today! 


EDWARD FISKE CO. 
2 Depot Plaza White Plains, N. Y. 
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comer is a four-door, two-seat 
grooves. A sculptured “V” is set | Ranch Wagon. A _ four-passenger 
into the trunk lid, and the lid | Thunderbird wi!l be introduced 
bisects the twin oval tail lights, | later. 

Ford offers 21 models for 1958, 

one more than last year. The new- i eo is Ford’s model lineup for 
1958: 

Custom—four-door sedan, two- 
door sedan and business sedan. 

Custom 300—four-door sedan and 
two-door sedan. 

Fairlane—four-door sedan, two- 
door sedan, four-door hardtop 
and two-door hardtop. 

Fairlane 500 — four-door sedan, 
two-door sedan, four-door hardtop, 
two-door hardtop, convertible and 
retractable hardtop. ‘ 

Station wagons — two-door, two- 
seat Ranch Wagon; two-door, two- 
seat Del Rio Ranch Wagon; four- 
door, two-seat Ranch Wagon; four- 
door, two-seat Country Sedan; four- 


seven front-to-rear flutes or 


* * # 


Spot Check of Vehicles 


Slated in Wisconsin 


MADISON, Wis.—The Wiscon- 
sin State Traffic Patrol and local 
enforcement officers will spot- 
check automobiles for mechanical 
condition during the week of 
Nov. 4. 

Inspections will cover tires, 
brakes, lights, windows and wind- 
shield wipers. Driver’s licenses 
also will be checked. In a similar 
program last year, 36 percent of 
the 34,865 vehicles checked were 
found substandard in one or more 
aspects. 








‘ Squire. 








for 1958. 


| door, three-seat Country Sedan, ana dustry’s 1958 offerings will go on| 
| four-door, three-seat Country) display 





Ford Adds Four-Door Ranch Wagon— 

A four-door Ranch Wagon has been added to Ford's popular station wagon series 
It joins a pair of two-door Ranch Wagons, a like number of four-door 
_— Sedans and the four-door nn — to make up a six-model series, 








Columbus Auto Dealers Schedule  Palewans Show 
COLUMBUS, O.—The auto in-; Feb, 15-24. 
The third annual show will be 


in the Franklin County | sponsored by the Columbus Auto- 
| Veterans Memorial Building here| mobile Dealers Assn. 






TRUCK DEALERS: 


This will help you sell more Diesel trucks 


Current advertisement in a series regularly appearing in The Saturday Evening 
Post and leading trade journals. Remember, the new “71E” “Jimmy” Diesel is 
available for any make truck. Get your share of the new business it’s bound to attract! 







This new Jimmy Diese! 


Slashes costs in an 





y make 





truck 26,000 GVW and up 


New GM “‘71E”’ Diesel—a superb new engine available for any make 
truck and bus—designed to outperform and outlast anything on the road today 


This newest “Jimmy” Diesel has four exhaust valves 
per cylinder and bigger air inlet ports for the cleanest 
“breathing’’ known. New free-flow tip injectors atom- 
ize tiny fuel charges into cylinders for maximum out- 
put without overfueling. 


With its basically simple 2-cycle design (power at 
every piston downstroke), there’s more power in less 
space and weight—more work with less piston travel 
—less loss of power at high altitude. And lower-cost 
interchangeable parts reduce inventory requirements 
—insure lower costs over the entire life of the engine. 


Leading highway haulers who have had the oppor- 
tunity to benefit from this new ‘“71E” engine report 
outstanding fuel mileage and reduced upkeep com- 


Now—more than ever—it pays to 
standardize on GM Diesel 


pared with other Diesels they operate and major 
savings over gasoline engines they have replaced. 


See your GM Diesel distributor about repowering 
your present equipment. When you're in the market 
for new trucks, ask for this great new GM “71E”’ 
Diesel. And if the truck you choose isn’t immediately 
available with a “Jimmy,” turn your truck over to 
the GM Diesel distributor for a ““71E”’ installation. 
Write for free copy of “It’s The Law’’—complete com- 
pilation of state size and weight limits. 


DETROIT DIESEL 
Engine Division of General Motors, Detroit 28, Mich. 
In Canada: GENERAL MOTORS DIESEL LIMITED, London, Ontario 
Regional Offices: 
New York, Atlanta, Detroit, Chicago, Dallas, San Francisco 


—available in 1485 applications of 
power equipment built by more than 
175 manufacturers 


DETROIT 
DIESEL 
POWER 





Parts and Service Worldwide 
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Stalemate Bogs Down 
Billings Union Drive 


By Frank Gawronski 
Staff Writer 
Machinists and Teamsters 
unions are running into stiff 
opposition in their drive to organize 
shop employes of dealerships in 
Billings, Mont. 
The unions, Teamsters Local 190 
and Machinist Local 622, suffered 
their latest setback 
when the National 
Labor Relations 
Board ruled that it 
lacks jurisdiction to 
act in an eight-week- 
old strike at three dealerships. 
The strike began Sept. 9 when 56 
shop employes walked out at Mac- 
Intyre Motor Co. (Pontiac), Ryan 
Oldsmobile Co. and Mulvaney Mo- 
tor Co. (Dodge-Plymouth) at the 
direction of union organizers and 
set up picket lines. 
Picket lines remain and posi- 


tions of the unions and dealers 
indicate that the strike may con- 
tinue for months. The unions are 
demanding contracts and the 
dealers firmly refuse to sign 
them. 


The NLRB refused to enter the 
dispute because it said the dealers 
do not meet the minimum require- 
ment of doing $1 million of business 
in interstate commerce. 

Spurred by the NLRB ruling, the 
dealers have launched a campaign 
of their own in an effort to “beat 
the strike.” 

“Now we can do what we see 
fit—hire old employes back or 
hire a full force of new employes,” 
Kenneth F. Lind said after he 
learned of the NLRB decision. 
Each of the three dealers has 

been hiring new shop help since the 
strike started. Ryan Oldsmobile has 
acquired a wash and lubrication 















Single Engines . . 


What's the cost of a Diesel? 


First cost of a Diesel is quite understandably more than 
a gasoline engine because the Diesel’s fuel-saving high 
compression requires greater precision and ruggedness. 
But the Diesel more than pays for itself in timesavings, 
fuel economy and reduced maintenance. Due to simpler 
2-cycle design and lower-cost interchangeable parts, a 
GM Diesel gives you lowest costs over the entire life of 
the engine—it's the thriftiest Diesel ever built! 


- 30 to 300 H.P. Multiple Units . . . Up 


man and two mechanics. Its regu- 
lar shop force totals 12. 
* * 


Hire New Workers 


VANEY MOTOR has hired 

six men—four mechanics and 

two body. MacIntyre Motors also 

has hired some men, according to 

E. J. Seitz, general manager. All 

are using newspaper advertise- 
ments to attract new employes. 

Only one Billings dealer, Lew 
Chevrolet Co., is presently under 
union contract. The firm signed 
the agreement last spring after a 
four-month dispute. 

Several other Billings new-car 
dealers were approached by the 
unions this summer, but failed to 
gain sufficient support among the 
firms’ employes. 

The strike began abruptly and 
unexpectedly for the three dealers, 
according to Harry Rucks, Mul- 


vaney sales manager. “We knew it) 


was coming, but didn’t think it was 
coming so fast,” he said. 
Recalling that the unions didn’t 


wait for the NLRB decision, Dick | 


Ryan, president Ryan Oldsmobile, 
said the unions gained the loyalty 
of some of his employes. Then, he 
said, when they decided to call a 
strike because the dealers would 


to 893 HP. 





°58 DeSotos Take Over 


Detroit Retail Centers 


DETROIT. — The 1958 DeSoto 
went on mass display last week 
at two huge Detroit suburban 
shopping centers, Northland and 
Eastland. 

The factory and 21 Detroit-area 
dealers cooperated in providing 
100 cars for the 10-day display. 
During this week, shoppers will 
be able to ride and drive in dem- 
onstrators. Twenty-five salesmen 
are at each center to handle 
orders on the spot. 





not sign agreements, the rest of 
| his workers walked out in fear of 
reprisals. 
} : + + 
‘Union Seeks Recognition 

EN asked the cause of the 

strike, Don Blewitt, Teamsters 
business manager, issued this joint 
Teamsters-Machinists statement: 

“The employes have struck 

these firms for purposes of recog- 
nition and reaching an agree- 
ment, and embodying the same in 
a signed agreement for improve- 
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ment of wages, hours and work- 


ing conditions.” 
Blewitt said that conditions at the 
three dealerships were extremely 
varied. 


“Some work 40 hours and some 
50 hours,” he said. “Some earn $1 
and some $2. Some get good vaca- 
tions and some poor.” 

Ryan said that his firm’s flat rate 
for repairs is $4.50 per hour, of 
which the mechanics get half. “This 
is almost unheard of,” he claimed. 


Rucks said Mulvaney’s shop per- 
sonnel work 5% days per week, get 
a week’s paid vacation the first 
year and two weeks thereafter, re- 
ceive hospital benefits and a Christ- 
mas bonus. He said the company 
pays for coveralls. 


Many of the workers out on 
strike have been employed as sea- 
sonal laborers at a sugar company 
in Billings. Most are expected back 
at work for the dealerships when 
the sugar beet crop is exhausted. 


In Scotia, N. Y., the Teamsters 
and Machinists unions were de- 
feated in an NLRB election when 
shop employes at Mohawk Avenue 
Garage (DeSoto-Plymouth) decided 
against union representation by a 


12-0 vote. 
+ = = 


Dealers Hire Consultant 


N WASHINGTON, several auto- 

mobile dealers and one dealers 
association were among the com- 
panies and organizations reported 
as having been clients of Labor 
Relations Associates, Chicago, 
headed by Nathan W. Shefferman. 

The labor relations firm has 
been depicted as a union-busting 
organization in testimony taken 
by the Select Senate Committee 
on Improper Activities in the 
Labor or Management Field, 
headed by Senator John L. Mc- 
Clellan, Arkansas Democrat. 


Firms listed as having been Shef- 
ferman clients are Applegate Chev- 
rolet Co. and Otto Graff, Ine. 
(Ford), in Flint; Charlie’s Oldsmo- 
bile, Sheldon Motor Sales (Oldsmo- 
bile) and Ver Hoven Chevrolet in 
Detroit; Jerome Motor Sales Co. 
(Cadillac), Pontiac, Mich.; Don 
Allen Midtown Chevrolet Co., New 
York; Sieberg Chevrolet Co., Roch- 
ester, N. Y., and Allentown Auto- 


mobile Dealers Assn., Allentown, 
Pa. 

> > . 
Buick Strike Averted 


Or THE factory front, Buick and 
United Auto Workers Local 599 
reached an agreement on disputed 
Flint plant issues, averting a strike 
that had been called for Tuesday 
(Oct. 29). The settlement was an- 
nounced two hours after the strike 
was scheduled to begin. 

About 20,000 Buick workers had 
been scheduled to walk out if a 
settlement had not been reached. 
An additional 4,000 at Fisher Body 
division would have been idled by 
the strike. 

Local President Otis Bishop 
said the union was satisfied with 


Meanwhile, a union official re- 
ported slight progress in daily 
negotiations aimed at ending a four- 
week strike by 6,000 UAW members 
at General Motors’ Willow Run 
(Mich.) transmission plant. 


Tax Judgment 
Of $185,895 Won 
By Summerfields 


CINCINNATL — A $185,895 
income-tax judgment against the 
Internal Revenue Department on 
behalf of Postmaster General Ar- 
thur E. Summerfield and his wife 
has been affirmed by the U.S. 
Court of Appeals here. 

The case involved the sale by 
Mrs. Summerfield of 333% shares 
of stock in Summerfield’s Chevro- 
let dealership in Flint in 1948. 

The Internal Revenue Depart- 
ment taxed the $440,000 she re- 
ceived on a straight income basis, 
but Mrs. Summerfield paid the 
amount under protest, claiming the 
receipts of the sale should have 
been taxed as capital gains. 

Last week’s order was issued in 
an appeal by the Government from 
a decision rendered Oct. 5, 1956, by 
Detroit U.S. District Court, which 
had granted the judgment to the 
Summerfields. 
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Half of °57 Increase .. . 


‘98 Car Prices Rise 
Average of 3.3 Pet. 


(Continued from Page 1) 
Federal tax and dealer handling| lac price class with its three 


charges, will appear in AUTOMOTIVE 
News next week. 
* * * 

_ are a few highlights of 

the General Motors price struc- 
ture for 1958 (all figures include 
Federal excise tax and suggested 
dealer deliver y-and-handling 
charges) : 

BUICK — Prices rose an aver- 
age of 2.74 percent on 16 com- 
parable models, ranging from 
$40.17 on Special sedans and 
hardtops to $183.67 on Road- 
master 75 hardtops. 

Some $75 of the Roadmaster 75 
hike was due to the installation of 
the new Flight-pitch Dynaflow as 
standard equipment, replacing 
Variable-pitch Dynafiow which was 
standard last year. 


Cadillac — The GM luxury-car 
division held its 1958 increase to 
2.98 percent on Series 62 models, 
compared with more than 9 per- 
cent last year. The boosts ranged 
from $107.04 on the two-door hard- 
top to $241.04 on the Sedan de Ville 


four-door hardtop. 
om + 


> 

HEVROLET — With an all-new 

model, Chevrolet climbed 5.52 
percent on six-cylinder units. The 
hikes ranged from $104.68 on the 
Delray two-door sedan to $149.68 
on the Bel Air four-door sedan. 
The Corvette rose $165.68. 


Contributing to the hike, Chev- 
rolet said, was the addition of 
“positive-action” windshield 
wipers and 30-ampere generators 
as standard equipment on all 
medels and special tires on some 
station wagons. 

This equipment would amount to 
about $18.80 (wipers and genera- 
tor) and $27.50 (wipers, generator 
and tires). Chevrolet V-8s are $107 
more than sixes this year, com- 
pared with $100 in 1957. 

OLDSMOBILE — This division 
settled for a price increase of 2.05 
percent. Series 88 sedans, hardtops 
and convertible went up only 
$38.53; wagons and Super 88s rose 
$81.53, and 98s climbed $83.45. 

> * 


> 
INTIAC — To Pontiac, which 
also has a completely new 
model, went the task of explaining 
the biggest price boost in the GM 
family — 6.24 percent. The range 
was from $109.61 on the Chieftain 
two-door sedan to $234.61 on the 
Star Chief four-door hardtop. 
About $54.28 of the increase on 
Chieftain sedans and hardtops 
came from making optional items 
standard. These items included in- 
terior trim and rugs and 8.00 x 14 
tires. These models had 7.50 x 14 
tires last year. 

All five GM entries will offer 
air suspension this year. Chevro- 
let priced it at $123.75; Buick 
and Pontiac, about $188; Oldsmo- 
bile and Cadillac, about $215. 

Other equipment prices are 
unchanged from 1957. Buick’s new 
Flight-pitch Dynafiow will be 
about $296, compared with $220.40 
for Variable-pitch. Flight-pitch is 
standard on the two top Buick 
series, optional on others. Variable- 
pitch is standard on Century and 
Super models. 


INTIAC’S aaies pemene means 

that the division now has only 
one model (the Chieftain two-door 
sedan) which is less expensive than 
the lowest-priced Buick. Buick 
Special hardtops and convertible 
now are within $37 of their Chief- 
tain counterparts. : : ae 

Despite a nominal hike 
$38.53 in the 88 series, Oldsmo- 
bile gained no ground on Buick 
since comparable Specials went 
up only $40.17. 

However, Oldsmobile’s ‘Series 98 
now is well under the Roadmaster 
75 which has replaced the Road- 
master as Buick’s second most ex- 
pensive series, Example: Series 98 
four-door hardtop, $4,096; Road- 
master 75 four-door hardtop, $4,667. 
The models are comparably 
equipped. . 


. . 
ADILLAC dealers were happy 
about the small price hike the 
division handed them. 
Buick moved up into the Cadil- 


Limited models. All are priced 
above $5,000, Cadillac has a pair 
of hardtops below that figure. 

Prices of Cadillac’s Sixty Special 
four-door hardtop and two Series 
75 limousines will be announced 
later. 

A list of General Motors 1958 
prices, together with the amount of 


increase Over 1957, appears below: 
= a > 
Buick 

PECIAL — four-door sedan, 

$2,700; two-door sedan, $2,636; 

four-door hardtop, $2,820; two-door 
hardtop, $2,744 (up $40.17 each); 
convertible, $3,041 (up $54.17); 
four-door two-seat station wagon, 
$3,145 (up $98.17); four-door two- 
seat hardtop station wagon, $3,261 
(up $94.17). 

Century—four-door sedan, $3,316 
(up $82); four-door hardtop, $3,436 
(up $82); two-door hardtop, $3,368 
(up $98); convertible, $3,680 (up 
$82); four-door two-seat hardtop 
station wagon, $3,831 (up $125). 
Variable-pitch Dynaflow is stand- 
ard on Century models. 

Super — four-door hardtop, 
$3,789; two-door hardtop, $3,644 
(both up $108). Variable-pitch 
Dynaflow and power steering | 
are standard on Super models. 

Roadmaster 75 — four-door hard- 

top, $4,667; two-door hardtop, 
$4,557 (both up $183.67); converti- 
ble, $4,680 (no comparable ’57 
model). Flight-pitch Dynafiow, 
power steering and power brakes 
are standard on Roadmaster 75 
models. 

Limited — four-door hardtop, 
$5,112; two-door hardtop, $5,002; 
convertible, $5,125 (all new 
models). Flight-pitch Dynaflow, 
power steering and power brakes 
are standard on Limited models. 

* * - 

Cadillac 
a 62 — four-door hardtop, 
$4,891 (up $110.04); two-door 
hardtop, $4,784 (up $107.04); ex- 
tended-deck four-door hardtop, 
$5,079 (new model); convertible, 
$5,454 (up $161.04); Sedan de Ville 
four-door hardtop, $5,497 (up 
$241.04); Coupe de Ville two-door 
hardtop, $5,251 (up $135.04); El- 
dorado Seville two-door hardtop, 


°58 Dodge Nets $2,885 
At Colorado Auction 

LITTLETON, Colo.—The Color- 
ado Auto Auction here last week 
sold a 1958 Dodge Coronet V-8 
four-door for $2,385. 

A 1958 Ford %-ton pickup was 
knocked down for $2,050. 








$7,500 (up $214.04); Eldorado Biar- 
ritz convertible, $7,500 (up $214.04). 
Hydra-Matic, power steering and 
power brakes are standard on all 
models, 


* * * 


Chevrolet 


(Prices are for six-cylinder 
models. For V-8s, add $107.) 


Delray — four-door sedan, $2,155 


(up $106.68); two-door sedan, $2,101 
(up $104.68); two-door utility sedan, 
$2,013 (up $127.68). 

Biscayne — four-door sedan, 


$2,290 (up $115.68); 
$2,236 (up $113.68). 

Bel Air — four-door sedan, 
$2,440 (up $149.68); two-door 
sedan, $2,386 (up $147.68); four- 
door hardtop, $2,511 (up $146.68) ; 
two-door hardtop, $2,447 (up 
$147.68); Impala two-door hard- 
top, $2,586 (new model); Impala 
convertible, $2,734 (new model). 

Station Wagons — Yeoman two- 
door two-seat, $2,413 (up $105.68); 
Yeoman four-door two-seat, $2,467 
(new model); Brookwood four-door 
two-seat, $2,571 (up $114.68); 
Brookwood four-door three-seat, 
$2,678 (up $114.68); Nomad four- 
door two-seat, $2,728 (up $147.68). 


two-door sedan, 


Corvette—hardtop coupe or con-| 
$3,631 (up| 


vertible (V-8 standard), 
$165.68). 


? + = 
Oldsmobile 
ERIES 88 — four-door sedan, 


$2,837; two-door sedan, $2,772; 
four-door hardtop, $2,971; two-door 


hardtop, $2,893; convertible, $3,221) 


(each model up $38.53); four-door 
two-seat station wagon, $3,284 (up 
$81.53); four-door two-seat hard- 
top station wagon $3,395 (up 
$81.53). 

Super 88 — four-door sedan, 
$3,112; four-door hardtop, $3,339; 
two-door hardtop, $3,262; con- 
ventible, $3,529; four-door two- 
seat hardtop station wagon, 
$3,623 (each model up $81.53). 
Series 98 — four-door sedan, 
$3,824; four-door hardtop, $4,096; 
two-door hardtop, $4,020; con- 
vertible, $4,300 ‘each model up 
$83.45). Hydra-Matic, power steer- 
ing and power brakes are standard 
on Series 98 models. 


> aa > 
Pontiac 
HIEFTAIN — four-door sedan, 
$2,638 (up $110.61); two-door 
sedan, $2,573 (up $109.61); four-door 
hardtop, $2,792 (up $177.61); two- 
door hardtop, $2,707 (up $177.61); 
convertible, $3,019 (new model); 
four-door two-seat station wagon, 
$3,019 (new model); four-door 
three-seat station wagon, $3,088 (up 
$189.61). 

Super Chief—four-door sedan, 
$2,834 (up $169.61); four-door 
hardtop, $2,961 (up $167.61); two- 
door hardtop, $2,880 (up $144.61). 
Star Chief — four-door sedan, 

$3,071 (up $174.61); four-door hard- 
top, $3,210 (up $234.61); two-door 
| hardtop, $3,122 (up $220.61); four- 
door two-seat station wagon, $3,350 
(no comparable ‘57 model). 


Bonneville — two-door hardtop, 
$3,481 (new model); convertible, 


$3,586 (new model). 





"58 Plymouth First to Cross Bridge—_ 
Bridge officials recently made an inspection crossing of the new Mackinac Straits 


Bridge in Michigan in a caravan of eight 


1958 Plymouth cars. It has been called the 


“first crossing made by a 1958 car.” Among members of the party were Prentiss M. 
Brown, chairman, Mackinac Bridge Authority; Russell Girard, chief bridge engineer, 


and several crea Plymouth dealers. 


From left are Girard, Doyle Vincent, 


Vé&u 


Motor Sales, Inc., Cheboygan; Brown; LeRoy J. Ormsbee, Ormsbee Motor Sales, Inc., 
Cheboygan and Walter Wing, Wing Motor Sales, St. Ignace. 


Hillman for 1958— 


With the 1958 


“Jubilee” Hillman, Rootes Motors, Lid., of England heralds the 


| beginning of its second half-century of auto making. The restyled line of cars, 
starting at less than $1,600 (Port of Entry), includes the Hillman Minx four-door 








sedan, pictured above, a convertible and a four-door station wagon. New 


“Jubilee” 


Hillmons feature a boost in torque which results in stepped-up performance in the 
lower speed range; a restyled front end; new range of colors and interior trims, and 


new ‘‘finger- tip" steering. 





Chrysler Faces 2nd Suit 


Over Dealer Enterprise 


DETROIT. —Federal 
Court here has taken jurisdiction 
in a suit against Chrysler Corp. by 
a former DeSoto-Plymouth dealer 
in nearby Birmingham, Mich. 

The plaintiff, George L. Schutz, 
has accused the Chrysler Corp. 


Prices Increased 
From 2 to 6 Pet. 
On 1958 Trucks 


DETROIT. — New engines with 
increased power are given as 
reasons by many truck manufac- 
turers for the boosts of from 2 to 
6 percent in truck prices for 1958. 
Rising labor, material and freight 
costs also enter the picture, it is 
pointed out. 

While the increased price tags 
will average about 5 percent higher 
than this year, the largest increases 
are on the heavy-duty models, with 
the light and medium sizes going 
up from $50 per unit to approxi- 
mately 3 percent. 

Chevrolet has announced an in- 
crease of approximately 3 percent 
throughout the entire truck line. 

Prices on the new 1958 Dodge 
trucks will show an increase of 2.4 
percent over comparable equipped 
1957 models. 


Ford, whose heavy duty truck 
line will not be announced until 
shortly after the turn of the new 
year, has not yet announced prices. 

Philip J. Monaghan, general 
manager of GMC, announced at a 
press meeting last week that prices 
of GMC 1958 trucks would average 
about 3 percent over 1957 prices, 
although, some models will be less. 
Average increase for pickup 
models, he said, would be 2.3 per- 
cent. 

International Harvester in- 
creases range from $77 higher on 
a small, light pickup to $720 on 
a heavyduty diesel model. 

Prices are to increase between 4 
percent and 5 percent on the IH 
heavy-duty line and from 3.5 to 5 
percent on the light duty models 
made at Springfield, O. No in- 
creases are planned on trucks built 
at the Emeryville (Calif.) plant or 
on the Metropolitan multi-stop 
units made at Bridgeport, Conn. 

A general increase of $50 per 
model will be made on Studebaker 
a at the retail level, officials 

White Motor said it is planning 
an increase averaging 5 percent 
across the board on its White and 
Autocar models, effective Nov. 15. 
A small increase will be made on 
Reo trucks. 

Willys announced 1958 models in 
August, and there have been no 
increases in price. 

Diamond T’s price boost, effective 
Oct. 21, was 2 to 6 percent. 

A Mack spokesman said that 
there will be a maximum increase 
of 4% percent on certain ’58 models 
in its line. 


District| Dealer Enterprise division of 


“fraud, deceit and misrepresenta- 
tion” during the course of his 
resignation from the Birmingham 
dealership in September, 1955. 
Chrysler has denied the malpractice 
charges. 


Chrysler and its Dealer Enter- 
prise division also are defendants 
in a former Milwaukee dealer's 
suit for $67,000 damages. The 
plaintiff there is Russell Arndor- 
fer, who also handled DeSoto- 
Plymouth. 

U. S. Judge Thomas P. Thornton 
here, at a pre-trial hearing in the 
Schutz suit, ordered auditors for 
both the ex-dealer and Chrysler to 
examine records on the business of 
Schutz Motors, Inc. 

In April, 1954, Schutz invested 
$20,000 and Chrysler Dealer Enter- 
prise invested $60,000 in the DeSoto- 
Plymouth agency. 

In September, 1955, Schutz re 
signed as president of Schutz 
Motors and assigned his stock in 
the dealership to Chrysler Corp. He 
said he was induced to do this on 
the ground that if he did not re 
sign, Commercial Credit would deny 
further financing to the dealership. 

On Sept. 20, 1956, Schuts 
charged that Chrysler advised 
him his stock in the dealership 
was worthless and offered him 4 
final payment of $1. 

Chrysler has admitted informing 
Schutz his stock had no value, but 
denied deceiving Schutz or acting 
in bad faith. 

Claiming that his stock is worth 
“greatly in excess” of the $1 pur 
portedly offered him by Chrysler, 
Schutz has asked for restoration of 
his 200 shares at a value deter 
mined by a court audit. 

Chrysler has asked in a counter 
claim a judgment against Schutz 
for the $60,000 it invested in Schutz 
Motors, plus 5 percent interest and 
costs. 


Reith Joins Avco 
As Crosley Head 


DETROIT.—F. C. (Jack) Reith, 
former Mercury general managef, 
has left Ford Motor Co. to become 
vice-president of 
Avco Mfg. Corp. 
and president of 
its Crosley divi- 
sion in Cincinnati. 

Reith, who suc 
ceeds Chester G. 
Gifford, had beet 
with Ford since 
1946. He was 
managing director 
of Ford of France 
from 1952 to 1954, 

F. C, Reith when it was 
merged with Simca, French auto 
firm. 

Crosley is engaged primarily im 
defense work. 
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(Continued from Page 2) 
‘gets are revising their estimates 
upwards as this whole field ex- 


pands. 

Some, following the pattern of 
VW, which has done virtually no 
advertising since its introduction 
in the U. S., are trying to stimulate 
interest through consumer promo- 
tions but without the use of direct 
advertising methods and approach. 

However, even at Volkswagen, 
talk is beginning to be heard that 
“We expect we will have to begin 
a promotion in the future. But 
frankly we can’t see the sense to 
advertising right now, when our 
present customers have to wait 
six to eight months, We'll only 
make people angrier with us than 
they are now.” 






















Is 
= Institutional advertising is not 
door considered worthwhile at VW. 
ilee” One sticky problem that VW does 
n the have is the commercial vehicle. 
» and These do not sell as quickly as the 
passenger car, and in most cases a 
= healthy discount is available. 
However, while the passenger car 
continues its sweep of the field, not 
too much concern can be worked 
up over the relatively small num- 
ber of commercial vehicles which 
must be sold in the market. 
* * . 
n of  gaaeage eng depend pretty much 
nta- on the price of the particular 
his car. VW, Renault, Fiat and some 
ham of the other lower-priced lines get 
full markup on each vehicle sold. 
1966. Certainly, it is safe to assume that 
tice anything selling up to about $2,000 
is sold at full profit. 
er- There are overtones even to this 
nts however, as in the case of the VW 
rs dealer who is willing to give his 
whe customer back the salesman’s com- 
mission, “because, as you can see, 
or- I don’t employ any salesmen.” An- 
to- other dealer may be willing to give 
away a radio. 
iton Naturally the biggest trouble 
the comes in the usual place—over- 
for allowance on the tradein. To date, 
r to as in the domestic field, no one 
5 of has devised a scheme which will 
help all dealers appraise a car on 
sted the same basis. 
top As in the domestic field also, im- 
to port dealers complain most bitterly 
about factory- branch competition 
in this area of overallowance. But 
re it is almost impossible to pin any 
wutt § offenders down. 
in In fairness to all concerned, how- 
He ever, it should be noted that in 
on every instance the thinking at the 
re top is to eliminate discounting or 
eny at least hold it to a minimum. This 
nip. is true of both factory people from 
ts Europe and American distributors. 
ed * * * 
ip A§ THE buyer wanders into the 
a medium-price range, he finds 
himself in a different discount 
ing atmosphere. 
but If the prospective purchaser goes 
ing in thinking, as many of them do, 
that all foreign cars are sold at no 
rth discount, the dealer will find him- 
- self scoring a “home run.” How- 
oe, ever, if the customer is a little as- 
of tute and hesitates in his purchase, 
7 he is sure to find a dealer willing 


to make an 
list price. 


This is particularly true in 


“adjustment” in the 


aga? 





A ‘Moving’ Display— 

Not Fords, but the scenery goes by in 
this unique sign built for the Ford 
Declers Assn. of St. Louis by General 
Outdoor Advertising Co. The display in- 
corporates a moving background of 
realistic St. Lovis scenery to give the 
illusion of forward motion to the auto 
cutout. 
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Bat Economy Units Bring Full Price... 


Import Discounts Abound in N. Y. 


sports cars over $3,000. Here a 

dealer is working with a dis- 

tributor discount of nearly 25 

percent, the same as he gets on 
his American vehicles in most 
instances. 

It’s a big temptation for a dealer 
who sees a $700 profit to slice it 
down just a little in order to make 
a sale. As the profit rises, with the 
price of the automobile involved, 
the discount also will rise. 

* * > 

MANY people assert that dis- 

counting is done by only a 
minority of dealers, yet the ways 
and means of discounting are as 
numerous as the number of dealers 
handling the cars, Most distributors 
shake their heads ruefully when 
discounts are mentioned. If they 
don’t deny that discounting pre- 
vails, they say: “I don’t know why 
they do it. We can’t supply the 
dealers we have. We have more 
orders than we can fill in the next 
four months, and they are growing 
every day.” 

They appear to ignore the fact 
that the orders they have on hand 
and are receiving do not necessar- 
ily reflect the present retail market. 

A dealer, having to project his 
ordering as far as six months in 
advance, often will load up on 
successful past sellers, in hopes 
that when the distributor comes 
across his name, in the distribu- 
tion process of a new shipment 
from Europe, the dealer may get 
a windfall of 60 percent of his 
original order. 

The other 40 percent can remain 
as a cushion, while the dealer 
orders up a new batch for ship- 
ment another six months hence. 

Most distributors say they are at 
least two months behind in their 
shipments from Europe. Getting 
shipping bottoms is probably the 
most difficult problem overseas 
manufacturers must face. 

So in the usual, ingenious Amer- 
ican way, the dealer has figured out 
a method to keep himself in the 
game even if he can’t beat it, and 
thus the distributor comes away 
with a picture which he finds diffi- 
cult to interpret. 

* 





* * 


Y do dealers discount? It’s 

the perennial question, with 
the usual thousand answers. Some 
dealers are working close and have 
to meet payrolls. If someone comes 
in the day before payday and offers 
to take a $3,500 load off the floor 
for $3,000, the dealer is sorely 
tempted. 

Some dealers are trying foreign 
lines only to sample the market. 
If they find their cars are not sell- 
ing the first week, they revert to 
the usual price-slicing technique. 


In the real economy model lines, 
however, where the dealer profit 
is only about $250 to $300 per 
automobile, the dealer just doesn’t 
have enough money to play 
around with. Very often this small 
profit protects the dealer against 
himself. 

Many a dealer has taken on a 
line before the market was ready 
to absorb it. After a few weeks of 
watching the strange looking ve- 
hicle sit in the showroom, he has 
broken and told his salesmen to 
sell price. 

This is particularly true when a 
dealer takes on a sports line before 
his customers have been properly 
prepared. The cars might look 
sleek, but their very sleekness may 
scare a dealer into a move, particu- 
larly if a sharp customer comes in 
and announces that he has just 
been offered that very automobile 
for $300 less. Then the panic is on. 
And it’s hard to stop. once started. 

* * a 


Most foreign-car dealers, with 
the exception of VW, once 
again, will follow the pattern of 
hours laid down by the domestic 
dealers in the community. If they 
are open evenings, he will be, too. 

Service facilities are becoming 
increasingly important. Most dis- 
tributors are looking for good fa- 
cilities, and with the growing list 
of dealers looking for imported 
lines, they are beginning to im- 
prove these facilities with each 
passing week. Generally stocks of 
parts are adequate, since the dis- 
tributor insists upon a minimum 
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stock, based on the relative volume 
of the dealer involved. 

Service charges. on economy 
models are almost always lower 
than on domestic makes, but this 
is because there is less work to 
do and the work is far less com- 
plex. Hourly labor charges remain 
the same in the general areas in- 
volved. 

Because of the fine work required 
on sports cars, however, the aver- 
age owner can expect to spend 
more for his work. Some labor 
charges for sports car work are as 
high as $7 or $8 an hour. 

Contrary to the American system, 
delivery and handling charges are 
not tacked on top of the suggested 
factory list price. Most dealers sell 
their cars at the factory advertised 
price, which includes everything. 

Some of the imported-car war- 
ranty plans are extremely liberal, 
lasting as long as six months. Ac- 
cording to available information, 
all are factory plans. 

~ * * 

_* of the foreign-car dealers 

in this area are domestic 
dealers who have added a foreign 
franchise to their line. One dis- 
tributor feels that he wants to 
keep the number of domestic deal- 
ers handling his line to less than 
about 50 percent of the total. 
Others feels it should be kept even 
lower than that. 

There is still some hesitancy 
about appointing a full compli- 
ment of domestic dealers because 
of a common fear that domestic 
manufacturers may one day apply 
the pressure to their dealers to 
get rid of their foreign franchise. 

Foreign franchises are being 
handled by almost every domestic 
line in the country today. Every 
General Motors make is dualed 
somewhere with a foreign fran- 
chise, as are Ford, Chrysler, Ameri- 
can Motors and Studebaker- 
Packard. Many domestic dealers 
are also dualing their foreign fran- 
chise with still another, noncom- 
petitive imported franchise. 

” a - 


Hoe” long will the foreign market 
continue to prosper? That is 
the big question in this area. Those 
domestic dealers who have not 
bothered with a foreign franchise 
predict that 1957 will see the end 
of the present market. 

“Too many dealers being ap- 
pointed,” they say. “Every new one 
they appoint means just that much 
more competition. Pretty soon it'll 
be just like a domestic car that 
you can buy on any corner. And 
boy, will that be vicious competi- 
tion.” 

An import distributor holds this 
view: “I think we can expect a 
continuing, expanding market. 
This foreign car thing hasn’t 
begun to see its limit yet. 

“I think a million cars a year is 
not an unreasonable figure. They 
fit a basic need in our mobile econ- 
amy, and I think they are here to 
stay. I predict especially good busi- 
ness for another four or five years.” 

Every once in a while, some 
cautious soul will ask, “What hap- 
pens to us if one of the Big Three 
really decides to make a small 
economy car?” 








TV Star— 


The National Truck Roadeo was fea- 
tured on television this year for the 
first time. Shown above, NBC television 
news crew does a closeup of one of the 
White trucks used in the Roadeo at the 
International Amphitheater. The crew took 
3,000 feet of sound film, edited it down 
to a five-minute news segment on the 
NBC “Today.” The feature is one of a 
current series arranged by White Motor 
Co., as part of its ATA Foundation pro- 
gram for the trucking industry. 


GMC Eyes Radical Units — 





Sutter to Speak 
At Ohio Dealers’ 
24th Convention 


COLUMBUS. — NADA President 
Frederick M, Sutter will be one of 
the speakers at the 24th annual 
convention of the Ohio Automobile 
Dealers Assn. at the Neil House 
here Nov. 10-12. 


Dealers also will hear Ohio Rep 
J. Harry McGregor; Charles L. 
Jacobson, Chrysler Corp. vice-presi- 
dent; Nelson K. Mintz, former 
president of New York State Auto- 
mobile Dealers, Inc.; R. L. DeChant, 
Cleveland Electric Illuminating Co., 
and Dr. Charles E. Irvin, Lansing. 

A demonstration of microwave 
cooking, presented by the Columbus 
& Southern Ohio Electric Co., and 
a tea at the governor’s mansion 
highlight the program for wives of 
delegates. 

R, H. Zimmerman, executive sec- 
retary, said there will be a morn- 
ing and afternoon session Nov. 11 
and 12, a special entertainment fea- 
ture, “A Night on Broadway,” Mon- 
day night and the annual banquet 
Tuesday night. 





To Meet Truckers’ Needs 


DETROIT.—GMC Truck & Coach 
has embarked on an engineering 
program designed to produce 
“supertrucks” that will result in 
millions of dollars in savings to 
truckers, according to Philip J. 
Monaghan, GMC general manager. 

From what is heard from many 
sources in the trucking industry, 
said Monaghan, it would appear 
that what is needed is “a com- 
plete and radical departure from 
traditional truck design as we 
know it today.” 

The truck operator wants a ve- 
hicle that will cut his operating 
costs, increase payload and cubage 
which add more revenue to offset 





P. J. Monaghan R,. C, Woodhouse 


some of the rising costs over which 
he has no control, he continued. 

The truck buyer of the future, 
Monaghan said, wants engineers to 
design a truck that has: 

1, Less weight and greater 
strength. 

2. More cargo space—cubage— 
under the same length, width and 
height restrictions. 

3. New engines with high per- 
formance, longer life and more 
economy, yet more compact so they 
will fit into shorter cabs. 

4. Foolproof, wearproof brakes. 

5. New types of power transmis- 
sions to get away from the mechan- 
ically complicated auxiliary gear 
boxes and multispeed axles. 

6. More comfort for the driver, 





Dealers Honor Gross— 


The Kingston (N. Y.) Automobile Dealers Assn. presented a certificate of recognition 
as the area's oldest automobile dealer to C. J. Gross, Kingston Buick Co., Inc., at 
a recent testimonial dinner. From left are Frank Moran and P. J. Beichert, members 
of the testimonial committee; Monroe Southard, KADA secretary-treasurer; George 
Shivery, dinner chairman; Wiliiam McGrath, guest; C. J. Gross; Bert Chambers guest, 


and Jack Hayes, KADA president. 


more built-in safety features, new 
suspension systems, new steering 
that will be easier and safer and 

reduce the need for power steer- 
ing. 

7. More economical servicing and 
maintenance procedures. 

8. Simplification of design and 
components for all sizes of trucks 
so that in a large truck fleet of 
many-sized units, there is parts 
interchangeability. 


“The significance of any kind of 
progress in truck design might best 
be stated in the dollar-sign symbol,” 
Monaghan said, “limiting the sta- 
tistics to the 1,460,000 truck units 
used by private, for-hire and ex- 
empt commodities carriers today. 


“If we can improve gasoline 
and diesel fuel mileage by one 
mile a gallon for this entire group 
of so-called highway trucks, an 
annual savings of $800 million 
could be effected. 

“If we can reduce the mileage 
between major engine overhauls by 
100,000 miles, there is a saving po- 
tential upward of $325 million. 

“If we can reduce the weight of 
our highway tractors by 500 pounds, 
this weight can be replaced by 
cargo worth $730 million. 

“If we can get more comfort for 
the driver, better steering, better 
riding, better braking, easier driv- 
ing, we will have new safety fac- 
tors to combat the rising toll of 
highway accidents,” said Monag- 
han. 


R. C. Woodhouse, general sales 
manager, said he could see no 
reason to expect any substantial 
change in 1958 sales from 1957 
levels, which he estimated at 
about 1.1 million units. 


He said a significant development 
this year has been the resurgence 
of half-ton truck sales. 

“This market, down from its nor- 
mal 48-49 percent to 44 during the 
first eight months of 1956, accounted 
for 51 percent of all registrations 
through August, 1957,” he said. 

Woodhouse said“GMC’s retail de- 
liveries and market penetration 
have been moving up steadily since 
the middle of the year. Dealer prof- 
its average 3.1 percent, higher than 
last year, he added, and overhead 
absorption also is higher at 92.9 
percent. 





Imports Grow 


In Philadelphia 


PHILADELPHIA. —A sharp in- 
crease in the total imports of for- 
eign cars through the Port of 
Philadelphia this year was noted by 
Fred C. Peters, collector of U. 8S. 
Customs. 

Peters reported that through the 
whole of 1956 there were 1,867 cars 
imported through this collections 
district. During the first five 
months of 1957 alone, he stated, 
there were 1,853 cars imported. 
These cars were for resale by 
dealers only, and did not include 
imports by private owners. 
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British Hopeful Over Outlook .. . 





Top Automen Visit London Show 


By F. C. Livingstone 
Special Correspondent 

LONDON.—World interest in the 
International Motor Show last 
month at Earls Court was clearly 
shown by the record number of 
overseas visitors who passed 
through the turnstiles. 


The unprecedented number of 
leading personalities in the auto- 
motive world in London for the 
show suggests that the keenest 
international auto market in his- 
tory is developing. Leading execu- 
tives of American, French, Ger- 
man and Italian plants were 
closely inspecting their rivals’ 
products. 

Probably the busiest of all over- 
seas visitors was Harlow Curtice, 
boss of General Motors, who flew 
into London five days before the 
show started and hoped to spend 
most of the time inspecting the 
multi-million dollar extensions to 
the Bedford (GM's subsidiary) plant 
at Dunstable and the vast new 
Vauxhall (also GM’s baby) at Luton. 


Instead, he was confined to his 
hotel bedroom with “indisposition” 
until the morning the show opened. 
He then had only 24 hours to cram 
in his seven-day program before he 
sailed for home. 

There were 310 autos in the show, 
as well as caravans, motor boats 
and a host of accessories and equip- 
ment. There were 61 car exhibitors 
and 480 others, bringing the total 
number of stands to a record figure 
of 561. 

It is too early yet to give an 
overall report on the volume of 
business done at the show, but it 
started off on a high note with 
the placing of a $30 million order 
for Morris, Austin, MG, and 
Austin-Healey by Philip Gough, 
BMC chief distributor in South- 
ern California. 

A. 8. Dick, managing director of 
Standard Motors is the president of 
the Society of Motor Manufacturers 

and Traders this year, and in his 


- 


how to 
FATTEN 


UP a 


thin dea 


speech at the Society’s annual din- 
ner on the eve of the show, he 
reported on the industry’s present 
position. 

“In the last six months the output 
of cars has risen by over 25 percent 
compared with the similar period 
last year,” said Dick. “Most encour- 
aging of all has been the expansion 
of exports to the U.S. Here, com- 
pared with the first eight months 
of 1956, car shipments have risen 
from 20,000 to 60,000, an increase 
of 200 percent. 

“It is easy though to be lulled 
into a sense of false security by 
such impressive figures. Even so, 
they certainly give the lie to those 
who are always eager to toll the 
death knell of the British motor 
industry. 

“Over and over again in the past 


40 Import Models 
To Be Exhibited 
At Detroit Show 


DETROIT.—Ten dealers, distrib- 
utors and manufacturers will ex- 
hibit 40 models of foreign cars at 
the 45th annual Detroit auto show 
at the Detroit Artillery Armory Jan. 
18-26. Last year only four exhibi- 
tors showed eight models. 

The show committee of the De- 
troit Auto Dealers Assn., sponsor 
of the show, held a special space 
drawing last week for foreign-car 
exhibitors, first in show history. 

Participating in the drawing 
were: 

Don Smith, for English Ford; 
Parker Keith McLean, Falvey 
|Motor Sales Co.; Serge Daniloff, 
| Foreign Car Associates; J. S. 
Mahony, Pontiac; John Posselius, 
| European Motors; Robert J. Mac- 
| Culley, American Motors Corp.; C. 
F. Watson, Studebaker-Packard 
Corp., and Leo Golcar and Ed 
a Opel and Volvo Import, 
ne. 
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decade it has been said, and said 
correctly, that what is wrong with 
our economy is that we are not 
producing enough. It is an increas- 
ing production and with it produc- 
— that the remedy for inflation 
ies. 


“The free forces of supply and 
demand no longer operate because 
successive Governments have regu- 
lated home sales by allocation, by 
hire-purchase restriction, by the 
credit squeeze and by taxation. 

“Unless the home market is 
freed and the industry can have 
the full benefit of this market 
and unless, in the future, it car- 
ries only its fair proportion of 
taxation instead of its present 
burden, it may well be impossible 
for it to compete in world mar- 
kets.” 

Dick continued: “We have a 60 
percent tax. Our potential home 
sales of some 750,000 cars per 
annum have been restricted to be- 
tween 400,000 and 500,000. As a 
result, our production costs are 
inflated with the inevitable conse- 
quence that we have not been able 
to expand our exports to the maxi- 
mum. 


“The latest gremlin for whom the 
bell tolls is an alleged inability of 
the motor industry to compete in 
the European Free Trade Area. 
This inability can, however, only 
arise if we are not able to sell on 
equal terms with our competitors. 
Whether or not we do so rests 
largely upon the Government. 
Within two years major production 
plans will have been completed and 
the additional capacity is already 
becoming progressively available,” 
Dick said. 

“The motor industry has been 
putting forward year after year the 
view that the most inflationary tax 
ever introduced should be abolished. 
No Government has tried this. It is 
about time they did. I refer, of 
course, to the purchase tax. The 
result would be a great increase in 
productivity, a reduction in prices 
at home, and thus to expand our 
exports and largely to safeguard 
our position if we are to enter the 
European Free Trade Area.” 

Opening the show, Prime Min- 
ister Harold Macmillan paid high 
tribute to the immense contribu- 
tion the automobile industry 
makes to Britain’s export trade. 

“From May to July of this year 
production was over 19,000 cars a 
week. This beat all previous pro- 
duction records,” the prime minister 
said. 

“The great feature of recent trad- 
ing has been the strong revival in 
exports. In the first eight months 
of this year the value of exports of 
cars and chassis has been well over 
$300 million; more than one-fifth 
greater —indeed nearly a auarter 
greater—than the figure of 1956. In 
value nearly half the production of 
ears has been sold abroad. This is 
a splendid record. 

“But to keep this up means pretty 
hard going. You can never stand 
still. Like the Red Queen in Alice, 
you have to run as fast as you can 
to keep where you are, and terribly 
fast to get any further forward. You 
must always be inventing new types 
and investing more money. In the 
last four years capital investment 
in the industry has more than 
doubled.” 

Macmillan, however, held out no 


Kaiser to Buy 


Unit of Willys 


OAKLAND, Calif. — Edgar F. 
Kaiser, president of Kaiser Indus- 
tries Corp., has announced that 
Kaiser Industries plans to pur- 
chase Kaiser Aircraft & Elec- 
tronics Corp., subsidiary of Willys 
Motors, Inc. 

The business will be conducted 
under the name Kaiser Aircraft & 
Electronic division of Kaiser In- 
dustries Corp., with executive 
offices in Oakland. 

Kaiser Aircraft & Electronics 
conducts ‘machining and aircraft 
subassembly operations in Rich- 
mond and San Leandro, Calif,, 
operates electronics laboratories 
and other facilities in Palo Alto, 
Calif., Toledo, and Phoenix, Ariz. 

Willys Motors is a subsidiary of 
Kaiser Industries. 
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Welcomes Newcomer— 


At the recent American Trucking Assn. 
convention in Chicago, James B. Godfrey 
ir., right, ATA vice-president, takes a 
moment away from convention affairs 
to welcome this year's newcomers. Here 
he greets Roland Schuster, representing 
the Detroit diesel engine division of Gen- 
eral Motors. The GM division participated 
in the convention through its Michigan 
Trucking Assn. membership which fol- 
lowed the division's recent entry into the 
field with a new line of truck engines. 
Godfrey is shown accepting an advance 
copy of The Saturday Evening Post in 
which Detroit Diesel’s truck engine line 
was featured. 


hope that the 60 percent sales tax 
would be abolished, or even cut. 

Completely new cars were com- 
paratively few at the show, with 
all-new models being shown only 
by Singer, Humber, Standard, 
Vauxhall, Hillman, Aston-Martin 
and Allard. 

However, many models introduced 
in the past year and older models 
with new features provided a dis- 
play which was larger in scope and 
wider in variety than ever before. 

Rolls-Royce showed a $26,620 Sil- 
ver Wraith complete with a cock- 
tail cabinet which opens at the 
touch of an electric switch. 

For Bentley, Mulliners produced 
a new four-door sports saloon. This 
was an entirely redesigned body of 
special light alloy construction 
which brought the weight down to 

within a few pounds of the two- 
door Bentley “Continental.” This 
enables the exceptional handling 
characteristics of the car to be re- 
tained, yet provides a more spa- 
cious body. 

Hotel room, office, cocktail bar 
and kitchen all neatly wrapped in 
the elegant package of a Bentley 
“S” saloon—that is the “Country- 
man” adaptation of the Bentley 
offered by the British coachbuilders, 
Harold Radford, Ltd. For the mo- 
torist who dreams of travelling in 
style with all the convenience of 
civilized life at his finger-tips, this 
conversion is as self-contained as 
the most luxurious caravan. 

By folding down the front seats 
until they are flush with those at 
the rear, you have a comfortable 
bed; from the trunk you can un- 
fold a picnic table and find a 
butane gas cooker and a poly- 
thene wash-hand basin. 

Other items among the 25 extras 


* = * 





















Glamour at British Motor Show— 


Miss Israel, from left, one of the contestants in the Miss World Contest, «long 
with Miss South Africa and Miss U.S.A., add a bit of glamour to the Metropolite® 
1500 at the British Motor Show in London. Manufactured by British Motors Corp 
for American Motors, the Metropolitan is available now for European deliveries 


included in this comprehensive con. 
version are an electric razor, a 
recorder for dictating letters ang 
cases holding drinks, flasks ang 
glasses. First-aid and sewing kit 
have not been forgotten, and there 
is even a clothes brush, comb ang 
cigaret box. 

Why aren’t British makers pro. 
ducing a “bubble” car? That was 
question which was asked over ang 
over again at the show. The only 
answer given—and very probably 
a most truthful one—was that there 
is not a single British auto many. 
facturer, who sees any future in 
that side of the business. 

Even with the country’s inade. 
quate road system, the midget car’s 
greatest attraction is not so much 
its short wheelbase and easy park. 
ing as in the fact that delivery 
dates are usually a matter of days 
instead of months, as they are with 
the ordinary British autos (and just 
for the record, three to five years 
for a Rolls-Royce). 


The midget cars have not caught 
on in Britain in the way that the 
pop-pop of their motors make many 
people believe. In fact, their sales 
volume seems to be in inverse pro. 
portion to the noise they make. In 
the seven months, January to July 
this year, new registrations of the 
midgets (200 cc. to 800 cc.) in Brit. 
ain totalled only 2,649, while the 
true baby autos (800 cc. to 1,000 cc.) 
scored a total of 74,200 new regis- 
trations. 


The midget makers are them- 
selves turning towards larger 
models, as is exemplified by the 
new Isetta “600” and the Goggo- 
mobil, in the hope that they will 
be able to capture a part of the 
“family car” market. 


Apart from the customers’ com- 
plaints about lack of space in 
midgets, there is also the very im- 
portant argument put forward by 
dealers. They just cannot afford to 
handle them on any sizable scale. 
With expensive showrooms to 
maintain, there is not enough profit 
on the “bubble” cars for them to 
be handled except as gimmicks. 

One of the unanswered puzzles of 
the show was, “Who is entitled to 
claim the credit for the new Re- 
nault ‘Fregate’ with its ‘Transflui 
drive?” This auto made its first ap- 
pearance at the Paris Show and 
then came to London. The “Trans- 
fluid” drive is an automatic trans- 
mission system developed by Count 
Giri de Teramala. 


Its appearance was followed 
almost immediately by a state- 
ment from Harry Ferguson which 
said, in part: “The automatic 
transmission which Renault has 
put into its new model is based 
on the hydro-kinetic torque-con- 
verter which is one of the fea- 
tures of the revolutionary type of 
vehicle which we, in Harry Fer- 
guson Research, Ltd., are devel- 
oping.” 

Questions to Renault failed to 
produce any link between Ferguson 
and the “Transfluid” system, ex- 
cept that the company had been 
experimenting with the Count’s in- 
vention since 1949, 

It will be interesting to see who 
makes the next step. 

* Oo” * 


by the New York office of Continental Car Combine or any Rambler dealer. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, 8. PRODUCTION ONLY) 














Week Week 

Ended Same Ended Total 

Nov. 2, Week, Oct. 26, Output, Nov. 3, Nov. 2, 
1957 1956* 1957* October 1956* 1957 

AMERICAN MOTORS 3,250 2,069 3,213 14,465 88,457 87,688 
MIIOEE, cccocosssnccscccensensinse  seveerenne  ecvetesin” —salasenion 6,340 1,345 
MEMO, ..slseccssccsiavabsoelicaeseaces ievufiiess a 15,197 3,561 
BAM! . .......000002.c00c0000e0 3,250 1,518 3,213 14,465 66,920 82,782 
22,186 93,095 672,389 1,061,827 
2,039 7,925 716,269 103,007 
567 2,297 7,511 33,021 
2,791 11,671 78,415 104,183 
5,814 25,763 157,862 254,045 
10,975 45,439 352,332 567,571 
33,324 85,781 1,315,527 1,579,766 
ecesevness “shanna 1,227 444 
TINE c.ccxcrverccesecvecesscnvecese BAD ——orcovcveee 2,336 ae 50,507 
BOGE secsersssscccsccsesescesscses 34,610 36,071 27,357 65,937 1,076,716 1,260,282 
NOD sccacecsvossscsseseosicces 640 745 596 1,932 39,577 30,834 
TEPORTY .n0..cscceccccceersceees 3,850 3,165 3,035 10,367 198,007 237,699 
GENERAL MOTORS .. 57,737 51,733 44,327: 129,388 2,519,683 2,245,339 
TEE cceconscossecesesneccscossoce 10,545 5,081 8,141 25,298 439,344 325,881 
SUD iscsserectsrecsescsoesouss 2,720 902 2,135 5,126 116,701 126,583 
Chevrolet. ...................... 30,800 34,229 23,724 72,236 1,333,815 1,203,851 
Oldsmobile .................... 7,172 5,651 5,929 14,820 355,898 313,124 
SEND eccscescsecnensenvecssese 6,500 5,870 4,398 11,908 273,925 275,900 
SY EINE 6 ssemseseeencoccsnsicen 2,340 2,598 2,053 10,177 78,681 62,553 
BRUNEI sssecenccsccncsesercoese _—e 14 52 13,277 4,661 
Studebaker .................. 2,325 2,598 2,039 10,125 65,404 57,892 
Total Cars, U. S............ 128,227 117,583 105,103 332,906 4,674,737 5,037,173 




















Revised 
COMMERCIAL CARS 
(U, 8S. PRODUCTION ONLY) 
Week, Week Jan, 1 Jan. 1 
Ended Same Ended Total To To 
Nov.2, Week Oct. 26, Output, Nov.3, Nov. 2, 
1957 1956* 1957* October 1956* 1957 
CHEVROLET ................ 7,900 7,019 8,221 32,367 297,689 290,765 
NED TE sacscsdiosnstases 135 106 109 534 4,457 4,740 
I ia Snes accinscdagsuhisabd aubieeiae:. ani 64 179 3,145 2,456 
I Aids ras sdtleciiaapeasial 1,400 2,061 1,459 6,013 76,301 65,259 
I as catia hchintasnodiadelates 8,300 5,439 6,853 25,359 257,918 292,262 
SE 1,665 1,907 1,627 6,056 77,903 56,858 
INTERNATIONAL. ...... 162 216 2,342 9,102 114,236 101,661 
le iain semicitiihoen 83 345 1,309 15,884 14,892 
ETS (ee ee 105 89 100 345 3,341 4,027 
STUDEBAKER. .............. 160 248 165 7167 12,065 8,166 
EY 5S cc diivuaibiptniscaics 235 295 228 1,141 14,916 12,205 
SII ins scosidincciaesiciienesii 1,560 1,260 cosine 4,334 53,135 50,314 
MISCELLANEOUS*** 60 70 59 298 3,031 2,931 
Total Trucks, U. S....... 21,682 18,793 21,572 88,304 934,021 906,536 
Total Cars, Trucks, 
irate teeta tras 149,909 136,376 126,675 421,210 5,608,758 5,943,709 
Total Cars, Trucks, 
I sc ccsccincansacsillndsiaes 6,225 7,210 6,094 15,617 388,285 346,476 
Grand Total, 
Cars and Trucks, 


U. S. and Canada....156,134 143,586 132,769 436,827 5,997,043 6,290,185 





*Revised, Miscellancous includes Corbitt, Marmon-Herrington, Federal, Four-Wheel- 


Drive, ete, 


N. B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals. 


Ford Reports Record Sales; 
Profit Shows 58% Increase 


DEARBORN.—Ford Motor Co. 
has reported that its dollar sales in 
the first nine months of this year 
were the highest on record for any 
comparable period and that its unit 
Sales for the period were second 
only to those of 1955. 

Profit for the nine months was 
up 58 percent. 

Net sales for the nine months 
were put at $4,419,200,000. When in- 
come from subsidiaries, foreign 
branches and other sources were 
added, the total income for the 
Period was $4,446,700,000, 

The 1957 total was 36 percent 
higher than the $3,263,300,000 in 
total income for the first nine 
months of 1956 and 9 percent 
higher than the like 1955 figure 
which was $4,070,000,000. 

Total sales for the third quarter 
of this year were $1,420,400,000, 
compared with $875,000,000 for the 
like period of last year. Ford said 
Part of the increase resulted from 
later Ford and Mercury change- 
Overs this year. 

For the first nine months of 


sions totalled 1,742,208, up 26 per- 

cent from the 1,380,063 units sold 

in the like period of last year 

and 8 percent short of the 1,901,- 

150 units sold in the first nine 

months of 1955. 

Increases were registered for all 
lines with the exception of Lincoln 
and Continental and sales of the 
new Edsel more than made up for 
the Lincoln-Continental loss, Ford 
said. 

The company listed its profit for 
the first nine months of this year 
as $229,500,000, up 58 percent from 
the $145,200,000 earned in the simi- 
lar period of 1956 and 26 percent 
below the $312;200,000 earned in the 
first three quarters of 1955. 

Ford said its expansion pro- 
gram cut into its profit this year. 
Expansion costs were put at $115,- 
000,000 for the first nine months 
of 1957, compared with $60,000,000 
in the comparable 1956 period. 

Profit for this year’s third quar- 
ter was $58,500,000, compared with 
$13,500,000 in the similar period of 


this year, unit sales of all divi- | last year. 





ms mm | its 
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128,000 Units Roll... 


Car Output Up Again, 


(Continued from Page 2) 
an increase over both last month 
and October of last year. 
* + 


* 
OMMERCIAL-CAR assemblies 
during October totalled an esti- 

mated 88,304 units, a 51.5 percent 
boost from the 58,301 trucks assem- 
bled during September and a 43.4 
percent gain over the 61,575 trucks 
built during October a year ago. 

On a corporate basis, all mak- 

ers showed gains over the pre- 
vious week’s activities; General 
Motors up from 44,327 to 57,737 
units; Ford Motor up from 33,324 
to 41,550; Chrysler Corp. up from 
22,186 to 23,350; Studebaker- 
Packard Corp. up from 2,053 to 
2,340 units and American Motors 
Corp. up from 3,213 to 3,250 as- 
semblies. 

GM’s 13,410-unit gain over a week 
earlier resulted from heavier out- 
put schedules at Chevrolet and 
Buick and smaller assembly in- 
creases by Pontiac, Oldsmobile and 
Cadillac. 


= = = 
CHEVROLET, working six of its 
12 assembly plants on Saturday, 


2 U. C. Dealers Fined 


For Withholding Title 


RICHMOND, Calif. — Two used- 
car dealers charged with failure to 
surrender the certificate of owner- 
ship to a customer were ordered in 
Municipal Court to refund the 
purchase price of $2,179.58, fined 
$200 each and placed on probation 
for a year. 

The charge against Guy Dollar 
and David P. Williams was filed 
after the buyer complained a bank 
notified him it held the registra- 
tion certificate on the car he pur- 
chased. He said in order to retain 
the car he was forced to pay the 
bank for it also. 


3d-Month High 


jumped its output from 23,724 as- 
semblies a week earlier to an esti- 
mated 30,800 units last week, while 
Buick upped its schedules from 
8,141 units the previous week to an 
estimated 10,545 assemblies last 
week. 

Pontiac showed a 2,102-unit 
gain over the previous five days 
as it jumped its output from 4,398 
to 6,500 units; Oldsmobile climbed 
from 5,929 to 7,172 units, and Cad- 
illac rose from 2,135 to 2,720 as- 
semblies. 

Ford Motor’s 8,126-unit rise over 
the previous week’s operations re- 
sulted mostly from a 7,253-car gain 
at Ford division, which worked 13 
of its 15 car-assembly plants on 
Saturday. 


* > * 

ro division’s jump from 27,357 

units a week earlier to 34,610 
assemblies last week not only gave 
the division the lead over all other 
manufacturers in weekly output, 
but pushed it another 3,810 units 
ahead of runnerup Chevrolet in 
year-to-date totals. 

Although Chevrolet outproduced 
Ford by a score of 72,236 to 65,937 
units in October output, the GM 
unit as of Saturday, was 56,431 
units, behind Ford in year-to-date 
totals—1,203,351 to 1,260,282 units. 

In other Ford Motor operations, 

Mercury, with its Los Angeles plant 
working Saturday, but its Metuchen 
(N. J.) unit still out of operations 
due to a strike, climbed from 3,035 
assemblies a week earlier to 3,850 
last week; Lincoln jumped from 
596 to 640 units, and Edsel rose 
from 2,336 to 2,450 assemblies. 
> > - 


HRYSLER CORP. showed the 

smallest gain among the Big 
Three makers as it jumped output 
only 1,164 units over the previous 
week assemblies. 

A breakdown of Chrysler Corp. 
output showed Plymouth up from 


69 


10,975 to 12,000 units; Chrysler 
division (excluding Imperial) up 
from 2,039 to 2,300 units; Imperial 
up from 567 to 700 units; Dodge 
on par with the previous week 
with 5,800 as against 5,314 units, 
and DeSoto down from 2,791 to 
2,550 units. All Chrysler Corp. 
divisions worked only five days 
last week. 

Both AMC and S-P also show 
production gains last week, AMC 
up 37 Ramblers over the previous 
week, and S-P up a corporate 287 
units over a week earlier. 

* * * 
BREAKDOWN of S-P activi- 
ties last week showed Stude- 

baker with 2,325 assemblies last 
week, compared with 2,039 a week 
earlier, and Packard up from 14 
units the previous week to 15 last 
week. 


Cleveland Firm 
Buys AP Parts’ 


Miracle Power 


TOLEDO. — The Miracle Power 
division of AP Parts Corp. has been 
sold to Miracle Power Products 
Corp., Cleveland. 

Ralph G. Rule, AP president, said 
AP decided to sell Miracle Power 
because of the tremendous success 
of AP exhaust systems and the de- 
sire to apply the complete facilities 
and manpower of the AP organiza- 
tion to further expansion of its 
exhaust system products and 
services. 


“AP’s rapid postwar rise to 
leadership in exhaust systems, and 
the tremendous expansion of the 
muffler market, makes it impracti- 
cal for us to continue giving the 
Miracle Power division the atten- 
tion it deserves,” he said. 

Jerrold Snett, vice-president and 
general manager of the newly 
formed Miracle Power Products 
Corp., said the Cleveland firm is 
associated with Eveready Pres- 
surized Products, Inc. Eveready has 
worked with Miracle Power on 
pressurized containers for a num- 
ber of years. 

Address of the new company is 
1101 Belt Line St., Cleveland 9, O. 





Dealers Urged to Take Lead on Safety 


By William Uliman 
Washington Correspondent 

WASHINGTON. — A greater role 
in promotion of safer and smoother 
traffic was urged on the nation’s 
auto dealers by Joseph O. Mattson, 
president of the Automotive Safety 
Foundation. 

In an exclusive interview last 
week, he said the dealers “are in 
a strategic position to take the 
initiative in organizing the com- 
munity traffic safety organizations 
that should be 
established 
throughout the 
country. 

“Dealers also 
could be most 
helpful in getting 
their communities 
lined up in sup- 
port of their 
highway officials 
to make sure that 
we get the most 
out of current 
highway-modernization programs,” 
he added. 


“I am confident they would do 
a great deal more if they were 
fully aware of the importance of 
safe and improved travel facilities 
to the communities where they do 
business.” 

They commended dealer contri- 
bution to ASF programs, particu- 
larly in lending cars to schools for 
high-school driver education. 

“We know from the compara- 
tive studies that high-school 
trained drivers have much better 
records,” he said. 

Mattson said ASF workers agree 
that research into causes of acci- 
dents must be stepped up rapidly. 

“For example, we know very 
little about the factors of human 
behavior that contribute to traffic 
accidents,” he said. “We need to 
know more than we do about the 
relationship of highway design to 
accidents.” 

The Foundation, which marks 
its 20th anniversary in Detroit 
Nov. 7 with a reception and ban- 
quet, offers financial and techni- 
cal aid to numerous other safety 





4. 0. Mattson 


and research groups throughout 
the country. It provides the Na- 

tional Safety Council with funds 

for the annual state and city in- 
ventory of traffic safety. 

Mattson said ASF is supported by 
650 companies representing, in ad- 
dition to vehicle makers and deal- 
ers, the parts, tire, steel, cement 
and petroleum industries, banks, 
finance companies, advertising 
agencies and insurance companies. 


He estimated that completion 
of the Federal interstate highway 
system alone will result in the 
saving of at least 3,500 lives a 
year, explaining that modern, 
fully-controlled access roads have 
only about a fifth of the total 


But he warned against “resting 
on our oars,” emphasizing that 
there will be many more cars and 
lots more travel—with greater ex- 
posure to chances for accidents— 
during the next decade. 

Mattson said ASF’s concerted 
safety effort has saved an esti- 
mated 500,000 lives, prevented 17 
million injuries and saved the na- 
tion around $45 billion. 

“This work, supported voluntarily 
by U. S. companies,” he pointed 
out, “should be answer enough to 
those critics who complain that the 
automotive industry is interested in 
nothing but selling cars and trucks. 
We have helped cut the traffic 
death rate in half.” 

When the foundation began in 
1937, Mattson said, the country 
had a fatality rate of 14.7 per 
100 million vehicle miles. “Last 
year,” he said, “we had cut this 
down to 6.4.” 

ASF’s objectives today are three- 
fold, Mattson declared. They in- 
clude sound programs for the de- 
velopment of needed roads and 


Dingeman Named 
OXNARD, Calif.— Al Dingeman, 
owner of the Ford dealership 
here, has been named director of 
the Navy League of the U. S. in 
Southern California. 


streets, adequate parking and ter- 
minal facilities and progressive re- 
duction of the accident toll. 

To reach these objectives, he 
said, ASF has pioneered in high- 
way-need studies in 19 states, 
backed programs to train traffic 
police, engineers and motor fleet 
supervisors, and aided groups to 
improve traffic-law enforcement 
and driver licensing and control. 

He said ASF also has assisted 
the American Bar Assn. to im- 
prove traffic courts and has sup- 
ported the President’s Committee 
for Traffic Safety. 

Mattson himself is vice-chairman 
of the advisory council to the 
White House committee and is 
chairman of its executive commit- 
tee. 

The man who supervises the 
ASF’s complex activities entered 
the field in 1934 as a driver-license 
examiner in Pasadena, Calif., rising 
in just a few years to director of 
the California Department of Motor 
Vehicles. 

He joined the staff of the Auto- 
mobile Manufacturers Assn. in 1940 
and transferred to the ASF two 
years later. 

Current projects which demand 
much of Mattson’s time include 
a joint venture with state high- 
way departments and the Bureau 
of Public Roads to analyze for 
the first time the highway stat- 
utes of the 48 states. ASF digests 
the findings for highway adminis- 
trators and others. 

ASF also is participating in a 
program to help modernize county- 
road management, now responsible 
for administering 2.3 million miles 
of rural . So far, Mattson 
said, about two-thirds of these 
rural agencies have no engineering 
personnel. 

All these staggering jobs could 
not have been financed by a single 
company or industry, he pointed 
out. 

“All our contributors,” said 
Mattson, “see that they can make a 
more effective use of their funds 
by pooling them in an organization 
such as the foundation.” 





—_ 
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DuPont Stockholders 
May Get GM Shares 


CHICAGO, — E. I. duPont de 
Nemours & Co. and its principals 
would be forced to distribute their 
63 million shares of GM stock to 
du Pont common stockholders 
under a proposal by the Federal 
Government. 


The plan was submitted to the 
Federal Court here in compli- 
ance with a Supreme Court 
decision finding du Pont in viola- 
tion of antitrust laws. 

Du Pont ownership of 23 percent 
of GM stock gave it preference 
with GM in the market for finishes 
and fabrics, the court ruled. 

Trustees, to whom du Pont would 
transfer the stock under the U.S. 
plan, would distribute the stock on 





Japan to Export 
First 50 Autos 
To U.S. Market 


LOS ANGELES. Japan will 
make its first effort to gain a share 
of the market for foreign cars in 
this area in late November or 
early December. 


Toyota Motor Co. has announced 
that it will ship 50 Crown Deluxe 
Toyopets to Los Angeles. The cars 
will be sold by Toyota Motor Sales 
USA, Inc., for $2,100 to $2,200. The 
price tags will be nearly $1,000 less 
than the list price on the same 
cars in Japan. 

The cars will be powered by 55- 
horsepower engines and their top 
speed is rated at 68 miles per 
hour. 

A spokesman for the company 
admitted that the cars would be 
sold at “a sacrifice” since they sell 
for $3,028 in Japan. He said their 


sale could not be called dumping) 


since European cars sell for even 
less on the American market. 


Obituaries 


Walter B. Grove 
BLUFFTON, Ind. — 
73, a Bluffton automobile dealer for 48 
years, died Oct. 24 after a long illness. At 
the time of his death he was associated 
with Grove and Baxter, Bluffton Chrysiler- 
Plymouth dealer. 


> * > 


John S. Harms 
SPRINGFIELD, Ill.—John 8S. Harms, 
who was once a new-car dealer handling 
Maxwell and Overland, died Oct. 21 in+a 
Springfield hospital. He was 69. In recent 
years he had dealt in farm machinery and 
real estate. 





* * > 


Harry T. Mozen 

ATLANTA. —Harry T. Mozen, 46, 
foreign-car distributor, died in a hospital 
in Florence, 8S. C. He was with Buick and 
Chevrolet in Atlanta for 17 years and 
later owned Southway Chevrolet Co., 
Darlington, 8. C. 
* * * 


Horace L. Shealy 
PROSPERITY, 8S. C.—Horce L. Shealy, 
69, Ford dealer in Prosperity and New- 
berry, 8. C., died Oct. 17 at his home here. 
* * * 


Felix A. DeBroux 

STURGEON BAY, Wis.—Felix A. De- 
Broux, Chevrolet-Oldsmobile dealer, died 
here Oct. 21 after a heart attack suffered 
while he was tying a small boat to a 
dock. With his father, who survives, he 
was co-owner of DeBroux Auto Sales. The 
firm was founded in 1917. 
9 ee ee 


Gene Paige 
PETALUMA, Calif.—Gene Paige, Pon- 
tiac dealer in Petaluma, died Oct. 9. He 
was a member of the Northern California 
Motor Car Dealers Assn. and the Auto- 
mobile Old Timers. 


” * * 


Frederick F. Warnock 
HOMESTEAD, Fila.—-Frederick F. War- 
nock, 47, owner of Fred Warnock Ford 
Co. in Homestead, died Oct. 19. He was 
formerly with Ford Motor Co, in Jackson- 
ville and Detroit. 
* oo 2 
Clarence P. Van Winkle 
DALLAS.—Clarence P. Van Winkle, 73, 
secretary-treasurer of Van Winkle Motor 
Co., died of a heart attack at his home 


Oct. 20. 
2 * 


Clarence A. Wadrup 
HARLAN, Ky.—Clarence A, Wadrup, 55, 
head of D. & H. Motor Co. and president 
of Wadrup Provision Co., was killed in an 
auto accident south of here. 
* * - 


Oliver T. McKnight 
SWAINSBORO, Ga.—Oliver T. McKnight, 
77, retired auto dealer, died Oct. 24. He 
went into the auto business 28 years ago 
with his son and son-in-law, James L. Mc- 
Knight and Leroy Strother. They operated 
McKnight Motor Sales. 


Walter B. Grove, | 





a pro-rata basis, over a period of 


10 years, to du-Pont common 
stockholders, except the du Pont 
affiliates — Christiana Securities 


Corp. and the Delaware Realty and 
Investment Co. and its stockholders. 


Each duPont stockholder 
would receive GM shares “in the 
proportion that his du Pont 
stockholding bears to the total 
amount of duPont common 
stock outstanding.” 

The trustees also would sell, at 
public or private sale during the 
Same 10-year period, the propor- 
tionate shares of du Pont-held GM 
stock allocable to Christiana, Dela- 

ware Realty and Delaware stock- 
holders. 

Du Pont common stockholders— 
except Christiana, Delaware Realty 
and Delaware stockholders—would 
be granted options to buy the stock 
before the trustees offered it to 
outside buyers. 

Under the plan, about 60 per- 
cent of the GM stock would be 
allocable to duPont’s 153,000 
common stockholders, 27 percent 
to Christiana, 3 percent to Dela- 
ware Realty and 10 percent to 
Delaware stockholders. 

The duPont family established 
Delaware Realty, which controls 
Christiana. Christiana, in turn, 
controls the du Pont company. 

Du Pont holdings of GM stock are 
valued at $2,457,000,000. 

The Government would leave 
to the discretion of the trustees 
whether “reasonable market con- 
ditions” prevailed. If they did 
not, the Government said, the 


stock sale could be postponed if | 


the court approved. 
The Government also proposed 


other provisions to separate GM | 


and du Pont. 


Du Pont influence over GM and} 


prohibition of interlocking du Pont- 


GM directorates and sharing of| 


officers would be barred. 

The proposal also would: 

Enjoin contracts requiring GM 
to buy any specified percentage of 
its needs in any product from 
du Pont. 

Prohibit GM and du Pont from 
granting to du Pont preferential 
rights to make or sell GM chemi- 
eal discoveries. 

“The long period over which dis- 
tribution and sale is required 
should avoid undue impact on the 
market for both GM and du Pont 
stock,” said Victor R. Hansen, as- 
sistant attorney general. 

DuPont has until Dec. 24 to 
offer counter-proposals to the 
Government plan, The Government 
then will have until Jan. 23 to 
answer. 


Credit Purchases 


Rise at GMAC, 


But Income. Dips 


NEW YORK.—Retail receivables 
purchased by General Motors Ac- 
ceptance Corp. in the third quarter 
of 1957 totalled $1,041 million, 
Charles G. Stradella, president, an- 
nounced last week. This compares 
with purchases of $953 million in 
the same period last year. 

For the first nine months of 1957, 
retail receivables purchased 
amounted to $2,875 million, com- 
pared with $2,818 million a year 
ago. 

Retail receivables outstanding at 
Sept. 30, 1957, were $3,616 million, 
before deducting unearned income 
and loss reserves. This compares 
with $3,495 million at Sept. 30, 1956, 
$3,439 million at Dec. 31, 1956, and 
$3,491 million at June 30, 1957. 

Wholesale receivables, which 
arise from the financing of dealer 
stocks, were $658 million at Sept. 
30, 1957, compared with $493 million 
a year ago. 

Consolidated net income of 
GMAC for the first nine months of 
1957 amounted to $31,010,541, com- 
pared with $32,003,475 for the first 
nine months last year. This income 
includes net earnings of Motors 
Insurance Corp., totalling $839,293 
for the 1957 period, compared with 
$1,583,092: in the first nine months 
of 1956. 








Rideau 500, Top Meteor Model— 


The Rideau 500 four-door hardtop is the top-drawer offering among 18 Meteor 


models for 


1958 which will go on public display this week 


in Mercury-Lincoln- 


Meteor dealerships across Canada. Other series include the Rideav, Niagara 300, 
Niagara and station wagons. Top horsepower rating is 303. 


* * * 


* 


°58 Canadian Meteor Offers 
New Engines, Air Springs 


TORONTO. 
will be unveiled Thursday 
7) in 
dealerships across Canada. 

The new model, 
Gillis, general manager of the 
Mercury-Lincoln-Meteor division 
of Ford Motor Co, of Canada, 
Ltd., offers extensive body re- 
styling, new — and a new 


(Nov. 


Wagner Brothers Opens 


Branch in Syracuse 


DETROIT.—_W agner Brothers, 
Inc., has opened a branch office at 
109 Baker St., East Syracuse, N. Y. 


F. M. Mansfield, sales vice-presi- | 
|dent, said the office will cover all 


of New York state and northern 


Pennsylvania, It will be directed by | 


Tom Kohler, newly appointed dis- | 
trict manager. 





CLASSIFIED WANT AD 


Reaching on 
RATES: TWENTY-TWO CENTS 
llc PER WORD. PAYMENT |! 

addre 


Lana Tels 


and 
Box Number 


TEN DAYS iI? 


— The 1958 Meteor 


Mercur y-Lincoln-Meteor | 


said Paul R. | 





automatic transmission, optional 
air suspension and a new type of 
steering. 

Styling highlights include a new 
|concave grille integrated with a 
| recessed wraparound bumper, dual 


| headlights, fluted roof, sculptured 
| trunk lid and dual tail lights. 


In the new Tempest V-8 engine 
| series, the M-361 engine develops 


|303 horsepower with four-barrel 


| carburetor. The Tempest M-332 and 
| M- 332 Special engines turn out 240 
| horsepower with two-barrel car- 
buretor and 265 horsepower with 
four-barrel carburetor, respec- 


| tively. 


Also available are the 272-cubic- 
inch Niagara V-8 developing 190 


| horsepower and the 145-horsepower 
Thrifty Six. 

Multi-Drive Merc-O-Matic — the|cleanup period of 1957 models of 
‘new automatic transmission — is| other makes. 


oe), Mie) i ae) 





of the notion 


n 
FOR EACH NSERTION 


i els 





—, 


said to provide overdrive economy. 





It is available with the TcmpegMiceneR: 
M-332 Special and Tempest M-3¢) oe 
engines. Regular Merc-O-Matic§§ Previc 
and conventional transmissions} ™"2* 
also are offered. in pro’ 

Air suspension is optional with | fies * 
the V-8s and automatic trang. | marri« 
missions on the Rideau, Rideay | ™* . 
500 and station wagon series. Ap anon 
engine-driven compressor sup. countr 
plies air to a reservoir tank a, 
which feeds the air springs re. § write 
placing conventional springing at Detroi 
each wheel. Automatic levelling PARTS 


valves regulate air pressure ts 


exper! 

maintain constant car height § 4" 
when load or road conditions _ ati 
change. a 
New Finger-Touch steering ha; —_ 
a recirculating ball-type stent dealer 
gear with a ratio of 27-1. ing ec 
The safety steering wheel, safety trol. ¢ 
double-grip door locks and safety oes 
swivel rear view mirror are stand. even 
ard in 1958. Optional safety extra News, 
include padded instrument p ane] cM ME 


and sun visors and seat belts. 34, f 





Power steering, power brakes aoe 
power windows, air conditioning § News, 
sun filter safety glass and transis § oprict 
tor radio are optional. 32, n 

The 18 Meteor models come in a. 
five series. The Rideau and Rideau & GENER 
500 have overall lengths of 2077 a 
inches, the Niagara and Niagara secuti 
300 measure 201.6 inches, and the ay 
Station wagons, 203.5 inches. soon 

Detro 
° EXPER 
Edsel Awaits cape 





298 Competition |— 





DETROIT. — Sales of Edsel de fj PEAM* 
clined slightly during October, but} 35,000 
no more than had been anticipated § —, 
J. C. Doyle, general sales and mar- a 
keting manager, said last week. appro 

Sales from introduction date} 5," ' 
Sept. 4, through the second 10-day 
period of October totalled 16,612) 70% © 


Doyle said. 


Doyle said Edsel had expected’ 
sales to fall off during the October 
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POSITION WANTED 
~ P r with fu 
Replies to 

ch. CLOSING 


DETROIT 26, MICH 








perienced in large Chrysler products or 
GM dealership. Top salary and other in- 
come benefits. Please send letter giving 
past experience with late photo. Your 
application will be acted upon without 
delay. Box 7627, c/o Automotive News, 
Detroit 26. 





OWN YOUR OWN 
BUSINESS 


We will put you in business for your- 
self. No Second oldest 
company selling 1 year guarantee to 
dealers. Our men earn substantially 
$10,000 per year: F. Lyons, 
Tampa, Fia., earning $15,000 yearly; 
M. Dallas, Boston, Mass., doing 
$17,000. Approved nationally by deal- 
ers. Repeat sales on the increase. Send 
complete details 


Sure-Car of America, Inc. 


Main Office: 
Dept. E, Sea Cliff, N. Y. 


(See our advertisement on Page 56) 


investment. 


over 


stating experience. 





SALESMEN — Large expanding Florida 


Oldsmobile dealer needs additional sales- 
men, Wonderful opportunity for success- 
ful, 


Florida 
ated with a large old line dealership. 


Only high caliber salesmen who need to 


earn top money will be considered, In- 
quire Box 7611, c/o Automotive News, 
Detroit 26. 





hard working salesmen who have 
dreamed about the chance to move to the 
Gold Coast and become associ- 


SERVICE MANAGER 


For Large Ford Dealership in 


Middlewest 

town with «@ 2,000 new 
We are an old estab- 

lished dealership with complete service 

facilities and equipment. 

We wont a man with the following 


Single point 
unit 


fications: 
1. Must be sales and promotioh minded. 
2. Must be an administrator, capable 
of handling customers and employes 
to enhance the prestige of our 
product and our dealership in the 
area. 
3. Must be sober, reliable and ambi- 
tious to improve his status in life. 
Compensation to be base 
an incentive mane on gross profit 
in service 
Paid vacation and one of the best 
insurance plans available. 
We are only interested in a top grade 
a. a a - 
this basi 
Alt vegies will be treated confidentially. 


Write Box 7621, </o Automotive News, 
Detroit 26, Michigan 





SALES 
REPRESENTATIVE 
Excellent Opportunity 


Well rated, 43-year-old, large volume seat 
cover manufacturer with national distribu- 
tion has certain territories open. 1958 line 
is very complete, low priced, and de- 


signed especially for sale to seat cover 


installation specialists, accessory stores, 
car dealers, super service stations, etc. 
Right salesman can increase his earnings 
considerably. No objection to non- 
conflicting side-lines. 


R. M. Thomas Company, Inc. 


Muncie, Indiana 











































News 
DEALI 

. Va 
HELP WANTED HELP WANTED HELP WANTED oan 
| SERVICE MANAGER: Opportunity for ex- | SALESMAN WANTED: Manufacturer staffe 
perienced manager in strong Florida west quires sales representation for ny beaut 
coast dealership—annua! sales potential WANTED thread in automotive and other trades sacri 
excess 1,000 new cars. Prefer person ex- with experience or contacts. Commissict. = 


Box 7623, c/o Detrof 


26. a 
$1,000 A MONTH selling automotive shelv- 


Automotive News, 


ing parts bins counters gasket and 
tail pipe racks—shop equipment. Terrific MER 
commissions. Free 32-page catalog—jo®> area 
ber discounts. Write today! Be ern | 
Franklin Corp., 2906 E. Hedley St., Phi- 


adeiphia 37, Pa. 


SALES OR GENERAL MANAGER—S# 
cessful, enthusiastic young man with elg 
years’ experience, three with Buick f 
tory and five retail, married, col 
graduate, age 35—prefers midwest Bi 
dealership where hard work and lo 
are given consideration, Can run busit 
or buy-in with older dealer who w 
to be more or less inactive, Will furn 
complete data upon request. Box 76 
c/o Automotive News, Detroit 26. 


SALES MANAGER — Experienced in 
phases of dealership, presently 
manager for automotive manufact 
wishes to relocate Louisville-Lexingt 
Ky. area. Resume on request, Box 7& 
c/o Automotive News, Detroit 26. 


EXPERIENCED PONTIAC PARTS 
service manager wishes to relocate % 
east. Best of references. Box 7635, @ 
Automotive News, Detroit 26. 


GENERAL OR SALES MANAGER—T 
years’ factory and retail managem 
experience with record of top resw 
Desire to invest $7,500 or more in 3 
Ford-Chevrolet deal in southeast or Te 
on buy-out basis—or protected bu 
Under 35, capable full management. 
tory approval obtainable. Box 7636, 
Automotive News, Detroit 26. 
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POSITION WANTED 


eee 
NERAL MANAGER-SALES MANAGER 
“Used car manager. Would like to locate 
in southern or western part of country. 
Previous experience successful general 
manager for large GM dealership in ma- 

eastern metropolitan area, At present 
in process of liquidating own large used- 
car operation—also selling out all hold- 
ings in east, Thirty-three years of age, 
d, family man—position wanted 
must be of permanent nature as I would 
like to purchase home and settle per- 
in either of these parts of 


a] 


ently 
sountry Will be available in next 30-60 
days. Personal interviews arranged any- 


time, anywhere. References furnished. 
Write Box 7631, c/o Automotive News, 


Detroit 26. 


renee IE 
PARTS MANAGER—Age 32, married, fully 
experienced in factory claims, buying, 
organizing and operating parts depart- 
ment. Prefer GM. Box 7632, c/o Auto- 
motive News, Detroit 26. 





ACCOUNTANT- BUSINESS MANAGER 
with large volume Chrysler and Ford 
dealer experience, desires to be employed 
as such in new area. Know daily operat- 


ing control, forecasting and expense con- | 
trol, Qualified to take over complete man- | 


agement or advise general manager on 
operations. Willing to locate anywhere, 
even abroad. Box 7628, c/o Automotive 
News, Detroit 26. 





a : 
GM MECHANIC—10 years’ experience, age 


34, factory trained, air conditioning, 
hydra-matic specialist. South or west 
preferred. Box 7629, c/o Automotive 


News, Detroit 26. 


OFFICE MANAGER-ACCOUNTANT. Age 
32, nine years’ experience, 
western GM or Ford dealer preferred. Box 
7630, c/o Automotive News, Detroit 26. 





GENERAL SALES MANAGER. Location | 


New England. Age 48. Twenty-five con- 
secutive years’ experience. Able to or- 
ganize, direct and inspire a top flight 
sales force and dealership. Available 
soon. Box 7613, c/o Automotive News, 
Detroft 26 _ 


EXPERIENCED SERVICE — FOREIGN — 
Capable of handling complete service 
operation on any make, Box 7625, 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE et 
DEALERSHIP HANDLING BUICK, South- 
east Iowa industrial and R. R. center, 
35,000 population. 300 new Buicks, 800 
used cars sold in 1956. Exceptional shop 


facilities, trained experienced personnel. 
Reasonable long lease. Must be factory 
approved. Possible Pontiac dual. Write | 


Box 7637, c/o Automotive News, Detroit 
26 

FOR SALE: DEALERSHIP handling Ford, 
established 1919, western 


(state). 25.000 terr. population. Post war 
profits to 1956 averaged $30,000 above 


dealer salary and 30% profit sharing. plified, no trouble, without recourse basis. 


Dealer 67 years of age, retiring. Will 
sell parts, accessories and equipment on 
inventory value. Location with substan- 
tial industries, farming, National Park 
headquarters, streams, lakes, seashore, 
recreation. Will rent or sell 


Detroit 26. 


DEALERSHIP HANDLING CHEVROLET 
in north Florida—Established 22 years, 
125-200 car and truck potential, good 
year round sales and service. Reason for 
selling, owner retiring. Will help with 


t/o Automotive News, Detroit 26. 
SMALL, COMPACT OPERATION handling 

Mercury and hot economy car. Rapidly 

expanding town 50 miles from New York 


city. Box 7617, c/o Automotive News, 
Detroit 26. 





lation. 350 cars a year potential. $30,000 
will handle. Box 7581, c/o Automotive 
News, Detroit 26. 





Vauxhall in large Pennsy!vania city. 500 
new cars potential. Going business, fully 
staffed. Excellent downtown location, 
beautiful facilities with good lease. Must 
on account of health. Can be 
purchased outright or Motors Holding 
will participate. $40,000 will handle, No 
better opportunity today. Box 7599, c/o 
Automotive News, Detroit 26. 


A 


DEALERSHIP HANDLING LINCOLN- 
MERCURY located in center of trading 
area of 225,000 population in southeast- 
ern Michigan. Good facilities and lease. 
_ 7641, c/o Automotive News, Detroit 








DEALERSHIP HANDLING FORD for sale 
owner retiring from business. Selling 
1,000 new units yearly. Trained and 
capable personnel. Ideal location on main 
highway in Delaware Valley, Pa.. 15 
miles from Philadelphia, Same dealership 
and owner since 1918. Box 7618, c/o 
Automotive News, Detroit 26, 


starting supply of forms. 


10600 Puritan Avenue 


buildings. | 
Write Box 7638, c/o Automotive News, 


business if services desired. Box 7602, | 


HANDLING LINCOLN - MERCURY - ED- | 
SEL. In Oklahoma town of 50,000 popu- | 


DEALERSHIP HANDLING PONTIAC -| 


southern or | 


c/o} 


| 


| Military people will want to: 





Washington | 














DEALER'S PRICE OF “WORK PATTERN"............................$14.85 
PLUS STARTING SUPPLY OF FORMS.......................-.00-0.-- 


TOTAL DEALER INVESTMENT. 
Mail your check today. You'll save the cost the first month. 


AUTOMOTIVE ENTERPRISES 


Retail Research Specialists 





AUTOMOTIVE NEWS, NOVEMBER 4, 1957 





DEALERSHIPS AVAILABLE 


AUTO AGENCY — Handling Dodge-Plym- 
outh in fast growing suburb of Chicago 
— Modern used-car lot adjoining — low 
overhead—not a red month this year— 
lease modern facilities—show books to 
factory approved buyer, No accounts re- 
ceivable or real estate to buy. Will sell 
at inventory. Box 7578, c/o Automotive 
News, Detroit 26. 


DEALERSHIP WANTED 


WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7593, c/o Automotive 
News, Detroit 26. 


DEALERSHIP WANTED—One of the “‘Big 
Three.’’ 500 potential or larger. New 
York, Connecticut or New Jersey pre- 
ferred. Box 7603, c/o Automotive News, 
Detroit 26. 











$50.00 REWARD 


SKIP: CALLING HIMSELF FRED GERO — 
salesman, 200 Ibs., sandy complexion, 
wears glasses. Driving 1956 DeSoto 
Sportsman, Fireflite. 


Motor No. 032-09-2451 
Serial No. 50368987 


REWARD will be paid for information 
|leading to the recovery. CALL COLLECT: 
G. M. Phelps or J. R. Steuvteville, Monte 
White Motors, 32nd Ave. and Leavenworth 
St., Omaha, Nebraska. ATlantic 5033. 





WANTED — MEDIUM SIZED DEALER- 
SHIP Toronto, Canada, or general area. 
Give full details, confidential. Box 7608, 
c/o Automotive News, Detroit 26. 


CHEVROLET, DUAL OR SINGLE, 300 
volume, northern Illinois or west coast. 
Must stand strictest investigation. Cash. 
Full details, Box 7639, c/o Automotive 
News, Detroit 26. 








CADILLAC OR DUAL dealership wanted— 
In the Chicago area or a 300 mile radius. 
All replies will be kept confidentiai. R. 
Handeiman, 6322 N. Mozart, Chicago 45, 
Illinois. | 


| 











BUSINESS OPPORTUNITIES 


Senge encmnnayinencenereetataamamnaeea | $25.00 REWARD — INFORMATION lead- 
LOST another new car sale? Did you lose | ing to recovery 1951 Mercury coupe 
the deal by a few dollars? Help yourself (Green) No. 51S8L79681, Kansas license 
to your competitors’ costs, ‘‘Auto Costs’ F1I4976. Phone collect 6671. Mason In- 


is a complete, concise and accurate book 
containing factory invoice prices of all | 
1958 automobiles and equipment, Dis- | 
cover how much your competitors’ cars 
really cost and you'll know the kind of | 
deal it takes to beat them! Used by auto 
dealers throughout the nation. ‘‘Auto 
Costs’’ is only $10.00 per copy, which 
includes free supplements containing all 
price changes and model revisions that 
occur throughout the model year. AUTO 
COSTS, Box 224, Dept. P3, New York 1, 
New York. 


DEALER SERVICES 


MILITARY BUSINESS | 


— Got Your Share? — 


vestment Co., Garden City, Kansas. 


CARS FOR SALE 


1956 
FORDS 


PLYMOUTHS 


Four-door ex-taxis with heater and 
defroster. Very good tires. Some with 








Finance for 30 to 36 months. 
Register and Title car ovt of state. 
Toke cor overseas without refinancing. 


Get low, money saving, financing rates.|§ Automatic Transmission and Power 

Take immediote delivery. Steering. 
We specialize in such transactions on a sim-| ° 

i 
MILITARY FINANCE CO. | ° . ; . 

502 Tioga Bidg., P.O. Box 2166) Don't wait . . . call, wire or write 
2020 Milvia San Antonio, Texas | 
Berkeley 4, Calif. CApitol 6268! | 


CURRY 
CHEVROLET 


3300 Broadway New York City 
Call Bili Curry — ADirondack 4-630! 


THornwall 5-2275 
“Worldwide Financing for Military 
Personnel” 





AAA DRIVEAWAY, CHICAGO, for safe 
drivers to all points. One car or a fleet. 
343 S. Dearborn St. WE 9-2364. 





INVENTORY SERVICE 


Parts and Accessories 
. CERTIFIED REPORTS - 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 


WILL WHOLESALE NOW 


200 1957 MODELS 


HARDTOPS - CONVERTIBLES 
FORD - CHEVROLET - PLYM- 
OUTH - BUICK - CADILLAC 


Call or write for service details 
Automotive Inventory Service Co. 





10040 Freeland Detroit 27, Mich. WE 3445/50. 7 909 to 8,000 Miles, Excel- 
lent Condition, Delivery Arranged 
DECAL TRANSFERS 
DECALS, WOOD GRAIN, for all Ford- MORSE AUTO RENTAL 


Mercury station wagons. Quick service, 


low price. Send for price chart and sam- 


7726 N. E. Ind Ave. Miami, Florida 





ples. Canell Co., Little Ferry, N. J. 
(Distributorships available to jobbers 
calling on Ford-Mercury dealers and/or 
body shops.) 





PARTS FOR SALE 

TRUCK DECALS; no charge for sketch; a 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 


MAILING LISTS 


DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. November, 1957 checked. On 
addressed labels, 35M, $14 per M. Box 
7640, c/o Automotive News, Detroit 26. 





USED-CAR LIGHT REFLECTORS 








RALPH TAYLOR AUTO SALES 
4111 Gravois St. Lovis 16, Mo. 
(Distributorships still available in some areas) 





DEALER SERVICES 


“Work Pattern” 
For Salesmen 


Having trouble getting salesmen to do the things they should? You're 
not alone. Here's a pattern to organize their work that is so simple a 
child could do it. Salesmen like the relief from red tape. No daily re-. 
Port, no tedious advance planning. Automatic in its operation for the 
small dealer or the sales manager. Gives a weekly comparison of per- 
formance of all phases of salesman's efforts. Comes complete with 


PARTS WANTED 
WANTED: CHEVROLET OBSOLETE 
PARTS for export, 1928 and up. Passen- 
ger cars and trucks. Send lists for im- 
mediate orders to: Jack’s Auto Parts, 
492 Main St., Fort Lee, New Jersey. 






WANTED 
OBSOLETE PARTS 


Gears, Ring Gear/Pinions, Chassis Part- 
Blocks, Etc. 


WE PAY CASH 
Please submit list. 
FIMEX CORPORATION 


261 Broadway New York 7, N. Y. 





BUSES FOR SALE 


SCHOOL BUSES—wWe still have—Four 60- 
passenger Internationals with complete 
New York and New England specs. Four 
54-passenger Chevrolets with New Eng- 
land specs. Two 54-passenger Fords with 
New England specs. Transit Sales & 
Service, Inc., Frank T. Mee, Jr., Vice- 
Pres. Call me collect at Norwalk, Conn. 
Telephone: TEmple 8-6549. 


9.40 


eaeenenceccscessceccccssnescscce $a Gee S 





Detroit 38, Mich. 
CLASSIFIED WANT ADS 
BRING RESULTS 








MISCELLANEOUS 


BLUE ® CHIP 
TOW - PILOT 


WITH LUBRICATED 


SHOP EQUIPMENT FOR SALE 


THIS IS A MONEY SAVING BUY—1951 
Ford 2% ton Wrecker—10 ton army 
winch—lights and equipment, $800. Bear 
Frame Machine, perfect condition, every 
attachment you can think of, Original 
cost $4,400—our price $1,995. Paint oven, 
out of this world, exhaust fans, section 
lighting Vetra drying equipment, scales— 
everything absolutely like new. Original 
cost $13,260—our price here, $5,000. Call 


or write: Mr. Hennington, Bagby Hall 
Lincoln Mercury, Jackson, Miss, Phone: AUTOMATIC BRAKE 
4-1661. & BRAKE CABLE 





DEALERS’ SPECIAL (F.O.B. Factory Net) 


EQUIPMENT FOR SALE $52.35 Fed. Tax included 
Alemite Atomic chassis gun, $175. Overhead 
lub. swivel, $50. C.C. drain, $25, All Three, 
$225. Wilding projector, Mod. EAG, $75. 
Chicago brake lining machine, $90. Coleburn 
eng. stand, $39. Eagle con. rod. aligner, $25. 
McCaskey safe-register, $40. 


MAYER MOTOR SERVICE 


Greenville, Pa. 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


Four Clamp Hook-Up 


DEALERS’ SPECIAL (F.O.B. Factory Net) 


$44.85 Fed. Tax included 


e s 
Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 

Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 








SHOP EQUIPMENT WANTED 





WANTED: USED FRONT END EQUIP- 
MENT, 12-volt Sun machine, hydraulic 
lift, or any other shop equipment. A. B. 
Motor Co., Florence, South Carolina. 





ANTIQUE CARS FOR SALE 





1929 PLYMOUTH SEDAN—New tires— 
Immaculate showroom condition — Will 
run anywhere. $275. Monroe Motors, Inc., 
Merrill, Wisconsin. 





MISCELLANEOUS 





CONVERTIBLE TOPS, $18.75—Willys Jeep 
tops, $72.20 — Headlinings, $12.50, Free 
catalogue. Big Buck, 307 Cambridge St., 
Boston 14, Mass. 


Tow Bar Sales Co. 


Exclusive Distributors 


SELL OR TRADE—Large electric outdoor 
Packard display sign with brackets, We 
need Walker Twin Post Lifts. Tietbohis, 
Inc., Dethi, N. Y¥. Phone: 276. 





BUSINESS GIFT ADVERTISING specialty 
catalog sent free. Ideal specialities. TAN, 
250 West 57 St., New York, N. Y. 


Factory 
AS NEAR AS YOUR PHONE 





DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect We Py, as" 
40 So. Clinton St., Chicago 6, Ill. 





MERCURY STOCK SIGN 8 ft, x 4 ft. One 
year old. Stainless steel flashing bulbs. 
Cost $1,200—Sell $250. North Shore Ram- 
bler, Wheeling, Illinois. 


CARS FOR SALE 














PUBLIC SALE OF 
COMMONWEALTH OF PENN- 
SYLVANIA USED CARS 


YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 


Will be offered for sale on sealed bid basis monthly by the Department of 
Property and Supplies. 


General public and dealers are invited to bid. Invitations to bid listing cars 
and trucks, together with instructions to bidders, may be obtained by writing 
to: 


J. D. Adams, Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd & Forster Streets, Harrisburg, Penna. 


CARS WANTED 


1958 ORDERS BEING PLACED 


All Makes — All Models — All States 


New-car Dealers Interested in Volume Fleet Sales and Service, Contact: 


ROLLINS LEASING CORP. 


14th and Union Streets 


Wilmington 99, Delaware 
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New Subscription Order 


| 
Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


B05 ots accanesneie 


TRADE CONNECTION: 
Car Dealer [] Truck Dealer [] 
Jobber [] Insurance [[] Financial [] 


RR AE GE ck dcdlcdos a Winecdstaon bans er rkees “ 


Manufacturer [] 
Supplier 1] 


OP. cee erccesesseseees 


11-4-57 
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V-8 power for heavy-duty jobs 





Nobody else offers so many models! 
Nobody else builds in such quality! 


eae. 
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a ge es 





Wider cabs, ‘‘Action-Styling’’ 
\ 


Multi-stop delivery at its best 





Pee 3, > 
Pg 
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New INTERNATIONAL® Sightliner—only 48-in. bumper-to-back-of-cab dimension 









Travelall®, a new all-purpose vehicle 





Two big reasons why selling is easier 
for the International Truck Dealer 


Newest ideas! Finest truck quality! 
Models for every truck owner! That's 
the winning sales combination for 
the International Truck Dealer. 


Look at these examples. The trucks 
shown here are typical of the latest styl- 
ing and engineering advancements 
throughout the world’s most complete 
truck line . . . from half-ton models to 


International Trucks cost least to own! 


96,000 Ibs. GVW. They are the result of 
years of experience in building trucks 
with the unmatched quality that owners 
want to do the job better and longer. 
From their cost records come proof that 
INTERNATIONAL Trucks cost least to own! 


A few valuable franchises are available. 
Write to: Manager of Sales, Motor Truck 
Division, International Harvester Co., 
180 N. Michigan, Chicago 1, Illinois. 


eveeseeoeaeo ee 





The right truck for any job 


